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How to Use This Guide

This guide is designed to reduce pressure, not create another obligation. Read only the sections that
apply to your situation. Work in short sessions, stop when the jewelry owner becomes tired, and leave
uncertain pieces for another day. The goal is to preserve choices and create a clear record, not to finish
the entire collection at once.

A helpful first rule

Nothing should be sold simply because time feels limited. Protect keepsakes first, confirm authority, and
include only clearly approved jewelry in a buyer appointment.

Useful Links

Main website: www.estatejewelryexchangeusa.com/

Schedule a private appointment: www.estatejewelryexchangeusa.com/schedule-an-appointment.html

What we buy: www.estatejewelryexchangeusa.com/what-we-buy.html

Related page: Estate jewelry planning during terminal iliness:
www.estatejewelryexchangeusa.com/estate-jewelry-planning-during-terminal-illness.html

Call 714-388-6471: 7143886471

Introduction: A Personal Process That Deserves Clarity

A terminal illness can compress months or years of personal planning into a much shorter period. Medical
care, family communication, finances, legal documents, and daily comfort may all require attention at the
same time. Jewelry is easy to postpone because it is small, familiar, and often stored away. Yet a lifelong
jewelry collection may hold family history, significant financial value, private promises, and memories that
only the owner can explain.

Putting estate jewelry affairs in order does not mean that every piece must be sold. It means giving the
owner a clear opportunity to decide what should remain nearby, what should be passed to family or
friends, what may be sold, and what needs more discussion. The best result is not the fastest result. The
best result is one that respects the owner, protects sentimental pieces, creates understandable records,
and reduces uncertainty for the people who may later handle the estate.

This guide is written for jewelry owners, spouses, adult children, relatives, trustees, agents, and trusted
helpers. It offers a calm organizational process rather than a rigid deadline. Work through only the parts
that are useful. A person who is tired or receiving treatment may prefer short sessions of fifteen or twenty
minutes. One completed decision is more valuable than an exhausting attempt to solve everything at
once.

1. Start With the Owner's Wishes, Not the Jewelry's Price

The first conversation should focus on meaning and intent. Ask the owner which pieces they still enjoy
wearing, which pieces feel irreplaceable, and whether any jewelry has already been promised to
someone. Avoid beginning with questions about money. A wedding ring, inexpensive charm bracelet,
religious medal, military pin, or unsigned brooch may matter more to the family than a piece with greater
resale demand.
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Write down the owner's wishes in simple language. A note can say, for example, 'Blue enamel brooch to
Maria,' 'Father's watch stays with Daniel,’ or 'All remaining costume jewelry may be considered for sale.'
When possible, place a photograph beside the note. This is not a substitute for a will, trust, or legal
document, but it can help the family understand the owner's practical wishes and reduce the chance of
accidental sale.

The owner should remain free to change their mind. lliness, family conversations, and personal priorities
can change over time. Mark uncertain decisions as 'review later' rather than forcing an answer. The
purpose is to create clarity, not to make the owner feel that their belongings are being removed from them.

2. Confirm Ownership and Decision-Making Authority

Before jewelry is transferred or sold, determine who owns it and who is authorized to make the decision.
Jewelry may be individually owned, jointly owned, held in a trust, connected to a marital estate, subject to
a court order, or mentioned in an existing estate plan. A person may wear an item for decades without the
ownership question ever having been discussed.

When the owner is able to make and communicate their own decisions, the process may be
straightforward. When another person is acting through a power of attorney, trust, conservatorship, or
other legal arrangement, that person's authority should be confirmed before a sale. A buyer cannot decide
whether a legal document gives someone the right to transfer property. Questions about capacity,
ownership, powers of attorney, trusts, taxes, probate, or fiduciary duties belong with an attorney,
accountant, trustee, or other qualified professional.

Keep any disputed or uncertain jewelry outside the selling group. This includes pieces claimed by several
family members, jewelry connected to an insurance matter, items that may belong to a trust, and property
the owner has not clearly approved for sale. It is far easier to delay one piece than to try to recover it after
a completed transaction.

3. Create a Simple Visual Inventory

A useful inventory does not need to identify every stone, maker, or date. Begin with photographs. Take
one picture of each jewelry box, tray, drawer, pouch, safe-deposit group, or container. Then photograph
important individual pieces, matching sets, watches, signed items, original boxes, and anything intended
for a specific person.

