
Two Rolex Submariners can look nearly identical across a dinner table and still receive noticeably different offers.
That does not automatically mean one buyer is playing favorites—or that your watch is worth less than you think.
A resale offer reflects a specific combination of reference, production era, condition, completeness, sales channel,
and current demand. Small differences that are easy to miss on the wrist can matter when a watch is assessed for
resale.

The market backdrop matters, too. Rolex resale prices have been working through a correction and recovery cycle
since the extraordinary highs of 2022. In one example of the recent movement, Rolex secondary-market prices
rose 1.7% in Q1 2026 versus the previous quarter. That is useful context, but it is not a promise that every
Submariner gained 1.7%, or that a buyer will raise an offer by that amount.

After years in Los Angeles resale, including time around consignment intake and pre-owned watch assessments,
I’ve seen owners compare offers as if “Submariner” were a single, uniform product. It isn’t. Here is how to
understand the differences—and how to make a fair comparison.

Start With the Exact Reference, Not Just “Submariner”
The first question is not simply whether both watches are Submariners. It is which Submariner references they are.
A reference number identifies a particular model configuration and can distinguish production generation, case
and bracelet details, bezel material, movement, and other features. Those differences shape demand, availability,
and the buyer’s expected resale audience.

For example, a no-date Submariner and a date model may appeal to different buyers. A ceramic-bezel generation
is not the same product as an earlier aluminum-bezel generation. Even within a broad generation, buyers may
respond differently to dial details, case proportions, or a specific reference’s place in the model’s history.

This is why submariner reference differences should be the first line of any offer comparison. Look at the
reference engraved between the lugs on many older models or, on newer watches, the reference information on
the card and paperwork. Avoid removing the bracelet yourself just to inspect an engraving; a watchmaker or
qualified buyer can verify it safely.

What to compare Why it can affect an offer What to verify Reference and generation Different configurations
attract different buyers and have different market comparables. Reference number, model details, and production-
era features. Date or no-date Buyer preference and demand can vary by configuration. Dial layout and exact
reference—not appearance alone. Dial and bezel Color, material, and generation-specific details can influence
desirability. Originality, condition, and consistency with the reference. Condition and service history Repairs,
refinishing, and service costs affect the buyer’s risk and margin. Case shape, bracelet wear, function, and available
records. Completeness Boxes, cards, links, and documents can make a watch easier to present and resell. Which
accessories are original and included with each watch.

Condition Grading: The Details That Change the Math
Owners often describe a watch as “excellent” because it looks good from arm’s length. A professional buyer also
considers how it looks under bright, angled light and how its components hold up under inspection. Condition
grading rolex is not just a cosmetic label; it is an assessment of both presentation and potential work required
before resale.



Case shape and polishing

The case should be examined for scratches, dents, corrosion, and signs of polishing. A careful, documented service
polish is not automatically a problem, but excessive polishing can soften the original lines and edges. Buyers pay
attention to whether the case still has convincing proportions and whether the finish appears consistent with the
model.

Bracelet, clasp, bezel, and crystal

Bracelet stretch, missing links, clasp wear, bezel damage, and crystal chips are all relevant. A replacement
component may be perfectly functional, but it can affect the watch’s originality or what a buyer must spend to
prepare it for sale. A scratched crystal may be a relatively straightforward issue; a damaged bezel insert or a
bracelet that needs substantial work can have a larger impact.

Movement performance and service records

A watch that runs poorly, has uncertain service history, or needs diagnosis creates extra cost and uncertainty for a
buyer. A dated service receipt from a reputable provider can help clarify what was done, although it does not
replace an inspection. Buyers may test the watch’s operation and assess whether it needs service before they can
confidently offer it to the next customer.

Two watches with the same reference can therefore land in different condition categories. If your friend’s
Submariner has a sharper case, a tighter bracelet, no missing links, and documented service, a higher offer may be
reasonable even if the watches look almost the same in casual photos.

Year and Dial Variation Value
Year and dial variation value can also explain a gap—but the production year should not be treated as a
shortcut to a higher price. The year matters because it can identify a particular generation or configuration. The
exact dial matters because a dial must be assessed for originality, condition, and whether it belongs with that
reference.



Some buyers seek a specific production period or design detail, while others prioritize a recent example with
modern features. A year printed on a warranty card is not necessarily the same thing as a verified production date,
and different records may describe a watch’s history in different ways. Ask the buyer which detail is affecting the
offer and what comparable watches they used.

Collectors may pay closer attention to unusual or historically significant variations, but most everyday offers are
grounded in the actual model, condition, and evidence—not merely a claim that a dial is “rare.” If a seller believes a
variation is special, ask for a clear explanation and supporting documentation. A premium should be tied to
verifiable characteristics and demonstrated demand.

