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BEY JEFF STEIM AND CHUCK MADDOX

How to Buy a Watch (Part Two)

PHOTOS BY RALF BEINENZ AND JEFF STEIN
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and ﬂ'li:'lkil'lg your bid, and will want to track completed Determining the “marker value®

g sales to establish a range of val- o ' ' :
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ask vourselt whether you are willing
to pay something extra. Does this
LR |'I||"|'L' ol E'.l” il. :.l].ll.'l"-' i ]"'T.l.. -
let! Full box and papers! Have vou
uncovered something in the watch's
history that leads vou to want to
pay a little extra = mavbe a recent
servicing or something sugoesting
:]'I.” l."r]'l'i.'r ;“i-.|.|1'r- Ay ok I"l.' ""i."i.'i]'hl:_'
thines correctly.
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points to consider are the mindset of

the seller, and the perspective of oth-
bidders

has shown a warch on his website tor

LT i.i::\.t'l."-' |:"|'.". i ]: i | -\.l'i.'.lll.:
(L8] I“"i.' LT
priced, it may be time for the dealer
ro move the watch at a discount
In other situations, a dealer mav be
content to leave the warch in his
showcase or on his website vear-at-
ter-year, waiting for his price. In the
auction setting, information about
other likely bidders is often critical.

If there are three or four “usual sus-
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ricular model, the competition may
be intense. Afrer rwo of them have
|:||||.|1.' r]'l'i.'i.l' PI]IL':i..t"\L"". Vi may :.'It'l.l.l
vourselt in a much berrer position,
'|'|'||i:". [.:'l‘; ||.|'-CL".|'l. ["riL'L' Jrn;'rln-_-' LU=
siderably. Of course, new bidders
can come onto the scene without
notice, but this is the sort of infor-
marion that vou should analyze as
vou formulare vour bid. Once again,
maintaining good information abour
r]]L f'l'!,.\,'lflhl.,T .i[]kl WVOLT x;um]u;rih-ru
may give you the edge that vou need
ro win the auction or come to terms
wirth a dealer.

Another consideration in derter-
mining how much vou will bid might
be the relative scarcity of the watch.
Manv watches are available with

some regularity, so that there is a

fairly well-established “market price’
tor the watch and there is also the
opportunity to have a second or third
chance, if you lose out on a particular
watch. Like buses that leave the sta-
tion every hour, even if you miss the

first e, li'l'.."li.' 15 .ﬁl'l-‘nl'-"' .|[:.l."'|.i:'.'..': LR
LH rII'II,_' WAy DO o, "':I':-.l.l-.l. .:':L"" rE'::':-. Are
[TI_I.]"-' Ere F"'rll_'i-l_'l'lr | ..\,l'.1.r'\.\,"|"\,,'|'|| 53'1 TEAITRNL.
Market prices may fluctuate signifi-
cantly and the collector can't count
opportunicy. A

m-.-l|-,-r may often monvare ‘.|Il.' ]‘“I-L

on having another

der with the simple question: It you
.\,'Il. l:'f..[ .l"'ll'n' r|||- O, W I"IL'” "-'-'I” YiH] a0
another one this nice! When sever-
al bidders have adopted this perspec-
Fivie, ]‘“!Il.l.'*- can be '-'H.'“ N eXCess «IT.
'l.'l.'l"!.l'! ANy of ||'|l.' I"'i..l.]L"l"'l ".'l.lflil..l |I-5|1|..'
'.|l|"'.|'l\..

