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“Rolex prices are back” is an appealing headline—and an easy way to overstate what happened. By mid-2025,
some popular Rolex references had firmed from softer levels, and certain desirable configurations were attracting
stronger interest. But that did not mean every Rolex had regained its peak price, or that every asking price

reflected a completed sale.

The most accurate answer is that there was a gradual recovery mid 2025 in parts of the market, not a universal
rebound. The difference matters whether you're buying, selling, insuring, or borrowing against a watch. Start with
the exact reference, compare current evidence, then account for condition and originality. If the conversation

begins with “It's a Submariner, you know the one,” we haven't even reached the useful part yet.

First, define “recovered”

Rolex pricing is not one market with one price chart. A stainless-steel sports model, a precious-metal dress watch,
and a discontinued vintage reference can move differently at the same time. Even watches within one family may

diverge by generation, dial, bracelet, condition, and completeness.

“Recovered” also needs a benchmark. Does it mean prices rose from a recent low? Returned to pre-correction
levels? Or exceeded retail prices in the secondary market? Those are three different claims. A watch can rise from a
low point and still trade well below its previous peak. It can also remain above retail without having recovered its

earlier premium.

In mid-2025, a more defensible reading was that the steep post-boom adjustment had eased for some sought-
after references. Interest and pricing appeared firmer in select segments, while other models remained flat,
negotiable, or highly dependent on the individual watch. That is a market trend—not a promise that a particular

seller will receive a particular amount.

Why a reference number changes the conversation

The first step in any serious valuation is identifying the full reference number. “Submariner” covers multiple
generations and configurations. A modern no-date Submariner ref. 124060 is not interchangeable with a date

model such as ref. 126610LN, and neither should be confused with earlier generations or special variants.

Want to know something interesting? the same goes for a gmt-master ii or daytona. A ref. 126710BLRO and a
different bezel or bracelet configuration may attract different buyers. A Daytona ref. 126500LN is not the same
valuation exercise as its predecessor. Small-looking differences can affect demand, and a seller's shorthand can

conceal those differences.
Before discussing a number, verify:

® The complete reference and, where relevant, serial-era details.

® Dial, bezel, bracelet, and clasp configuration.

* Whether components appear correct for that reference and period.
* Service history, modifications, and any replacement parts.

* Whether the watch is being represented as current, discontinued, or vintage.

Do not rely on a listing title alone. Check the watch, its documentation, and credible reference information. If the

identification is uncertain, resolve that before comparing prices. Otherwise, you may be anchoring to the wrong



watch entirely.

Market cycles and the danger of price anchoring

Luxury-watch markets move in cycles. During a fast run-up, buyers may treat the latest high asking price as a new
normal. When demand cools, sellers can cling to that number even after transactions become less enthusiastic.
Later, a modest improvement can prompt claims that the old peak is back. That is price anchoring: using a

memorable past figure instead of current, relevant evidence.

Headlines can reinforce the problem. A report about one sought-after model—or a record-setting result—does
not establish the value of every Rolex. The San Diego Union-Tribune and other news outlets may cover broader
luxury-market movements, but a news story is context, not a quote for your specific watch. A market summary

cannot account for a polished case, a swapped dial, a stretched bracelet, or a reference mismatch.

To distinguish a market trend vs anecdote, look for several comparable, recent transactions rather than a single
high listing or a story from a friend. Online marketplaces can be useful as a private sales reference: they help show
what sellers are asking and, where transaction information is available, what buyers may actually have paid. But
asking prices are not completed sales. Listings can linger, be reduced, or disappear without revealing the final

number.

When you check current comps, match the reference as closely as possible and note the date, condition,

geography, and included accessories. Compare like with like, then make a reasoned adjustment for differences.

Exactly.. A broad online search is a starting point—not an appraisal.

lllustrative price example: how comps can mislead

Consider a hypothetical Rolex Submariner Date ref. 126610LN. Suppose a seller finds three online listings at
different asking prices and picks the highest one as the value. That number may reflect optimism, not a completed
transaction. A more useful comparison would be recent examples of the same reference with similar condition,
bracelet configuration, service status, and included accessories. If reliable sold-price evidence is unavailable, say so

rather than presenting an asking price as fact.



For example, imagine two watches of the same reference. Watch A has a sharp case, an apparently original
configuration, and a documented recent service. Watch B has heavy polishing, uncertain replacement components,
and no service information. Even if both are advertised with boxes and papers, they should not automatically
receive the same valuation. The example is illustrative, not a current market quote; actual figures depend on

verified, date-specific comps and inspection.

