Gold scrap prices look simple on the surface. Bring in a piece of jewelry or a pile of mixed metal, get weighed,
subtract impurities, add a premium, and walk out with a number. In practice, that number is the result of several
moving parts that interact in ways many people never see until they watch the offer change from one buyer to

another.

I've worked with scrap buyers and sellers long enough to learn that the “price of gold” is only one input. A lot of
the rest is about how the material is measured, how it's tested, how it's categorized, and how quickly the dealer
can turn it into something they can actually sell or refine. This is also why two people can bring in gold that looks

similar, receive offers that differ by a surprising amount, and both believe they are being fair.

Below is what most affects gold scrap prices, and what you can do to make sure you're comparing apples to

apples.

The baseline: spot price is necessary, not sufficient

Every scrap offer starts with the spot price for gold, usually quoted in USD per troy ounce. That's the market

reference point, and it will move daily. When spot rises, scrap offers often rise too, though not dollar for dollar.

Even if two dealers use the same spot reference, their offers diverge because they apply different deductions and
premiums based on expected costs and risk. Those include processing fees, assay costs, refining margins,

transportation and insurance, and the dealer’s own time horizon for turning scrap into sellable product.

A key detail people miss: spot price is usually for pure gold, while scrap is rarely pure. Jewelry is commonly 10k,
14k, 18k, or 22k. Technical scrap might be 24k, but it can also be plated, mixed, or contaminated. So the dealer’s

first step is converting your item’s weight into a recoverable pure-gold estimate.

Karat level and purity: the biggest driver after spot

Karat level determines the fraction of gold in an alloy. For example, 14k is not “14 percent gold.” It's 14 out of 24
parts, which equals about 58.3 percent by mass (14/24). 18k is 75 percent (18/24), and 22k is about 91.7 percent
(22/24).

That fraction matters because buyers pay for the pure-gold value and subtract the rest. If you have two pieces

with the same weight but different karats, the difference in the offer often tracks the purity gap closely.

However, karat marks aren’t always the whole story. Counterfeits and altered markings exist. Sometimes an item
carries a karat stamp that's not reliable, especially with older or heavily repaired jewelry. There's also a practical
issue: even genuine jewelry can have repairs, solder joints, https://www.madisontrust.com/information-
center/visualizations/which-world-countries-have-the-most-gold/ plating, or inlays that are not the same alloy as

the main body. Those details show up as test results, not assumptions.

If you want to understand why a buyer might test when the stamp is visible, it's because a dealer can't afford to
overpay for material that will not meet the purity specs required by their refiner. Over time, that risk turns into

tighter deductions for anything that’s not straightforward.

Weight and how it's measured: “weighed” is not always “weighing”
Scrap pricing is often presented as “per gram” or “per pennyweight,” but the process can still vary:

* Some buyers weigh directly in front of you with calibrated scales.
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e Others estimate based on item type if you don't want to wait.
* Some weigh the entire item, including stones, and then deduct.

e Others separate components if you bring a lot of mixed pieces.

Your offer depends on whether the buyer counts every gram and how they handle non-gold components. In
many cases, gemstones and base metals are not paid for at their retail value. They are either removed and

disposed of, or they are treated as contamination and reduce the effective pure-gold yield.

In my experience, the biggest swing comes from items that people assume are solid gold but aren’t. Gold-plated
jewelry can look substantial, and in an untrained eye it can be hard to tell the difference between thick plating and
solid alloy. A buyer who tests will pay only for the gold layer they can recover, and that can be dramatically less

than what you might expect from visual cues.

Stones, settings, and what counts as “scrap”

Gold scrap pricing usually does not give you a premium for the artistry or retail market value of a ring. But it can

still change based on the materials mixed into the piece.
Common scenarios include:

* Aring that is solid gold with a few stones (the stones are typically treated as non-gold unless they include
gold-bearing components).

* A ring that has gold settings but also contains alloys in prongs or under-girdles that are not the stated karat
across the whole piece.

