
If you own a Rolex and are thinking about selling, a headline claiming that Rolex Certified Pre-Owned sales reached
$594 million in 2025 sounds like a reason to celebrate. It may be—but it is not a price quote for your watch, and it
does not mean every Rolex is suddenly easier to sell for more.

The useful takeaway is that buyers continue to spend on Rolex in the secondary market, while trusted resale
channels are becoming more visible. For an individual seller, the bigger questions are still specific: What reference
do you own? What condition is it in? What comes with it? And what can a dealer, marketplace, or private buyer
realistically pay today?

Below, I’ll put the Great post to read $594 million figure in context, explain the post-2022 price slump and the
recovery into 2026, and show how to use market data without mistaking an industry trend for a guaranteed offer.

What Does the $594 Million Figure Actually Tell You?
The headline figure suggests substantial activity in Rolex’s Certified Pre-Owned, or CPO, channel. CPO programs
typically offer pre-owned watches that have gone through a brand-backed or authorized process and are sold
with a certificate or other assurance. That added confidence can appeal to buyers who are wary of counterfeits,
undisclosed repairs, or incomplete service histories.

But a sales total is not the same as a measure of price appreciation. It may describe the value of watches sold
through a particular channel or during a particular period; it does not, by itself, tell you how many watches were
sold, what each model achieved, how much sellers received, or whether the total includes the same kinds of
transactions from one year to the next. Before drawing conclusions, check who compiled the figure and how “CPO
sales” were defined.

It is also important not to treat auction data as a complete record of CPO activity. EveryWatch is a watch-auction
platform that tracks auction results and listings. That can help show what certain watches achieved at auction, but
auction records are not automatically equivalent to certified retail sales. Different venues have different buyers,
fees, inventory, and reporting practices.

So, if you see the phrase everywatch data 2025 attached to a market claim, look at the underlying source and
methodology. Ask whether the number reflects auction activity, retail transactions, CPO inventory, or a broader
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estimate. The figure can be a useful signal of scale without being a direct valuation tool for your watch.

Why Rolex Resale Prices Fell After 2022
Rolex resale prices surged during the pandemic-era boom, when demand for highly recognizable luxury watches
ran ahead of available supply. Some popular models changed hands at substantial premiums over retail. That
period brought new buyers into the market, but it also created expectations that prices would keep rising.

From 2022 onward, the market cooled. Higher interest rates, changing consumer priorities, more cautious
discretionary spending, and a normalization of pandemic-era demand all contributed to the reset. Buyers had less
urgency, sellers faced more competition, and asking prices that had been set during the peak did not always
match what buyers were willing to pay.

The correction was not uniform. A sought-after steel sports model, a precious-metal watch, and a less actively
traded reference could follow very different paths. Condition, year, dial, bracelet, box and papers, service history,
and seller reputation continued to matter. For some owners, the biggest adjustment was not that every Rolex
became undesirable; it was that peak-era expectations became harder to achieve.

That distinction matters when you compare today’s market with a purchase price from 2021 or 2022. Your original
cost is meaningful to you, but buyers are comparing your watch with current alternatives—not with what the
market once paid at its hottest point.

The Rebound Timeline: What Changed by 2026?
After the sharp post-2022 reset, Rolex resale conditions began to look more stable in parts of the market. A
recovery does not necessarily mean prices have returned to their peak. It can mean that price declines have
slowed, buyer interest has improved, and sellers and buyers are finding more common ground.

One supplied market example is that Rolex secondary-market prices rose 1.7% in Q1 2026 versus the
previous quarter. That is a modest increase, not proof that every reference rose by the same amount or that the
market has entered a new boom. Index-level figures can smooth over meaningful differences between individual
models and data providers.

For sellers, a measured rebound can still matter. More stable prices may make buyers more comfortable making a
purchase, and a healthier flow of transactions can make it easier to establish a realistic asking range. But a small
quarterly rise does not eliminate the effects of condition, price, timing, or selling costs.

Market coverage from the Los Angeles Times can help place luxury-watch demand within the wider conversation
about consumer spending and wealth. Morgan Stanley’s watch-market research is another source people may
consult for industry context. Neither a news story nor an industry report can tell you the exact amount a buyer will
offer for your specific watch. Use broad reporting to understand direction; use model-level comparisons and actual
offers to make a selling decision.

What the CPO Market Can Mean for Private Sellers
The rolex cpo market impact is easiest to understand as a change in buyer expectations and competitive
options. When a buyer can purchase a certified pre-owned Rolex from an established retailer, that buyer may be
willing to pay extra for the program’s assurances, return terms, or service support. A private seller usually cannot
offer the same package.



