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ONE SUNDAY AFTERNOON last November, Annette
Tu rn You r d Webber-Townsend, 39, got to see just how golden her
opportunities were. Her friend, fellow Brooklyn social
worker Stacey Long, was hosting what has become the
OI d I nto as guintessential =ubstitute for the Tupperware party in
this weak, nervous economy: a gold party. A Syosset, N,

firm called the Gold Standard had set up shop in Long’s
apartment to buy gold from the women she'd invited over.

With prices at record highs, this is

YOur c. e to trade in your old jewelry i : .

{ 4 tff(i.f;{.{ Lo.tr ﬁ_(fj. ,m J.{;”" O Joedeery Webber-Townzend showed up with a bag of broken

Jor sometiing more Laquid. chains, mismatched earrings, and other old jewelry— =3
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THE PLAN P Turn Your Gold Into Cash

HOW MUCH IS YOUR JEWELRY WORTH?

Use this worksheet to estimate a fair price for your gold.
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“It was stuff I wasn's using,” she
says—and left with something

she could use: 5850 in cash. Long, for
her part, got a 10% cut of the sales.

Amid news of record-setting gold
prices—5$1,143 an ounce in early De-
cember—buyvers of all kinds are ea-
ger to get their hands on all that
glitters, (For more on the investing
mania, see page 168.) That includes
the contents of your jewelry box.
Gold-party organizers, jewelers, and
mail-in companies want to pay for
what you've got.

While it's easy to be dazzled by vi-
sions of quick cash, some individu-
als and firms might take advantage
of your enthusiasm. So follow these
strategies to make sure you get the
best deal when peddling your metal.

KNOW WHAT IT'S WORTH
Buyers can offer widely different
amounts for the same pile of ear-
rings. Use the worksheet above to
determine a fair price. Wondering
why it's not as simple as one ounce
of gold jewelry selling for what-
ever the price of gold is in the day’s
news? For starters, the “troy ounce”
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used to measure gold is heavier than

| the ounce used in everyday mea-

sures. And the price you'll get is not
based on the weight of your jewelry,
but on the weight of the gold it con-
tains. A 14-karat ring, for example, is
only 58.5% gold. (Handy tip: To esti-
mate the percentage of a piece that's
gold, divide the number of karats

by 24, the karatage of pure gold.)

Furthermore, the buyer has to cover |

marketing and refining costs—and
wants to make a profit too.

BECOME A GOLD DIGGER
Ignore the mail-in-buyer ads that
are blanketing the airwaves. When
you send off a piece of jewelry,
yvou're unlikely to go through the
hassle of getting it back in order to
compare prices. As a result, these
mail-in companies are able to low-

| ball “because they know they have

a captive audience,” says Terry
Hanlon, president of Dillon Gage
Metals, a wholesale metals refiner.
You're better off shopping your gold
around to traditional jewelers, coin
dealers, pawnshops, even gold
parties, (Although refiners offer the

CNVMoney.com

best rates, they typically focus on
trade customers.) Remember: “Just
because you go into a store and ask
what they'll pay doesn't mean you
have to sell on the spot,” says Steven
Goldfarb, who runs Alvin Goldfarb

| Jeweler in Beattle. “You're allowed

to go home and think about it.”
There are some particular advan-
tages of selling to jewelers. If your
piece is an antique or by a known
designer, a jeweler may buy it for
more than its raw-gold value. You

I may also be able to get money for

diamonds in the piece, generally if
they're at least (.25 carat,

CONSIDER A TRADE-IN

You might get a better deal if you're
willing to trade up your jewelry. Ron
Samuelson, of Samuelson’s Dia-
monds in Baltimore, says he's more
generons with store credit than
cash: “I'm cultivating a customer”
If you're interested in a swap, visit a
Jjeweler who sells pieces you'd like to
wear. And when someone admires
your new ring, you can say, “Oh, it's
just a little something they gave me
when I turned in my recyeling” =

A Get an inside look at a gold party at
cnnmoney.com/sellgold.