® Watches, where gold content might be in the case but the movement and other parts are not recyclable value

in the same way.

Dealers vary in how they treat stone-bearing jewelry. Some will deduct for labor involved in separating
components or for the added time needed to sort. Others may accept everything but apply conservative

deductions because stones and settings complicate refining.

If you've ever watched an assay process, it becomes clear why. The goal is consistent output. Non-gold materials
make the refining stream less predictable.

Testing and verification: assay methods affect deductions and
confidence

Even when a piece is stamped, many buyers test. That's not because they don't trust you. It's because their refiner

contract and their margins depend on consistency.

The most common tools you'll hear about are acid testing (spot checks on a hidden area), electronic testers (like
XRF or other devices), and melt or fire assay for verification in more controlled contexts. Each method has trade-

offs:

* Acid testing can confirm karat but leaves a small mark and depends on surface condition. It's less useful if

plating or coatings interfere with the test spot.

® Electronic testing can be fast and non-destructive for some use cases, but accuracy can vary for certain alloys,

surface plating, and some composite materials.

* Fire assay is highly reliable but is usually reserved for samples and higher-stakes verification, because it takes

time and equipment.



From a seller's perspective, the practical effect is this: a buyer who can quickly verify and accurately categorize your
item will often pay closer to the maximum. A buyer who cannot confidently verify may reduce the offer to protect

against paying for something that ends up lower after refining.

That's also why “I have a stamp” is helpful but not always decisive. The buyer is underwriting their own

downstream risk.

Plating, solder, repairs, and mixed metals: where “it looks like gold”
stops helping

Gold scrap value takes a hit when the gold content is only a surface layer. Gold-plated items are the most obvious

case, but there are other less obvious ones:

® Soldered joints: the solder might be a different alloy with a lower effective gold content.
* Repaired jewelry: a repairer might use a different metal blend to match color and strength.
* Inlays and components: some parts might be gold, others might be base metal.

* Intentionally mixed designs: certain fashion jewelry uses thin gold content across larger structures.

A careful buyer looks at wear patterns, hallmarks, and construction. They also consider that refining doesn't

magically separate gold the way a jeweler assembiles it.

For example, if you bring in a bracelet with mixed composition, even if the outer shell is gold-colored, the buyer
may apply a lower purity category for the whole stream. That category decision can drive the entire payment,

because they can't always “extract” the gold value piece by piece without labor.

Shape and processing cost: why scrap isn’t just chemistry, it's logistics

Refiners and scrap dealers don't only care about purity. They care about how easy it is to process the material into

a consistent output.

A small gold chain that's clean and relatively uniform might be easy to melt and assay. A complicated item with
thick stones, layered construction, or mixed metals may require more handling to remove non-gold components

before refining. That labor is part of the dealer’s cost, even if they don't quote it line by line.

The form factor matters too. Large items are expensive to store and insure. Very small fragments can be harder to
handle and can increase sampling and loss. Even when the gold value is there, the operational friction reduces

what the buyer can justify paying.

This is one reason why you can sometimes get a better offer by bringing sorted pieces rather than dumping

everything together. Sorting reduces uncertainty and helps the dealer prepare a cleaner batch.

Market spreads and dealer margins: the difference between “spot
minus” and a fair trade

Two buyers can both use the same spot price but still pay different amounts because of spread and margin. Some
dealers structure offers as spot minus deductions. Others pay based on expected refining yield and apply a

variable premium for certain categories.

The more reputable dealers tend to be more consistent about how they explain the pricing basis. Less transparent
buyers might advertise “no deductions,” but in the fine print they may reduce the effective purity category or



apply an undisclosed “grading fee.”

If you want to compare offers fairly, ask for the category and how they got there. “14k” sounds clear, but you
need the practical details: did they weigh including stones, did they test the entire piece, and did they treat solder

as part of the same purity?