How the 2026 Rolex Resale Recovery Fits In
Rolex resale pricing moved sharply upward during the pandemic-era boom, with peak enthusiasm around 2022.
As supply conditions, interest rates, and buyer appetite changed, many models declined from those highs. The
correction was uneven: different references fell by different amounts, and the most sought-after watches did not
necessarily follow the same path as less liquid examples.

After the post-2022 price slump, market indicators began to show a more measured rebound. The 1.7% Q1 2026
quarter-over-quarter example is a snapshot of movement in the secondary market, not a retail price guarantee
and not a universal Submariner result. A small positive change in a broad index does not mean every reference,
condition grade, or sales channel moved in lockstep.

That distinction is especially important when comparing two offers. A buyer may have priced your friend’s watch
using current transactions for the same reference and condition, while another buyer may be relying on older
inventory costs or a different selling channel. The broader recovery creates context; the specific comparable sales
help explain the number.

Use Market Data Carefully
Market tracking can help owners move from guesswork to a better-informed conversation. WatchCharts is a
watch-pricing platform that tracks estimated market values and trends. EveryWatch is a watch-auction platform
that provides auction-related market information. These tools can be useful for understanding direction and
locating relevant examples, but they do not automatically tell you what a dealer
https://www.latimes.com/b2b/business-partnerships/story/2026-10-01/sell-rolex-los-angeles will pay for your
particular watch today.

Compare like with like. A current listing is an asking price, not proof of a completed sale. Auction results can
include buyer’s premiums and may reflect a different condition or sales environment. Price estimates may also use
different methods and update schedules. When reviewing data, narrow it to the same reference and, where
possible, a similar year, condition, completeness, and region.

Major financial and media outlets can help frame the wider conversation. For example, Morgan Stanley has
published luxury-watch market analysis, while the Los Angeles Times may cover shifts in luxury buying and resale
culture. Such coverage can provide useful context, but neither a broad industry report nor a newspaper article can
replace a close comparison of the specific watch being offered.

Why the Offer Is Lower Than a Retail or Listing Price
A dealer’s purchase offer is not the same as a private seller’s asking price. A buyer generally needs room for
authentication, servicing or repairs, sales costs, holding time, and the risk that market demand changes before the

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


watch sells. A consignment arrangement can produce a different net result because the owner is paid after a sale
and fees are deducted, rather than receiving an immediate buyout.

Ask for the offer structure in writing. Is it a cash purchase, trade-in, or consignment estimate? Does the amount
depend on inspection? Are fees, service deductions, or payment timing involved? A higher headline number may
not be the best net outcome if it comes with substantial deductions or uncertainty.

Certified Pre-Owned and Credibility in Resale
Credibility affects how easily a buyer can resell a watch. Rolex Certified Pre-Owned is a program offered through
participating authorized retailers for eligible pre-owned Rolex watches. Certified watches are authenticated under
the program and are sold with a Rolex-issued two-year international guarantee. That creates a distinct resale
proposition, but it does not mean every pre-owned Rolex is CPO or that every independent offer should match a
CPO retail price.

For an owner selling outside the program, credibility still matters. Clear photographs, matching records,
transparent service history, and an in-person inspection can reduce uncertainty. Original box and papers may help
establish completeness and buyer confidence, but they do not, by themselves, prove that every component is
original or that the watch is in strong condition. Authentication is about the watch itself, not just its accessories.

How to Compare Your Friend’s Offer With Yours
1. Write down both reference numbers. Confirm date or no-date, generation, and any relevant dial or bezel

variation.

2. Compare condition in person. Look at case edges, bracelet wear, clasp, crystal, bezel, and function—not
only the watch’s overall appearance.

3. List what is included. Note box, card, original links, receipts, service records, and any replacement parts.

4. Check current comparables. Use platforms such as WatchCharts and auction information from EveryWatch
as context, then verify that the examples actually match.

5. Ask each buyer to explain the deduction. Request the reference, condition assumptions, service estimate,
and offer type behind the number.



6. Get more than one qualified opinion. Compare offers from reputable buyers or a consignment option, and
compare net proceeds rather than headlines.

The Bottom Line
Your friend may have received more because their Submariner is a more sought-after reference, a preferred year
or dial configuration, in stronger condition, more complete, or easier to authenticate and resell. The difference
could also come from the buyer’s business model or the timing of the offers. The 2026 Rolex resale recovery is
encouraging market context, but it does not erase model-by-model differences—or guarantee a higher offer for
every watch.

For a fair comparison, identify the exact references, assess condition using the same standards, and compare
recent evidence for genuinely similar watches. Then ask the buyer to show how those details translate into the
offer. That is a more useful answer than comparing two watches by name alone.