In Collecting 101 ( Intemational
Warch, February 2005), we discussed
an approach to bidding, which we
referred o as bidding to the Tpoint
:'I. I:'.-.|1|.!.l.'rl.':'.l.l.l'. 1lI-l.!l.' Ay -_]-.: T l.” L)
rk':1'.-|51..| '.'-.1=.|r--:.-|! it ri]i"' II.!I['I'E."I-'.'.'IL'\.. o
vou consider your bid for a particular
watch. To determine your “point of
indifference” for a particular wacch,
vou will visualize thar the aucrion
for “vour” warch has ended, with
ane aOf Twio rl,_""|1||"1: F.ilf]r.'r VMl I"I.ii'-a'i.'
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watch or you were first
runner up. If vou visualize winning
the auction at vour pre-determined
price, ask vourself whether you will
be happy with that price the “mom-

o atver”. It vou will regret b 1ng

11
]".II.J .11} r'lllll,,.l'l Tor rll'I]"' 'l."|:|.|L'.|~I. 1|'|.|..'|-|
this version of "buver’s remorse” 1s
spugeestinge that vou should lower
YOuUr l|""|-_|. '_\'-;-\.l'u'n' "."!‘-l_]-l]'l:l,_‘ ‘:I:E.Il: rI'I'.'
auction has ended with someone
else winning the warch. If vou will
regret not having bid more for the
watch, then this “bidder’s remorse”
is relling vou that yvou should in-
CTedse your |‘i-.|- |".'|l.'l1l.' ‘.l'l.l..' AUCTLION
ends. Somewhere berween these
two price points, vou will find the
price that will make you happy — the
price at which you have no regrets
either way, win or lose.

8 Confirming the

Purchase

'-,,-::'I'?,i.'l.' Vil ]'I.l". [ S |]'IL' AWCT IO
or agreed to buy
time to confirm the terms of sale
with the seller. There is nothing at
all wrong with being triendly and

CHhen It s
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conversational
when making ar-
for
the rransacrion,

rangcinents

but be business-
like. The goal is
to confirm the
detailed rerms
of the transac-
tion -- method
of payment,
1'I'|l.'f|'|l."-..i -'r.
shipping the
watch and
CYETY |.|'I'|E'.i_'
else (warran-
tee, if any, retumn poli-

ey, erc.) -- and document everything
{e-mail communications, copies of
the letter and other documentation
s¢nt, a photocopy of the money or-
der, Cashiers Check, or bank trans-
fer, etc.). The idea is o have every-

thing you might possibly need it any-
thing untoward occurs in the course
of the transaction. A concise cover
lerter briefly summarizing the terms
of sale and directions for shipping,
can serve as a friendly reminder and
clear statement of whart is expected.
When conducting a rransacrion via
the web, it will be useful to provide
the seller with a copy of all the rel-
evant e-mail exchanee(s) as well as
a print-out of the pictures that were
sent by the seller or included in the
internet listing. You will also reduce
the risk of error, and make things
easier for the seller, if you will pro-
":"l,,]l!.' YOLIT LW T "!]'I]l"'l"'i[l.";_' |i|..|“'L'] 'I-'i-|.'|.l|.'1~I
VN '|'|'I.’I.|{ = E".’I"-.'Il.'l-:."l'lt.

Careful comrespondence will pro-
vide the seller with a copy in writing
of vour understanding of the terms
of the transaction. This also serves
as hisfher receipt. Additionally, this
iz1'=]‘~]:¢'- thar since vou have zone to
the rrouble 1o document this for him,

vou more than likely rerain copies of

e
o]

this documentation for your records
should anvthing bad transpire. This
Serves to ]ﬂr.-r-,-gr -;,'.1-.,"‘1 |_'.1r|':. to the
deal and is a “Good Karma” thing.
The more open and above board the
rransacrion the berter for all parties
concerned.

Mo one wants or needs the has-
The
idea here is o assist the seller into

sle of a transacrion FONE SO

||.'|.'ILC_||'I'_E r.l'll,,' w.]\'.'.’ll Fi kB "1'||.'I'||'\."1|:|.. F"r'."'FL'[.
prompt and painless as possible. The
easler one |'.'|.|L'-:_'- 1E TOT 1h.l.' "'\-I."]i'i.'r LW
do things the best possible way, the
more likely it will be that the seller
will follow though in that manner.
I'lu.ll;.hi.'['l. s | ..]'i.'.l] L ] 'I-'I-L'Il. -\.||.i. 'l‘:tn'lL""
henefit. When a deal goes bad, ev-
ervone |.,m,-- o One -.|I.'L'El.'l.' Qar dan-
other.

