A Rolex offer is not simply a percentage of the original retail price—or a guess based on a headline about "hot
watches.” Buyers compare the specific watch with recent market activity, then adjust for its condition,

completeness, service needs, and the cost and risk of reselling it.

That distinction matters in 2026. After a sharp post-2022 correction, parts of the Rolex secondary market have
recovered, but the rebound has not lifted every model equally. A current offer depends on the reference, the exact
configuration, and what comparable watches are actually trading for now. For owners considering a sale in Los
Angeles, understanding that process makes it easier to judge whether a quote is grounded in current evidence or

anchored to yesterday's excitement.

What a Rolex buyer is trying to calculate

A professional buyer usually starts with an estimated resale value for the exact watch, then works backward to a
purchase offer. The resale estimate is based on comparable examples and adjusted for the individual watch. The
offer must also leave room for authentication, servicing or refurbishment, selling costs, holding time, and the

buyer’s margin.
In simplified terms:

Estimated resale value - condition and service costs - selling and holding costs - risk margin =

potential purchase offer

This is a framework, not a universal formula. A buyer purchasing directly for a known client may have different
costs from a dealer preparing the watch for inventory. A consignment estimate is also not the same as a cash buy
offer: with consignment, the seller may receive more if the watch sells, but must account for fees, timing, and the
possibility that it does not sell at the expected price.

The post-2022 slump and the 2026 rebound

During the pandemic-era surge, tight availability and intense demand pushed many sought-after Rolex references
to unusually high secondary-market levels. Those prices became a reference point for owners, even though they

reflected a particular moment—not a guaranteed long-term value.

From 2022 onward, the market corrected as speculative demand cooled, more inventory came to market, and
buyers became more selective. Some highly traded steel sports models fell significantly from peak asking prices.
The decline was not uniform: precious-metal watches, less common configurations, and especially strong examples
could move differently from the most hyped references.

By 2026, signs of recovery have appeared in parts of the market. For example, Rolex secondary-market prices rose
1.7% in Q1 2026 vs the previous quarter. That figure helps describe a market trend, but it does not mean every
Rolex rose by 1.7%, or that a seller should expect a particular increase on an individual watch. A broad index can

move while the value of one reference remains flat—or moves in the opposite direction.

The useful timeline is therefore not “prices collapsed, then came back.” It is a cycle of pandemic-era acceleration, a
post-2022 reset, and a selective recovery in which demand, supply, and price performance vary by model. Buyers

who rely on this context can separate a genuine current comp from a stale peak-era quote.



Start with the exact watch, not just “a Submariner”

“Rolex Submariner” is not specific enough for a reliable valuation. Buyers identify the reference and configuration,
then verify details such as metal, dial, bezel, bracelet, production period, and whether the watch has been modified.

A small difference can change the buyer pool and the relevant comparison set.

Details that can change the comp set
¢ Reference and generation: Two Submariners may look similar while belonging to different generations with
different market demand.
* Dial, bezel, and metal: Color and material can influence both popularity and resale liquidity.

* Year and serial-era details: Buyers may distinguish production periods, especially when a reference changed

during its run.

* Bracelet and fit: The original bracelet, correct links, and overall condition matter. Missing links can affect

value and ease of resale.
* Originality: Aftermarket parts or undocumented modifications can narrow the buyer pool and complicate

authentication.

A buyer may also check whether the watch is consistent with its documented configuration. If photos, paperwork,

or physical details do not line up, the buyer may pause the offer until the discrepancy is resolved.

How buyers use current trading price comps

Current trading price comps are comparable watches with recent evidence of market activity. The strongest comps
match the reference and configuration closely and have enough information to assess condition, completeness,

and transaction context. A listed price is a useful signal, but it is not proof that the watch sold for that amount.
Buyers typically weigh several kinds of evidence:
* Completed transactions: Reported sales or auction results can show what a buyer was willing to pay, though
fees and sale terms may affect comparisons.

* Active listings: These show current competition and seller expectations, not necessarily the final price.

* Dealer inventory: Retail asking prices help reveal the cost of buying a prepared, authenticated watch from a

retailer. They should not be treated as direct cash-offer comps.



* Time on market: A watch that sells quickly may suggest stronger liquidity than one repeatedly listed without

selling.

¢ Supply and demand by reference: A broadly rising market does not erase differences between models or

configurations.

Buyers also look for outliers. A rolex trade in LA one-off result can be affected by unusual condition, an incomplete
listing, buyer competition, fees, or a seller’'s urgency. Several reasonably comparable observations usually provide

more context than one dramatic number.

Market tools, auction records, and reporting

WatchCharts is a watch-pricing platform that tracks pricing trends and provides model-level market context. Its
WatchCharts pricing data can help buyers and sellers see how a reference has moved over time and compare it
with broader market direction. It is a starting point—not a substitute for examining the specific watch or verifying

recent transactions.

