
Short answer: Morgan Stanley’s Swiss-watch research is useful for understanding Rolex’s scale and position in the
industry, but it is not a live price guide for individual watches. Its widely cited industry analysis is typically annual,
while Rolex prices in the rolex secondary market can shift much faster. So claims about exactly what Morgan
Stanley says “since mid-2025” should be treated carefully: without a newer, clearly dated report, it is better not to
attribute every recent market move to the bank.

The practical picture is more measured than a simple “Rolex is back” or “Rolex is falling” headline. The market has
been finding its footing after the sharp post-pandemic swings, but recovery varies by reference, condition, and
originality. For owners considering a sale, loan, or consignment, that distinction matters more than a broad market
slogan.

What Morgan Stanley’s research can tell you
Morgan Stanley’s Swiss watch industry reports, prepared with LuxeConsult, are best read as industry analysis. They
estimate the performance and position of major watchmakers using information such as brand sales, exports, and
market share. They can help explain Rolex’s dominance and the wider health of Swiss watchmaking. They do not
provide an offer for your watch, nor do they track every private transaction in real time.

That distinction is important when someone cites a “Morgan Stanley Rolex report” to support a specific asking
price. A company’s estimated annual sales or share of the new-watch market does not translate directly into the
resale value of a particular Submariner, GMT-Master II, or Datejust. In resale, two watches with the same model
name can command meaningfully different prices.

For current pricing, market participants often compare completed sales and listings across sources such as
WatchCharts, Chrono24, auction results, and specialist dealers. Each source has limits. Asking prices are not
necessarily sale prices, auction results can include fees, and a listing may remain online because it is priced too
watch appraisal for loan high. Live secondary-market data is a useful input, not a substitute for examining the
actual watch.

Is the Rolex secondary market recovering?
The phrase watch market recovery can make the picture sound more uniform than it is. After the extraordinary
demand and price increases of the pandemic period, many sought-after models cooled from their peaks. Pretty
simple.. Since then, conditions have been more selective: some references have shown greater resilience, while
others have moved closer to ordinary retail and resale relationships.

That does not mean every Rolex has rebounded, or that every owner can sell quickly at a peak-era price. It means
buyers and sellers increasingly focus on the details: exact reference, production period, dial and bezel configuration,
bracelet, service history, and whether the watch retains its original components. Broad brand strength helps
provide a backdrop. It cannot erase differences between individual examples.

Buyers also weigh the cost of waiting for a new watch against the convenience of buying pre-owned. Retail
availability, authorized-dealer allocation, interest rates, consumer confidence, and the supply of comparable
watches can all influence secondary-market demand. Those factors can change by model and region, so a general
market index should never be mistaken for a firm valuation.

What drives Rolex value: reference, condition, and originality
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Reference and configuration

The reference number is the starting point. A steel sports model, a precious-metal model, and a classic dress watch
do not share one pricing curve just because all carry the Rolex name. Even within a family, production changes and
specific configurations can affect buyer interest. A fair comparison should match the reference and, where relevant,
the dial, bezel, bracelet, and approximate production period.

This is why “a Submariner is a Submariner” is not a valuation. A modern reference with a particular bezel and
bracelet is not automatically comparable to an earlier version, a different configuration, or a watch with a different
service and ownership history. When comparing prices, match like with like before drawing a conclusion.

Condition

Condition affects both confidence and cost. Buyers look at the case, bracelet stretch, clasp, crystal, dial, hands, and
movement performance. Heavy polishing, deep wear, moisture damage, or a repair that does not meet
expectations can reduce interest. A careful condition grading process describes what an inspection found rather
than relying on vague labels such as “excellent.”

Service history helps, too, but a service receipt does not guarantee that every component remains original. Ask
what work was performed, when it happened, and whether any parts were replaced. A recent service may reassure
a buyer, while a watch that needs work may prompt them to adjust their offer for anticipated costs.

Originality and completeness

Originality can be a major factor, especially for collectors. Replacement parts may be entirely appropriate for a
watch intended for everyday wear, but they can affect desirability if buyers expect period-correct components. The
seller should disclose known replacements and avoid describing a watch as all-original unless that claim has been
checked.