That does not mean CPO growth is bad for everyone selling privately. Greater visibility for pre-owned Rolex
watches can introduce more buyers to the secondary market. It can also reinforce the idea that buying pre-owned
is an accepted way to own a Rolex. At the same time, a CPO listing can become a comparison point: a buyer may
ask why a private watch costs nearly as much as one backed by a retailer or certification program.

There are two practical implications:

Set expectations by channel. A certified retail price, a dealer’s asking price, an auction result, and a private-
sale offer are not interchangeable.

Show what supports your watch’s value. Clear photos, accurate reference and serial information,
documented service, and original accessories can help a buyer assess the watch with confidence.

Account for convenience and risk. A direct dealer sale may be simpler and faster, while a private sale may
take more time and require careful payment and shipping arrangements.

In my experience around Los Angeles consignment and buy offers, sellers often focus on the highest visible listing
price. But listings are asking prices, not necessarily completed sales. A watch that sits online for months at a
hopeful number is not automatically worth that number. The net amount you keep—after commissions, shipping,
insurance, payment costs, and any servicing—may be the more useful comparison.

How to Track Your Rolex’s Value Without Chasing Noise
Use more than one source, and compare like with like. WatchCharts is a watch-pricing platform that provides
market information and estimates. It can be a helpful starting point for following price trends, but an index or
model estimate is not a binding offer. Check the exact reference, configuration, condition, and date of the data
where possible.

EveryWatch, as a watch-auction platform, can help you examine auction activity and results. Auction sales can
illuminate collector interest, especially for unusual or rare watches, but an auction record may include a distinctive
dial, provenance, or condition that your watch does not share. Remember to account for buyer’s premiums and
other transaction terms when interpreting results.

For a more grounded view, compare at least three kinds of evidence:

1. Market indicators: broad trend data from platforms such as WatchCharts.

2. Comparable transactions: recent completed sales or auction results for the same reference and a similar
configuration.

3. Real offers: current quotes from reputable dealers or consignment businesses, with fees and payout timing
explained.

Keep a simple record of the date, source, reference, condition description, and quoted amount. Markets move, and
a quote from several months ago may no longer represent today’s demand. When comparing offers, ask whether
the figure is gross or net and whether it depends on an inspection, authentication, or service check.

What Drives Demand for a Used Rolex?
Used rolex demand is not one single wave. It is a collection of buyers looking for different references, budgets,
and ownership experiences. Some want a recognizable sports model; others seek a dress watch, a particular dial, or
a discontinued configuration. Buyers may also care about whether the watch is ready to wear or likely to need
service.



Before listing yours, gather the details that help a buyer make a fair comparison:

Reference number and approximate production period

Dial, bezel, bracelet, and any configuration details

Condition, including polishing, stretch, marks, and replacement parts

Box, papers, receipts, service records, and other accessories

Whether the watch has been authenticated or recently serviced

Be accurate about condition. Overstating originality or describing a watch as “mint” when it has visible wear can
undermine trust once a buyer inspects it. Clear, well-lit photographs and an honest account of service history tend
to make the selling conversation more efficient.

Should You Sell Now?
The $594 million CPO headline and the 1.7% Q1 2026 price example are reasons to pay attention, not reasons to
rush. If your reference is attracting healthy buyer interest and the offers meet your goals, selling in a steadier
market may make sense. If the available offers are far below your acceptable net price, you can compare
consignment, direct sale, or waiting—but waiting carries its own uncertainty.

Ask yourself what matters most: speed, convenience, or maximizing the potential payout. A dealer offer may
provide a straightforward exit. Consignment may offer a higher possible selling price, but often takes longer and
involves a commission. A private transaction may avoid some fees, but puts more responsibility on you to vet the
buyer, authenticate the watch, and handle secure payment and delivery.

Before choosing a route, get multiple written quotes, confirm all fees, and ask how the final offer could change
after inspection. Do not base your decision on a headline, an asking price, or a market index alone.

The Bottom Line for Rolex Sellers
Rolex CPO activity at the reported $594 million level points to a large and increasingly structured resale market.
The post-2022 slump has given way to signs of recovery in 2026, including the example of a 1.7% quarterly
increase, but that recovery is uneven and does not restore peak pricing automatically.



As a seller, care about the headline because it signals continued attention to pre-owned Rolex watches and
growing importance of trust. Then bring the focus back to your own reference, condition, documentation, and net
proceeds. Use WatchCharts for pricing context, EveryWatch for auction-market research, and current dealer or
consignment offers to test what buyers will actually pay. The best sale decision is the one based on comparable
evidence—not the broadest headline.