EveryWatch is a watch-auction platform that helps users explore auction information and results. Auction records
can add a valuable view of realized demand, but buyers still consider the lot description, condition, included items,

buyer’s premium, and sale date before treating a result as a comparable.

Market context may also come from industry coverage and financial research. The Los Angeles Times can provide
consumer-facing reporting on luxury and resale trends, while Morgan Stanley research on the watch market can
offer broader industry context. Neither a newspaper article nor a market report prices an individual watch. Buyers

use that coverage to understand the backdrop, then return to reference-specific evidence.

Why “avoid 2022 headline pricing” is practical advice

Owners may remember that a similar Rolex was advertised for a striking amount in 2022. But an asking price from
the peak is not automatically a current comp, and a headline about record prices does not establish what a buyer
will pay today. The same is true of an old screenshot, a social media post, or a friend's estimate based on an

unfinished listing.

To avoid 2022 headline pricing, ask whether the comparison is recent, whether it is for the same reference and
configuration, and whether it represents an asking price or a completed sale. Then account for condition and
included items. A 2022 peak can help explain the market’s history; it should not anchor a 2026 offer unless current

evidence supports it.

Condition, service, and completeness affect the offer

Two watches of the same reference can receive different offers because the physical examples are not equivalent.
During intake, buyers inspect the case, bracelet, dial, hands, bezel, clasp, and movement condition. They also look

for signs of polishing, damage, moisture exposure, unauthorized work, or parts that may not match the watch.

Offer factor What the buyer checks Possible effect on the offer Condition Wear, damage, case shape, bracelet
stretch, and visible repairs May reduce the estimate or increase refurbishment costs Service history Available
records, service date, and any known mechanical concerns Can support confidence or prompt a service allowance
Box and papers Whether accessories and documents are present and consistent Can improve buyer confidence
and marketability, though the effect varies Original parts Whether key components match the reference and

period Non-original or uncertain parts may narrow the resale audience


https://www.latimes.com/b2b/business-partnerships/story/2026-10-01/sell-rolex-los-angeles

“Box and papers” do not guarantee a premium in every case, just as missing accessories do not make a watch

unsellable. Buyers judge how much those details matter for the particular reference and the likely next buyer.

Authentication and Certified Pre-Owned credibility

Authentication is part of valuation because a buyer is not only pricing an object; the buyer is assessing the
evidence that it is authentic, correctly configured, and suitable for resale. A watch that requires additional checks
may take longer to process or carry more risk than one with clear documentation and a straightforward

inspection.
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Certified Pre-Owned programs can also shape buyer expectations. Rolex's Certified Pre-Owned offering is an
official channel with defined eligibility and authentication requirements. Its presence can strengthen consumer
awareness of authenticated resale, but Certified Pre-Owned pricing is not identical to a private-sale offer or an
independent dealer's purchase price. The price of a certified retail watch may include inspection, warranty, and

retailer costs that a buyer must account for when comparing it with an ordinary resale listing.

For a seller, credibility comes from clear, consistent information: accurate reference details, sharp photographs,
service records if available, and a willingness to have the watch inspected. Buyers should explain what they verified
and what remains uncertain rather than treating a box, card, or online estimate as a complete authentication

result.

A practical way to assess an offer

1. Confirm the identity. Record the reference, configuration, serial-era information where appropriate, and any

modifications.

2. Gather evidence. Photograph the watch clearly and collect available service records, accessories, and

purchase documents.

3. Check recent comps. Compare the same reference using current sales evidence, relevant listings, auction

records, and pricing tools such as WatchCharts.

4. Separate retail from buy value. A dealer’s asking price is not the amount a dealer can necessarily pay to

acquire the watch.

5. Ask about deductions. Request a clear explanation of any allowance for service, condition, missing links, or

resale costs.



6. Compare like with like. If you obtain multiple offers, check whether each is a firm purchase offer, a

consignment estimate, or a conditional quote.

The bottom line

Rolex buyers calculate offers by combining current trading price comps with an assessment of the exact watch and
the costs and risks of reselling it. In 2026, the market has shown signs of recovery after the post-2022 slump, but

a positive index reading is context—not a promise of a specific price.

Use WatchCharts pricing and EveryWatch auction information as research tools, then verify the closest available
comps and compare them with the watch in hand. Avoid 2022 headline pricing as an automatic anchor,
distinguish asking prices from completed sales, and treat authentication and Certified Pre-Owned credibility as
separate parts of the resale picture. The most useful offer is not necessarily the highest number on paper; it is the

one supported by clear assumptions, a transparent inspection, and current evidence for the specific Rolex.



