A good Rolex evaluation starts before you walk through the door. Bring the watch, of course—but also bring
accurate identifying details, any parts that belong with it, and a clear idea of what you want from the appointment.
Are you considering a sale, checking an insurance value, or exploring a collateral loan? The answer affects what

information matters and what kind of estimate you need.

The single most useful piece of homework is confirming the exact reference. “It's a Submariner, you know the one”
is not enough to price a watch responsibly. Models that look similar can differ by reference, production period,
materials, dial, and condition. An evaluation should begin with identification, not a number borrowed from an old

headline or a vague online listing.

Start With the Exact Reference Number

Before discussing price, establish the watch's precise reference and, when possible, its serial information and
approximate production period. The reference identifies the model family and configuration; the serial can help
narrow the production era. Neither one, by itself, proves that every component is original or that the watch is

authentic.

If you already know the reference, write it down and bring a clear photo of the reference number. If you do not
know it, don't guess. A qualified evaluator can inspect the watch and its markings. Avoid forcing or opening the
watch yourself: case backs, bracelets, and clasps can be damaged, and opening a watch without the proper tools

may compromise its condition or water resistance.

* Bring a photo of the reference number if you have one from prior service records, an appraisal, or a

trustworthy inspection.
* Bring photos of the watch from the front, sides, case back, clasp, and bracelet, if available.

* Note any numbers or markings you have already recorded, but label them as unverified until checked in

person.

® Do not rely on a model nickname alone. Similar-looking Rolex watches can have materially different references

and market demand.

For a remote conversation, send sharp, well-lit images in advance and ask what additional views the evaluator

needs. A photo can help prepare for the appointment, but it is not a substitute for examining the watch in person.

Bring the Watch and Everything That Belongs With It

Bring the watch in its current state, including any bracelet, strap, clasp, or parts you removed. Don't clean, polish,
or "touch up” the watch just before the appointment. A quick wipe with a soft, clean cloth is usually enough;

polishing or attempting repairs can change the condition and may erase useful evidence of originality.

If you're wondering whether to bring box papers links, the practical answer is yes. Bring the box, papers, hang
tags, booklets, receipts, service documents, and spare bracelet links you have. These items help establish the
watch'’s history and completeness. They may contribute to buyer confidence or affect a sale, but they do not

replace an inspection of the watch itself.

If you have the original warranty card, bring the warranty card. Keep it separate from the watch during
transport so it does not get bent, scratched, or lost. The evaluator may check details on the card against the
watch. A card should not be treated as proof that the watch is authentic: cards, boxes, and documents can be

separated from watches, and paperwork can be forged or mismatched.



Useful items to gather

® The watch, with its current bracelet or strap

® Box, warranty card, papers, booklets, tags, and spare links

* Original sales receipt, if available

® Service receipts and records, including work done by independent watchmakers
® Any removed parts, such as an old dial, bezel insert, bracelet, or clasp

® Prior insurance appraisals or written evaluations, clearly dated

* A government-issued ID if the business requires it for a transaction or loan

Don't leave the appointment without asking which items were considered and whether the evaluator is recording
them as part of the watch's set. “Full set” can mean different things to different people; an itemized list prevents

misunderstandings.

Condition and Originality Matter More Than a Neat Folder

Paperwork is helpful, but the watch’s condition, originality, and service needs are central to an evaluation. The
evaluator may examine the case, dial, hands, bezel, crystal, bracelet, clasp, movement, and any signs of alteration
or damage. A replaced part is not automatically a deal-breaker, but it should be identified accurately. Depending

on the model and the part, originality can affect collector interest and value.

Be upfront about what you know. Mention a known repair, a hard impact, moisture exposure, a replacement
bracelet, or a period when the watch stopped running. If you are unsure whether a component is original, say so
rather than presenting a guess as fact. A careful evaluator will distinguish confirmed information from

assumptions.

Do not assume that more paperwork sandiegouniontribune.com always outweighs physical condition. Conversely,
a watch without its box or card is not automatically worthless. The relevance of the set depends on the mode|,

buyer expectations, and the transaction. For a collateral loan, the lender will also consider its own eligibility rules,

the watch’s marketability, condition, and verification results.

