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YOU KNOW HOW IT IS. 
THAT ENGAGEMENT RING IS 
SUPPOSED TO BE FOREVER; 
THAT ROLEX IS GOING TO 
BE WORN EVERY DAY; THAT 
HEIRLOOM NECKLACE IS 
GOING TO BE PASSED ON FOR 
GENERATIONS MORE TO COME 
– EXCEPT, SOMETIMES LIFE 
DOESN’T WORK OUT THAT 
WAY. SOMETIMES, FOR BOTH 
GOOD AND BAD REASONS, 
THAT BEAUTIFUL DIAMOND 
RING, THAT STUNNING 
WATCH OR GRANDMA’S PRIZED 
PENDANT TURN FROM FAMILY 
TREASURES INTO LITTLE 
POTS OF POTENTIAL CASH.
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P erhaps it’s for a positive motive – a long-
promised diamond engagement ring upgrade, 
a better or more desirable watch or simply a 
change in fashion. But sometimes, the sale 

of once-prized jewelry marks a downturn in life’s 
circumstances – a death, a divorce or dire financial 
necessity.

No matter the reason, when it comes to reselling 
jewelry or watches, the consumer – whether for lack 
of knowledge or opportunity – has traditionally been 
taken advantage of, with jewelers and dealers – looking 
to pay the lowest price possible – being firmly in control 
of the deal.

At least, this was the experience of Worthy.com 
founder Ben De-Kalo, who realized just how markedly 
the system was biased in favor of buyers after being 
lowballed when he was trying to sell his wife’s diamond 
necklace so they could upgrade it to a more valuable 
piece. 

After failing to generate any serious buyer interest on 
eBay, the former investment banker, decided to create 
his own selling solution. 

The New York-based company was founded in 2011 
as an online pawn shop (iPawn), but it soon became 
clear that there was a bigger demand for luxury goods 
than for run-of-the-mill items, especially for diamond 
jewelry. 

Worthy.com was launched earlier this year as an online 
auction marketplace for jewelry and watches that 

says it is dedicated to providing both sellers and 
buyers with “that ultimate win-win.” Sellers get a 

decent resale price for their jewelry, and savvy 
buyers have the chance to purchase an item 

for a potentially below-market price. 

"BUYERS NEED TO 
UNDERSTAND THE 
VALUE OF THE 

PIECE OR WATCH BEING 
AUCTIONED"
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“Most people trust their local jewelers,” explains Kfir 
Biton, Worthy.com’s chief marketing officer. “But 
jewelers don’t have the capability to finance re-
purchases. They are not in the business of buying, but 
selling, so they’ll take it on consignment and try to sell 
it.” If and when they do, they take a large percentage 
of the sale price, often leaving the seller feeling as 
though they have been cheated. 

This is where, explains Biton, Worthy.com steps in. “We 
understand the problem in selling,” he says, "and we 
also understand that the best way to get the highest 
value for an item is at auction.” 

Unlike auction sites such as eBay or eBid, Worthy.
com is essentially a C2B prospect, with buyers being 
vetted before they are allowed to take part in a sale. 
“Buyers need to understand the value of the piece or 
watch being auctioned. They can’t just be [random] 
people placing arbitrary bids,” explains Biton, which is 
why sites such as eBay are not ideal for selling high-
value jewelry items. 

TO MAKE SURE THAT 
AS MANY BUYERS AS 
POSSIBLE TAKE PART 

IN THE AUCTION, 
THE COMPANY SENDS 
OUT AN ALERT TO 
QUALIFIED AND 
TARGETED BUYERS – 
SOMETIMES AS MANY 
AS 100 INTERESTED 

PURCHASERS – WHO THEN HAVE 
A SET TIME – USUALLY 48 
HOURS – TO COMPETE FOR THE 
ITEM.
This understanding of value, not only benefits the 
seller, it also benefits Worthy, which takes a percentage 
of the final sale price of each item. The website covers 
shipping, collection and insurance, and promises 

that there are no fees until a transaction has been 
completed. For any item that is sold, Worthy takes a 
minimum fee of $150 and only accepts items that are 
valued at or above $1,000, with the fee percentage 
becoming smaller, the higher the value of the item. 
For example, for a piece valued at $1,000-$5,000, 
the company imposes a 20-percent transaction fee, 
while an item valued at $250,001 and above incurs a 
5-percent transaction cost. 

