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Chapter 1
Chapter 1: The Day a Colleague Said
'My Kid Brother Has That One'

t happened in a conference room, not a jewelry store. You had your sleeve pushed

back, reaching for a pen. The watch caught the light the way it always did: wide,

heavy, gold-toned, with three sub-dials and a bezel that looked busy with purpose. A

colleague glanced over, smiled, and said it kindly.

"Oh, nice. My kid brother has that one."

He meant nothing by it. But you felt your stomach drop through the floor. His kid

brother is twenty-two and works weekends. You had spent real money, or what felt like

real money, on something meant to say you had arrived. In four words it said something

else entirely.

This book starts in that moment. It exists to make sure that moment never happens

again.

The oversized gold-toned purchase that looked like money

Most men who pick up this book own some version of that watch, or used to. The

details vary. It might be a fashion-label chronograph from a department store. It might

be a "diver" with a list price in the thousands that you got at a steep discount. It might

be a gift to yourself after a promotion. What these watches share is a formula: size,

weight and shine standing in for quality.



That formula works because it borrows the look of expensive things. Real gold is heavy.

Serious tool watches are often large. Luxury pieces catch the light. A maker who wants

to sell you the feeling of those qualities, without the cost of building them, copies the

surface.

The numbers show how thin that surface can be. Invicta is a good example. It is

regularly discounted to a small fraction of its inflated list prices. Its Pro Diver has been

listed at roughly $35 to $55 on deal sites (Slickdeals, deal listing). Even so, enthusiasts

regard the automatic Pro Diver as an acceptable "beater," meaning a watch you wear

hard and don't worry about, because it runs on a proven Seiko movement (1stDibs). The

inexpensive watch is fine. The problem is the gap between the price on the tag and

what the watch is actually worth.

Caso (ilustrativo): Imagine a man who buys a 46mm gold-toned chronograph

marked down from a four-figure "list price." He believes he got a bargain on

something valuable. The discount was the product: the list price was set high so

the markdown would feel like a win. Within a year the plating has worn at the

clasp, and no buyer will offer more than pocket change.

I'll admit my own version. My first bonus bought a thick gold-plated chronograph that

weighed about as much as a stapler. At a family dinner, my father-in-law asked whether

it was new or "just heavy." I laughed along. I also stopped wearing it within the month.



Why the stomach drop is a pricing lesson, not a style lesson

Most men draw the wrong conclusion from that conference-room moment. They

decide they have bad taste. So they go looking for better taste: a slimmer case, a

different color, a more "classic" look. Then they buy another watch that looks right and

repeats the same mistake underneath.

Your colleague's comment was about price and access, not style. The watch felt cheap

because anyone could get the same look for very little. When a look is easy to reach, it

carries no signal. The shine was never the issue. The issue was that the shine was the

whole offer.

I call this the Kid Brother Test.



If a watch's look is available to anyone for pocket change, the look buys you

nothing. Respect comes from what the price is actually paying for.

This matters more every year, because genuine quality keeps getting more expensive.

Rolex raised US list prices in January 2026. Steel models went up just over 5% and gold

models about 8 to 9%13. On June 1, 2026 came a second increase: full-gold models rose

about 5% more and two-tone about 2.5%18. LuxeConsult founder Oliver Müller counts

four Rolex increases since January 202521. Those increases have already happened.

Today's list prices already include them.

Think about what that means for the gold-toned watch in your drawer. Real gold keeps

climbing in price. So cheap imitations of gold become more tempting, and the Kid

Brother Test catches them more often.

Compare a watch that passes the test. The Rolex Submariner Date 126610LN has a 2026

US retail price of $11,350. WatchCharts puts its market value at about $13,70030. The

watch is worth more on the open market than at the counter.

$11,350 vs. ~$13,700: the Submariner Date's 2026 US retail price against its

tracked market value30. The gold-toned discount watch runs the opposite way: it

loses most of its value the day you buy it.



Rolex Submariner Date 126610LN: 2026 retail vs. market value

US retail (2026) 11350 USD

WatchCharts market value 13700 USD

Rolex Submariner Date 126610LN: 2026 retail vs. market value

I am not telling you to buy a Submariner. Chapter 6 covers the resale number properly,

and Chapter 9 covers why gold costs what it does. The point here is narrower. The

feeling in your stomach was the market handing you a verdict, and pricing verdicts can

be learned.

The receipts you still keep from the watch you sold at a loss

Many men I talk to keep a quiet file. It holds the receipt from the watch they bought,

and a screenshot of what they finally sold it for. They don't look at it often. They don't

throw it away either.

That file is useful. It is the most honest financial document you own about watches.

The pattern also shows up in public. On WatchUSeek, sellers listing a Tissot PRX often

say it was barely worn because it "isn't getting the wrist time it deserves" in a crowded

rotation (WatchUSeek forum). In another thread, collectors trimming their collections

suggest selling or donating lower-tier pieces to fund one better watch that gets real

wear (WatchUSeek forum). These are experienced men. They also bought watches that

ended up in a drawer, and they paid to learn it.

So take the receipts out. Do it tonight, before the next chapter.



Most men find two things. The total is larger than they expected. And the watch they

would buy again is rarely the one that looked most like money.

Ask yourself: if the watch on my wrist vanished tonight, would I pay today's price to
replace it, the same one, exactly?

If the honest answer is no, you are already wearing a lesson.

What this book will and will not ask you to do

Let me be plain about the deal.

This book will not ask you to:

Become a collector, memorize reference numbers or join forums.

Buy a Rolex. Some readers will. Many will end up happier with something else.

Flip watches for profit or treat your wrist like a trading account.

Trust me, or any salesman, on feeling alone.

This book will ask you to:

Find the purchase price of every watch you've bought in the last ten years,

including tax.

✓

Next to each one, write what you sold it for, or what a buyer would honestly

pay today.

✓

Subtract. Write the loss in dollars, not percentages.✓

Add up the losses. That total is the tuition you have already paid.✓

Circle the one watch you would buy again. Note why, in one line.✓

“



Run four fixed checks on any watch before you pay: who built the movement, how

well the case and finishing are made, where the resale number lands, and what

servicing will cost. Chapter 3 lays them out. You can run them in under two

minutes at the counter.

Learn how the counter makes its money, so you can see which lever is being pulled

on you.

Set a walk-away number before you look at a listing.

Wait seven days between wanting a watch and buying it. Chapter 25 explains why

that week does so much work.

Treat every purchase as permanent, because undoing a wrong watch costs real

money.

None of this takes special knowledge. It takes a fixed test and the patience to use it. The

man who asks two good questions at the counter gets more respect than the man who

spends twice as much in silence.

KEY TAKEAWAYS

Apply the Kid Brother Test before any purchase: if the look is cheap to get, it

buys you no respect.

Stop treating the stomach drop as a taste problem. Treat it as a pricing verdict

and learn to read the price.

Pull your receipts tonight and total your losses in dollars. That number is your

tuition, and it ends here.

Distrust a large discount off a high list price. A markdown only means

something if the watch has real value underneath.

Commit to fixed checks over feelings, starting with the four you'll learn in

Chapter 3.



There is one more thing the conference room taught you, and it is harder to hear. Your

colleague noticed your watch, but he wasn't impressed by what you paid. So who,

exactly, were you trying to impress, and what do those people look at when they glance

at a man's wrist?