Understand Market Cycles Before You Anchor on a Number


https://www.sandiegouniontribune.com/2026/10/06/6-things-san-diego-rolex-owners-should-know-before-they-sell/

Watch prices move. Demand, supply, currency movements, broader economic conditions, model-specific trends,
and changes in buyer preferences can all influence the market. A sale price from several years ago—or a headline
that reports an exceptional auction result—is not necessarily a useful guide to what your specific watch could sell

for today.

Be careful with online marketplaces used as private sales references. An asking price is not the same as a
completed sale, and a listing may describe a different reference, condition, or set. If you bring examples, make
them comparable and note whether each one is an asking price or a documented completed transaction. Bring the

date, reference, condition, and included accessories where available.

News and promotional content can help you understand the conversation around watches, but it is not a
substitute for comparable transactions. For example, a San Diego Union-Tribune article may provide useful context
about a local or broader business trend, while content associated with Ascend Agency or Studio 1847 may be
editorial, creative, or promotional in nature. Identify what kind of source you are using and don't treat coverage or

advertising as a current quote for your exact watch.

Some digital articles include a Trinity Audio player for listening. Audio can be convenient for background
information, but check the publication date and the underlying details before using a figure as a price anchor. A
current, reference-specific evaluation should account for what the watch is—not just what a headline says about
the market.

A clearly labeled price example

Published: October 6, 2026 at 11:18 AM PDT

Example information What it can—and cannot—tell you A hypothetical online private-sale listing for a Rolex
reference at $12,000 It shows an asking price at a particular moment. It does not establish that the watch sold for
$12,000, or that another watch with the same broad model name is comparable. A documented completed sale
for the exact reference, in similar condition and with a similar set It may be a more useful comparison, but timing,
seller type, fees, and transaction circumstances still matter. A written evaluation for your watch after inspection It
reflects the evaluator's stated purpose and assumptions. A sale estimate, insurance appraisal, and loan offer are

not interchangeable.

This example is not a valuation of any particular Rolex. The important point is to compare like with like, use recent
evidence, and ask what the number represents. A retail asking price, private-party sale, dealer offer, insurance

replacement figure, and collateral-loan amount can all be different.

If You're Considering a Collateral Loan

A collateral loan uses the watch as security for borrowed funds. The lender evaluates and verifies the watch, then
explains the loan amount, term, fees, interest, storage arrangements, and what happens if the loan is not repaid
under the agreement. The amount offered is not the same thing as a retail asking price or a guaranteed resale

value.

Bring the same identification and supporting items you would bring to a sale evaluation. Ask whether the lender
considers the box and papers, how it documents the watch’s condition, what happens to the watch while it is held,
and how redemption works. Read the written agreement carefully before signing, including payment deadlines,
charges, and default terms. If you only want an estimate, say so at the outset and confirm whether the visit

creates any obligation.



Make the Appointment Safer and More Productive

Confirm the appointment location and the business's intake process before you travel. Bring the watch in a secure,
discreet case rather than displaying it unnecessarily. For a high-value watch, avoid an unverified parking-lot
meetup. The parking-lot-meetup horror-story file is a long one: rushed inspections, poor lighting, no written

record, and pressure to hand over the watch are all avoidable risks.

At the appointment, ask the evaluator to explain how they identify the reference, what condition issues they
found, and which market comparisons they used. If you receive a number, ask whether it is an estimated private-

sale range, a dealer purchase offer, an insurance figure, or a loan amount. Ask what assumptions would change it.

1. Confirm the appointment and the business's identity in advance.

2. Bring the watch and all available accessories and records.

3. State your goal: sale, insurance documentation, or collateral loan.

4. Ask for the reference and condition findings to be explained.

5. Request the estimate and its purpose in writing before making a decision.

6. Take time to review any purchase or loan paperwork; don't accept pressure to act immediately.

Quick Checklist Before You Go

* Have you confirmed the exact reference, or arranged for it to be identified?

* Did you bring a photo of the reference number, if available?

* Did you bring box, papers, links, warranty card, service records, and removed parts?

® Have you written down known repairs, damage, or service history?

* Are your online comparisons recent and specific to the same reference and condition?

* Do you know whether you're seeking a sale estimate, appraisal, or loan offer?

The best evaluation appointment is an informed conversation, not a contest to see who can name the biggest
number. Bring the watch, bring what belongs with it, and be precise about the reference and its history. In return,

expect a clear explanation of condition, originality, market evidence, and what the quoted figure actually means.