That distinction is why a good buyer explains an offer. “The market is down"” is not an explanation. A credible offer
should identify the reference, comparable evidence, condition adjustments, and any costs or risk allowances

involved. Sellers deserve that reasoning, and buyers should be prepared to show their work.

Condition and originality versus paperwork

Boxes and papers can support a watch’s history and completeness, and some buyers prefer a complete set. But
paperwork does not make a watch mechanically sound or preserve an original configuration. Nor does a missing

box automatically make a genuine watch undesirable. The physical watch still needs proper examination.

Condition and originality can have a substantial effect on desirability. Look at case edges and symmetry, bracelet
stretch, bezel and crystal condition, dial and hands, and whether parts appear consistent with the reference. A
professional inspection can also assess function and identify issues that are not obvious in photographs. Polishing

is not automatically disqualifying, but excessive polishing may soften the case shape that collectors value.

Keep claims precise. “Recently serviced” should be supported by a service record if available; “all original” should
not be used casually when components have not been verified. A seller who discloses a service replacement

honestly is easier to evaluate than one who makes absolute claims without evidence.

Companies such as Ascend Agency and Studio 1847 may appear in conversations about marketing, creative work,
or the broader luxury ecosystem. Regardless of who presents a watch or how polished the listing looks,

presentation is not authentication. Verify the watch independently and assess the actual condition.

What the mid-2025 recovery meant for buyers and sellers

For buyers, a firmer market can mean less room for unusually low offers on highly desired references. It does not
mean every asking price is justified. Check current comps, compare the exact configuration, and leave room in your
budget for inspection or service needs. Decide whether you're buying to wear, collect, or resell; those goals can

lead to different choices.
=

For sellers, improved sentiment may help—but it does not erase the gap between a dealer's retail ask and a
private transaction. Dealers have overhead, inventory risk, and often a different target margin from an individual
seller. A private sale can potentially produce a different result, but it also requires time, careful documentation, and
safe transaction practices. Avoid parking-lot meetups. My running list of parking lot meetup horror stories is

already long enough, and a high-value watch is not a good reason to add another chapter.
A realistic selling plan should include:

1. Confirm the exact reference and configuration.
2. Gather service records and disclose known issues.

3. Compare recent, genuinely similar examples—not just headline prices.



4. Choose a sale channel and account for its fees, time, and risks.

5. Set an asking price with a clear, defensible basis and a reasonable negotiation range.

Collateral loans using watches

A Rolex can sometimes serve as collateral for a short-term loan, sandiegouniontribune.com but loan value is not
the same thing as retail value, insurance value, or what a seller hopes to receive. A lender must consider
authentication, liquidity, condition, demand, loan duration, and the possibility that the market changes before
repayment. The advance is generally based on a cautious assessment of the watch, not a promise that the

borrower can later sell it for a headline price.

Before accepting a collateral loan, understand the interest, fees, repayment date, storage and insurance
arrangements, and what happens if you default. Ask how the lender evaluates the reference and condition, and
request the terms in writing. Here's a story that illustrates this perfectly: made a mistake that cost them
thousands.. Compare offers from reputable providers rather than treating the largest advance as automatically

best. Never leave a watch without a clear receipt and documented condition report.

Because a loan introduces costs and deadlines, it may not suit someone who simply wants to wait for a higher
resale price. The market could move either direction, and the watch’s value does not guarantee that the loan will

be easy to repay.

How to read the next Rolex headline

Audio and publishing tools can help more people access market commentary. For example, a Trinity Audio player
may make an article available in audio form. But whether you read or listen, apply the same test: What exact
reference is being discussed? What period is being compared? Are the figures asking prices or completed sales? Is

the claim about one model or the whole Rolex market?

In short, mid-2025 brought signs of stabilization and selective improvement—not proof that every Rolex had
returned to its peak. A careful evaluation starts with the reference number, separates verified sales from optimistic
listings, and weighs condition and originality alongside paperwork. Ignore old headlines as a pricing tool. Gather

relevant evidence, check current comps, and make sure every number has a clear explanation.

Question What to verify Is the market recovering? Look for repeated, recent evidence across comparable examples
—not a single anecdote. Is this the right comparison? Match the exact reference, configuration, condition, and sale
channel. Does a complete set guarantee a higher value? No. Consider paperwork alongside originality, condition,
service history, and demand. Is a collateral loan based on resale value? Not necessarily. Review the lender’s

valuation method and all written loan terms.


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