H-,_'|t'||;11':|‘yF ‘:I"I.H WOl Al ..li"'][l.";_'
1 business transaction with signifi-
cant money, and a piece of history ar
stake. Treat vour seller with courtesy,
respect and professionalism and ex-
pect the same in return. This means,
r'ur k':’-:.!l’."l['ll.'. rl'l:l.r Once ".'\-“.J."- & ne-
ceived the warch vou should confirm
(%] rI:‘.u._' '-1;|||._'!' I|:‘.-.i| WO |:'..:'- e PeCels l.-.l
the watch. If the transaction is an
eBay deal, vou should leave feedback
relating to the seller
that many people use feedback lefr
on eBay as a sort of “references” list-
ing, o it is important that you leave
rood and accurate feedback. Once
vou have left feedback for the seller,
[ "-'-'I”. I"'"i_' '.r'll'l""\.'lT-..I[l' [ I'II;I.I‘C'..' SUTE

k]
.'\I."II'II."!I:I":.':

that feedback is left for vou as well.

Out of the

box check

When vou receive that wonderful
new watch, the usual urge is to rip
the box open, set the time and give
the crown a few rwists, slap it on
vour wrist, and call the seller ro

BER INTERMATIOMAL WATCH



thank him profusely for allowing
vou o own this beauty,

Slow down! As they say in the
CTNETECNCY OO, [i:".l.'.‘-;.' first few
moments can be critical, s0 it is
l]'l_"l'l_""l_':ln'.j'l'l[ T |_'|,_' VEery \_'.i'l_lEiL'IIJ:"\- "."."irE'I
vour new treasure. Let’s go through
this phase step-by-step, just to slow
the acrion to a reasonable pace.

Check the [‘:n_'ixn::-..' before vou
open it! Does the box appear 1o be
in good shape! Has it been tampered
'-'n.'l_th.l [t- l:.'I"l_l I"l.l."-'l,,' ATy “l]"*-i']t"l'.'f'l al
all, pull out your digital camera and
document what vou received.

Open the packaging carefully
— don't slice the leather strap with
vour scissors; don't throw away the
extra links, as vou toss the bubble
wrap in the trash-can; and don’t miss
out on the notes or original papers
that the seller has be kind enough o
include. Handle the warch carefully
— as the adrenaline surges, be care-
ful with the serring and winding.
And }"_.' all means, don™ .|r-.l|" vOUT
purchase as you juggle the warch,
the Styrofoam peanuts, the box and
whartever else might be at hand.

Atfter these first tew minurtes, a
sensible routine with a new arrival
would be to set the watch [in synch
with a digital clock] and see how i
runs over the first few hours. For a
chronograph, vou should start, stop
and reset the stopwarch several
rimes, to be certain thar evervthing
15 operating |*1'-.1]'~|:r]'5. }-:-.'-.']' the rime
test going over an extended period
{say, two full days) to determine
whether this one is the “runner”
that you were expecting, and to see
whether the dare rolls over properly,
'\.".']'I'I.,':I"I',_'r Ehn' ]'II.'I.]I.' IL"."."']..]t'f on []‘IL‘
chronograph is reliable, and wheth-
er it has proper power reserve. Then,
and only then, do you write to con-
firm to the seller that everything is
in order.

Chuck Maddox colleces modern and

vintage chromographs and hoses his oun

site of articles at hep:ffhome . xmet.com/
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Jeff Stein collects vintage chro-

nographs and and is the creator of

Omnthedash.com, an onling guide to
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httpz/'www.ballwatchusa.com
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