Give each group a short label that a family member can understand. Examples include 'Jewelry from
mother's dresser,' 'Watches from office drawer,' 'Pieces intended for grandchildren,’ or 'ltems approved for
buyer appointment.' Numbering the photographs can help. A simple record such as Photo 1, Photo 2, and
Photo 3 is enough when paired with a brief description.

Store the photographs and notes in one secure location. A trusted person should know where the record
is kept. Avoid posting detailed images publicly or sharing them with people who do not need the
information. Jewelry is portable, and a public inventory can create an unnecessary security concern.

4. Use the Keep, Gift, Sell, and Unsure Method

Sorting into four broad categories is usually easier than trying to identify or price every item. Use separate
trays, boxes, bags, or clearly marked areas. The categories can be changed later.

Keep includes jewelry the owner wants nearby or plans to continue wearing. These pieces should not be
placed in the same container as items being considered for sale. Gift includes jewelry intended for specific
people. Label each gift with the recipient's name and, when helpful, a sentence about the piece's history.
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Sell includes jewelry the owner no longer wants to retain. This may include rings, brooches, earrings,
necklaces, bracelets, watches, sterling silver, vintage jewelry, signed designer pieces, costume jewelry,
broken items, and mixed groups from several decades. Unsure is an important category, not a failure to
decide. Any piece that creates hesitation should remain there until the owner, family, or appropriate
professional is ready to revisit it.

Wear or retain nearby. Label with recipient Only items clearly Pause. Review later
Keep separate from all  name and a short approved for a buyer after more discussion or
sale items. history when helpful. appointment. guidance.

5. Preserve the Stories That Matter

Family history can disappear even when the jewelry itself remains. A short note may be more meaningful
than a long technical description. Record who owned the piece, where it came from, when it was worn, or
why it is being given to a particular person. A sentence such as 'Grandmother wore this brooch every
Christmas' can turn an unfamiliar object into a family keepsake.

Do not attempt to write a history for every item in a large collection. Concentrate on the pieces that carry
an important story. Photograph the front and back, place the note with the jewelry, and make a copy for
the family record. Original boxes, tags, letters, travel receipts, and photographs of the owner wearing the
jewelry should remain with the item when practical.

Sentimental meaning and resale value are separate questions. A common unsigned pin may have limited
buyer interest but enormous importance to one grandchild. A more collectible piece may have little
personal meaning and may be suitable for sale. The owner is the best person to explain that difference.

6. Gather Existing Paperwork Without Creating a Burden

Receipts, older appraisals, certificates, repair records, maker information, and original packaging can help
organize a collection. Gather what is easy to locate, but do not turn the search into a major household
project. Many estate collections were assembled over decades and have little paperwork. That is normal.

An insurance appraisal should not be treated automatically as a current resale price. Insurance
documents are often prepared for replacement coverage and may use figures that are very different from
current buyer demand. The document can still be useful for photographs, measurements, descriptions,
maker names, or identifying marks.

Keep paperwork with the correct piece whenever possible. If that is not clear, place the documents in a
separate envelope marked 'Jewelry records - match not confirmed.' Guessing can create more confusion
than leaving the connection open for later review.

7. Avoid Unnecessary Cleaning, Polishing, and Repairs

Jewelry does not need to look new before a private buyer appointment. Aggressive cleaning can loosen
stones, remove older finishes, damage enamel, affect pearl surfaces, or disturb glued rhinestones. Home
repairs, added glue, replacement stones, and attempts to straighten delicate metal can make a piece
harder to assess.
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Keep jewelry dry and handle it gently. Separate pieces that may scratch each other. Do not throw away
mismatched earrings, broken chains, loose charms, empty original boxes, or incomplete sets until the
collection has been reviewed. These items may help identify a group, complete a partial set, or have
interest as part of a larger collection.

If a piece is dirty, a soft dry cloth and careful storage are usually safer than a strong cleaner. When a
formal restoration question matters, consult an appropriate jewelry professional before taking action.

8. Hold a Focused Family Conversation

A general question such as 'Does anyone want the jewelry?' often produces poor results. Family members
may say no because they imagine receiving the entire collection. A focused conversation works better.
Show photographs of important pieces and ask whether anyone has a meaningful connection to a specific
ring, watch, necklace, or brooch.

The owner should set the boundaries. Family members can express interest, but the conversation should
not become a competition or source of pressure. When several people want the same piece, place it in the
unsure category until a fair decision is made. Do not quietly include disputed jewelry in a sale.