Timing: when you bring it in can matter

Gold spot moves constantly. But pricing timing is also about inventory and demand. Dealers and refiners can get

busy when spot is stable or rising, because sellers become more active and pricing strategies shift.

You might notice that during strong market moves, some buyers tighten their criteria. They might test more
aggressively or increase deductions to protect against volatility and uncertainty. Other buyers may loosen offers to
attract inventory quickly. Which approach is taken depends on their cash flow, their refining pipeline, and their

contract terms.

A small but real example: if a dealer has a backlog, they may hesitate to pay top prices immediately because they
cannot quickly convert your scrap into refined output. That impacts their risk. Paying you “now” is capital tied up

until the dealer recovers it. When they have capacity and clear lanes to sell, offers can be sharper.

Transaction type: cash, buyback credit, online vs local
How the deal is completed can affect the final amount.

® (Cash offers sometimes include a bigger discount if the buyer offers immediate payment and assumes the

sorting, testing, and shipment risk.

e Store credit might come with different economics, especially if the buyer can resell the gold through a retail

channel rather than solely through refining.

® Online mail-in services often quote competitive rates but may subtract shipping, insurance, and testing fees.

They may also grade conservatively on average.

None of this is automatically bad. It's just important to understand that the “headline” price is rarely the entire

story. The dealer may be pricing the total end-to-end process, not just the metal.

Common deductions: what buyers subtract before paying you

Even if each buyer has its own formula, deductions usually fall into a few buckets. Here are the most common
categories you'll encounter, expressed in plain terms:

1. Purity adjustment (your item’s gold percentage relative to 24k).

2. Non-gold materials weight (stones, base metals, plating or contaminants).

3. Processing cost (sorting, testing, melting, cleanup).

4. Profit margin and risk.

Different dealers emphasize different parts of that. A buyer who charges a visible processing fee might advertise a
higher per-gram rate, while another might bake all costs into a lower per-karat offer. The end result can be similar,

but your ability to verify it can differ.

What “scrap grade” really means



Not all "14k" is treated equally in scrap channels. Buyers often use scrap grading language such as “clean,”

"on

"assayable,” “mixed,” or “unspecified.” That might sound like jargon, but it drives the payment.

If your jewelry is clean, stamped clearly, and easy to assay, it often falls into a higher scrap category. If it is mixed,

unclear, or contains components that complicate separation, it can land in a lower category.

This is also where some sellers get surprised. They bring in something they are certain is gold because it looks like
gold and has a stamp, but the buyer considers it “mixed” due to repairs, plating, or construction. Your item isn't

“worthless,” it's just more expensive to process to a reliable refining spec.

How to get the best offer without chasing gimmicks

You don't need to become a chemist to get a better scrap deal. You do need to reduce uncertainty for the buyer

and avoid paying for their mistakes with your own money.
Here's a practical approach that works in real transactions.

® Bring items sorted by karat stamp if possible (10k, 14k, 18k, 22k, 24k).
® Remove obvious non-gold components when you can do it safely (loose stones, detachable parts).

® (Clean lightly, but don't polish aggressively. A simple rinse and dry helps test accuracy by removing surface

grime.
® Ask how they handle stones, plating, and solder. Don't guess, confirm.

* Get one extra offer from a different buyer so you can detect outliers.

That last point is important. One offer might be fair for that day, that category, and that buyer’'s process. Two

offers tell you whether you're looking at a true market price for your specific material or a random valuation.

Edge cases that can swing the price

Some gold items behave differently in the scrap market. These are the kinds of things that change outcomes even

when karat and weight feel straightforward.

White gold and rhodium plating

White gold is often plated with rhodium. The underlying alloy could be 14k or 18k, but the surface finish affects
testing. Some buyers still pay based on the alloy purity, but others apply conservative deductions if they cannot
quickly verify the base alloy. Rhodium itself is not typically valued like gold in the same transaction, so the

presence of plating can matter mainly because it affects how reliably the buyer can categorize the metal.