Box and papers can support provenance and make a watch more attractive to some buyers. They do not
automatically add a fixed amount to every sale. Before talking numbers, I want to see the box and papers, along
with clear photographs of the watch, serial and reference details where appropriate, service records, and any
purchase documentation. A complete set can help tell the story; it cannot compensate for a mismatched reference
or poor condition.



Three ways to sell or unlock value

1. Sell outright for speed and certainty

An outright sale is usually the most direct option. A dealer assesses the watch, makes an offer, and pays after the
parties agree on the inspection and transaction terms. This route can suit an owner who values a clear timeline
and a relatively simple process over the possibility of a higher eventual sale price.

The trade-off is that an immediate offer typically reflects the buyer’s costs and risk: authentication, possible
servicing, holding time, selling expenses, and the chance that the market moves before the watch resells. “Fast
cash” usually means a discounted offer compared with a patient retail sale. That does not automatically make the
offer unfair. It means the seller is paying, in effect, for speed and certainty.

Compare more than the headline number. Ask when payment arrives, whether the offer can change after
inspection, who covers shipping and insurance, and what happens if you decline the final offer. Use a written
agreement and understand the return process before sending a valuable watch.

2. Borrow against the watch and keep ownership

A loan secured by a watch can provide liquidity without requiring an outright sale. The owner keeps the potential
benefit of future appreciation and retains ownership under the loan agreement, while the lender holds or secures
the watch according to its terms. This can be useful when a sale would be inconvenient or when the owner wants
to keep the watch long term.

Borrowing is not free money. Review the interest rate, fees, repayment schedule, loan-to-value calculation, storage
and insurance arrangements, and the consequences of missed payments. Confirm whether the lender takes
physical possession and how it handles the watch during the loan. Compare the total repayment cost with the
value of selling now, and do not borrow on the assumption that future market prices will rise.



3. Consign for higher potential proceeds, with more time

Consignment places the watch with a seller or marketplace that markets it to buyers and pays you after a
completed sale, less agreed fees. It can produce higher potential proceeds than a wholesale offer because the
intermediary may seek a retail buyer. But it is not instant, and the final result is not guaranteed.

Before consigning, get the fee structure in writing. Ask about the expected listing price, the minimum amount you
will accept, the authority to reduce the price, insurance while the watch is held, the selling timeline, and what
happens if it does not sell. A strong consignment plan includes realistic pricing based on comparable sales, not just
ambitious asking prices.

How to assess a market quote responsibly
1. Confirm the exact watch. Record the reference, configuration, approximate year, bracelet, and any

replacement parts.

2. Gather the documentation. Locate box and papers, service records, receipts, and any prior appraisal or
ownership information.

3. Compare relevant evidence. Look for recent completed sales of genuinely comparable watches, not just the
highest active listings.

4. Request an inspection. Authentication and condition grading should be based on the watch itself, not
photographs alone.

5. Compare transaction terms. Put an outright offer, loan, and consignment proposal side by side, including
fees, timing, and risk.

Some resale businesses, including specialist watch dealers and marketplaces, offer authentication and condition
assessment as part of their process. Ask who performs the inspection, what the written report covers, and whether
the company has a financial interest in the transaction. For pricing, companies that use live secondary-market data
can provide helpful context, but their estimate still needs to be checked against the exact reference and the
watch’s condition.

What sellers should take from the Morgan Stanley discussion
Morgan Stanley’s research can help frame Rolex’s standing in the global watch industry. It should not be used as a
shortcut to a personal valuation, especially when the question concerns movement since mid-2025 and the report
being cited is not clearly dated or current. The rolex secondary market is not one price chart: demand and value
depend on the reference, condition, originality, and the terms of the sale.

For owners, the sensible next step is to establish what they have before choosing how to transact. A seller who
prioritizes speed may accept an outright offer. Someone who needs funds but wants to retain ownership may
consider a loan after reviewing its costs and risks. An owner who can wait may explore consignment for higher
potential proceeds, with the understanding that it can take time and may not reach the hoped-for price.

The market may be recovering in parts, but careful comparisons still beat confident predictions. Start with the
exact reference, inspect the watch, review recent comparable transactions, and choose the route that fits your
timeline. That is a more reliable way to respond to a Morgan Stanley headline than assuming every Rolex moves
together.