It may help to have a neutral person take notes. Record what was agreed upon, what remains undecided,
and which items may proceed to a buyer appointment. A short written summary prevents later confusion
and allows the owner to confirm that the notes match their wishes.

9. Decide Whether to Sell Selected Pieces or a Larger Group

There is no requirement to sell an entire collection. Some owners choose a few pieces that no longer have
personal meaning. Others prefer to retain a small group of keepsakes and sell the remaining jewelry
together. A larger group may be more practical when the owner wants to simplify the estate and avoid
leaving relatives with many unidentified boxes and drawers.

Estate collections commonly include a mixture of fine jewelry, vintage pieces, costume jewelry, watches,
sterling silver, designer jewelry, broken items, single earrings, and pieces from several generations. A
mixed collection does not need to be perfectly sorted before contacting a buyer. In fact, keeping original
groups together can sometimes preserve useful context.

Before an appointment, confirm which pieces are approved for consideration and which are excluded. Use
a clearly labeled container for the selling group. This prevents sentimental items from being included by
accident and makes the appointment easier for everyone.

10. Plan the Appointment Around Health, Privacy, and Energy

A terminal illness can affect mobility, concentration, stamina, and the ability to sit through a long
appointment. Choose the time of day when the owner usually feels strongest. Avoid scheduling
immediately after treatment, a medical procedure, or a demanding family meeting. A trusted person may
attend to take notes, help transport the collection, and support the owner.

Estate Jewelry Exchange USA offers private, scheduled office appointments in Orange. Qualifying on-site
estate visits may be discussed when a collection is larger or difficult to transport. On-site availability
depends on the collection, location, advance review, and scheduling. It should not be assumed until
arrangements are confirmed.

The owner may decide to sell all, some, or none of the jewelry presented. A terminal diagnosis should
never be treated as a reason to rush. A direct offer is one option, not an obligation. The owner or
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authorized representative should understand what is being sold, the amount offered, and how payment
will be handled before accepting.

11. Choose a Trusted Helper and Define Their Role

A spouse, adult child, relative, friend, trustee, attorney, or other trusted person can make the process
easier. Define the helper's role before the appointment. They may gather boxes, label photographs,
transport jewelry, take notes, or communicate with the buyer. Their role should support the owner rather
than replace the owner's decisions unless they have proper authority to act.

The helper should know which items must not be sold. Give them the keep, gift, sell, and unsure list. Ask
them to repeat back any important instructions. Clear communication is especially helpful when several
people are assisting at different times.

When the owner is no longer able to participate fully, the helper should pause if there is any doubt about
authority or intent. A delayed transaction is better than a transaction that creates a legal or family dispute.

12. Keep Records of Gifts, Sales, and Proceeds

When jewelry is gifted, record the recipient's name, the date, and a brief description. A photograph can be
attached. This helps an executor, trustee, spouse, or family member understand that the piece was
intentionally transferred rather than lost or removed without permission.

For a completed sale, keep the date, buyer's name, general description of the items or collection, amount
received, payment method, and the location where the proceeds were placed. Do not store sensitive
account details in an unsecured folder. If the proceeds are being handled by an agent, trustee, or
fiduciary, follow the recordkeeping requirements that apply to that role.

Place a copy of the sale record with the jewelry inventory. Update the inventory to show that the items are
no longer part of the remaining estate. This small step can prevent a later search for property that was
intentionally sold.

13. Jewelry That Should Remain Outside the Sale

Certain pieces should be set aside until questions are resolved. These include disputed jewelry, items
promised to someone but not yet confirmed, property controlled by a trust or court order, jewelry needed
for an insurance claim, pieces connected to a divorce or ownership dispute, and anything the owner is not
comfortable selling.

Also separate jewelry that may be needed for a memorial, family ceremony, religious purpose, or personal
use. A piece can always be reviewed later. Once sold, it may be difficult or impossible to recover.

When uncertainty involves law, taxes, probate, a charitable donation, formal valuation, or fiduciary
responsibility, consult an appropriately qualified professional. A private jewelry buyer can discuss items
being considered for purchase, but cannot provide legal authority or replace a formal appraisal when one
is required.

14. A Manageable Seven-Step Plan

The process can be divided into small steps. Complete one step per day, one step per week, or whenever
the owner feels comfortable.
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Step 1 - Protect keepsakes: Remove the jewelry the owner still wears, sentimental pieces, and anything
already promised to someone.