A seller wishing to sell a piece of jewelry or a watch 
submits a description and image of the item they wish 
to sell. Based on this description, Worthy makes an 
initial Market Value Estimate (MVE) based, it says, on 
similar item transactions and the opinions of its buyers.

The worthy.com website explains that it does this 
using its high level of technology to gauge how much 
the item is currently worth on the market. “Based on 
your item description, we scan the market for similar 
item transactions while simultaneously gauging the 
demand of buyers to provide you with an estimation 
range.” 

If the seller accepts the MVE, the item is shipped 
to the company where it is evaluated, cleaned and 
professionally photographed in preparation for the 
online auction. To make sure that as many buyers as 
possible take part in the auction, the company sends out 
an alert to qualified and targeted buyers – sometimes 
as many as 100 interested purchasers – who then have 
a set time – usually 48 hours – to compete for the item. 

Once the sale is completed and the seller accepts the 
bid, the payment is processed, and the funds are sent 
to the seller.  

Should a transaction be made and the buyer discovers 
that the item differs from the published description, 
Worthy promises to refund the money from its own 
resources. 

When it comes to evaluating the items it receives, 
Worthy says it uses a GIA-trained team and generates 
its own certificate. It also photographs and showcases 
the item in such a way that Biton says makes it seem 
as though, “it is sitting in your hand.” This third-party 
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appraisal system also benefits the seller because unlike 
sites that purchase goods directly from the seller (see 
sidebar), it is in the interest of all sides to have a fair 
and accurate evaluation. “We don’t have any incentive 
to push the valuation down” he says. 

Currently, sellers can offer most types of gold or 
platinum jewelry, precious gems sized above 1 carat, 
branded watches and precious metals. Given the high 
price and desirability of luxury accessories, there are 
also plans to offer designer handbags in the future, 
as well. 

SHOULD A 
TRANSACTION 
BE MADE AND 
THE BUYER 
DISCOVERS 
THAT THE 
ITEM 
DIFFERS 
FROM THE 

PUBLISHED 
DESCRIPTION, 

WORTHY PROMISES TO 
REFUND THE MONEY FROM ITS 
OWN RESOURCES.
As the company is so new, it does not have yearly sales 
or transaction figures to rely on, but Biton confidently 
says that it is seeing “significant growth” on a monthly 
basis. 

“We are taking the ambitious step of being the 
largest aggregator of recycled diamonds for private 
consumers,” says Biton. "We are bringing back 
confidence to the market and allowing sellers to have 
more control,” he asserts. 
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OTHER SELLER 
OUTLETS
Idonowidont.com: Founder Josh Opperman 
set up the wittily named consumer website 
after his fiancée moved out of their home, 
leaving only her engagement ring behind. 
After discovering that the jeweler he had 
bought the $10,000 ring from would only 
give him $3,500 when he tried to sell it 
back, he decided to help out others in a 
similar situation. The site, which takes a 
15 percent commission, says that typically 
sellers receive 40-60 percent of the retail 
price for items sold online. 

Thediamondlining.com: This website claims 
that the diamond lining of a divorce is 
the diamond ring! The company offers an 
online appraisal system to make an offer on 
sellers’ jewelery. Once the item is shipped 
to the company, it is evaluated and a final 
offer made. 

Outofyourlife.com: This site is a 
division of Lippincott, LLC, a 
US buyer of scrap gold and 
jewelry. The company 
offers a free “Break-Up” 
Box, which sellers 
fill with their 
unwanted 
jewelry. It then 
gives a purchase 
price, which 
sellers can accept or 
decline (their jewelry will 
be returned to them if they 
decide not to take the offered 
amount). 