Step 2 - Confirm authority: Identify the owner and make sure anyone acting for the owner has
appropriate authority.

Step 3 - Photograph groups: Take simple pictures of boxes, trays, watches, important pieces, and
original packaging.

Step 4 - Sort broadly: Use keep, gift, sell, and unsure. Do not research or clean every item.
Step 5 - Talk with family: Discuss specific pieces and set disputed jewelry aside.

Step 6 - Prepare the sale group: Place only approved items in a clearly labeled container and gather
easy-to-find paperwork.

Step 7 - Arrange a private appointment: Choose a comfortable time, invite a trusted helper, and keep a
record of any completed sale.

15. Final Checklist Before a Buyer Appointment

Use this checklist only for items the owner or authorized representative has clearly approved for
consideration. Leave disputed, sentimental, and uncertain pieces in a separate location.

[ 1 The owner or authorized representative has approved the jewelry being considered.

[ 1 Keep, gift, and unsure pieces are stored separately.

[ 1 Any ownership, trust, power-of-attorney, or family dispute has been addressed or the affected jewelry has
been excluded.

[ 1 Matching pieces, original boxes, and easy-to-find paperwork are together.

[ 1 The jewelry has not been aggressively cleaned, polished, glued, or repaired.

[ 1A trusted helper knows the owner's instructions and will attend if needed.

[ 1 The appointment time fits the owner's health, treatment schedule, and energy level.
[ ] Transportation and security have been considered.

[ 1 The owner understands there is no requirement to accept an offer.

[ 1A folder is ready for the date, items sold, amount received, and payment record.

Frequently Asked Questions

Does every piece need to be identified first? No. Many estate collections are mixed and contain unsigned
or unfamiliar jewelry. A basic grouping and clear separation of keepsakes are usually more important than
researching every item.

Can a family member attend the appointment? Yes. A trusted person may help organize the collection,
take notes, and support the owner. When that person is making decisions on the owner's behalf, proper
authority should be confirmed.

Should jewelry be repaired before it is shown? Usually not. Repairs can cost more than they add and may
alter older pieces. Keep loose stones, broken parts, and original boxes together and allow the buyer to
review the collection in its current condition.

Can only part of a collection be sold? Yes. The owner may keep favorite pieces, give jewelry to family
members, sell selected items, or consider an offer for a larger approved group.
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Is an on-site visit always available? No. An on-site estate visit may be considered for qualifying collections
when travel is difficult or the collection is large. Availability depends on advance review, location, collection
type, and scheduling.

What if the family disagrees? Do not sell disputed pieces. Set them aside until the owner, family, trustee,
or appropriate professional resolves the issue.

Is this guide legal or estate-planning advice? No. It is a practical organizational guide. Legal, tax, trust,
probate, capacity, ownership, appraisal, and fiduciary questions should be handled by appropriately
qualified professionals.

Closing Perspective

Putting estate jewelry affairs in order during a terminal illness can provide something valuable beyond the
sale itself: clarity. The owner can protect meaningful keepsakes, explain family stories, choose intended
recipients, and decide what should happen to jewelry that no longer needs to be retained. The family
receives a more understandable record and fewer unanswered questions.

There is no need to complete everything at once. Begin with the pieces that matter most. Separate
anything uncertain. Use photographs and short notes. Ask for help when needed, and arrange a private
buyer appointment only for jewelry that has been clearly approved for consideration.

A careful process respects both the person and the collection. It allows practical decisions to be made
without losing sight of dignity, privacy, family relationships, and the memories attached to a lifetime of
jewelry.

Business Information and NAP

Estate Jewelry Exchange USA provides private, appointment-based jewelry buying for estate jewelry,
inherited jewelry, vintage jewelry, watches, sterling silver, designer pieces, and qualifying mixed
collections. Not every item or collection will be accepted, and any offer depends on the items, condition,
resale demand, and current market conditions at the time of review.

Estate Jewelry Exchange USA
172 N Tustin St #301, Orange, CA 92867
714-388-6471

Appointments Private appointments scheduled in advance

Website: https://www.estatejewelryexchangeusa.com/

Appointments: Schedule a private appointment

Telephone: 714-388-6471

Important notice

This guide provides general organizational information only. It is not medical, legal, tax, financial,
probate, trust, fiduciary, estate-planning, or formal appraisal advice. Consult appropriately qualified
professionals when those issues apply.
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