If you see an "18k” stamp on a white gold ring, it helps, but it doesn't eliminate the need for a test. The buyer is

paying for what the refiner will accept.

Gold-filled items and rolled gold

Some older jewelry is gold-filled or constructed with a gold layer over base metal. It might be stamped, sometimes
with marking language that's different from karat marks, like “gold filled.” Confusingly, some items look like solid
jewelry but are layered. In scrap, layered metal usually yields less recoverable gold and often falls into a lower

category. If you aren’t sure whether it's filled or solid, testing is the only reliable answer.

Dental gold



Dental alloys can be a high-value category, but they are not always "karat jewelry.” They may contain gold and
other metals, designed for durability and bonding. Scrappers and dealers often treat dental gold differently
because refining pathways and alloy behavior differ. If you have dental gold, ask specifically how the buyer

categorizes dental material, because it can be priced differently than jewelry scraps.

Watches and mixed components

A gold watch case might be gold, but the movement and other parts are not. Some dealers offer a good rate if the
case is cleanly separable and testable. Others deduct more if they have to disassemble and separate components.

This is one of the reasons watch sellers often see a wide range of offers, even with similar-looking cases.

How to interpret two offers that look different

Sometimes you'll see one offer that looks higher on a per-gram basis and another that looks lower. But then you

realize the higher offer counted stones as gold weight, or it didn't test and assumed purity, or it will deduct after
shipping.

Here's a simple way to make offers comparable:

| Offer comparison point | Higher offer might actually be... | What to ask | |---|---|---| | Purity verification | Based on
stamp only | “Did you test, and what method?” | | Stone handling | Stones included in weight | “Do you deduct for

stones and settings?” | | Assay certainty | Mixed or uncertain categorized lower | “What category did you place this

item in?" |

Once you know those three things, the difference between offers tends to become more rational.

The role of uncertainty and why it affects price more than you'd expect

Gold scrap pricing is partly a math problem and partly an uncertainty problem. When a buyer is confident about
purity and composition, they can offer closer to pure-gold value. When confidence drops, the buyer protects
themselves with lower payment, because they have to assume some material will come back from refining with

less gold yield than expected.

That's why buyers often pay less for “mystery metal” streams. It might be gold-colored, it might be marked, but if
it's not straightforward to assay, it becomes risk. Risk costs money, and the dealer passes that cost back to the

seller.

You can reduce that risk by presenting the metal in a clean, sorted way and by letting the buyer use the correct

testing and categorization process.

Practical numbers to keep in mind when you evaluate a quote
Even without obsessing over the exact formula, you can sanity-check a quote. Scrap pricing typically reflects:

® Your item weight, converted to an estimated pure-gold weight.
* A deduction for impurities and non-gold components.
* A dealer margin.
If a quote implies you are being paid nearly at the pure-gold value for jewelry with stones or plating, it's worth

investigating why. On the flip side, if the offer seems extremely low, ask whether the dealer treated your item as

filled, plated, or mixed, rather than as genuine solid karat gold.



Because spot price changes and refining margins shift, exact comparisons are hard. But the logic should be
consistent: karat and recoverable gold content drive the center of gravity, and uncertainties move the final

number.

What affects prices the most, summarized in real-world terms

If you only remember a handful of drivers, make them these. They're the ones that routinely show up at the

counter, in the assay report, or in the email you get after an online submission.
1. Gold spot price and short-term market movement
2. Karat purity and verified alloy category
3. Weight and how the buyer counts stones, plating, and non-gold components
4. Testing confidence and how uncertain items are graded

5. Processing cost and dealer margin, including their ability to move inventory into refining quickly

Those five factors explain why the same ring can bring different offers at different times and from different buyers.

Final advice: protect your leverage with good questions

Gold scrap pricing becomes frustrating when you are treated like a transaction instead of a seller with options. You

have leverage, but it comes from clarity.

Before you accept an offer, ask questions that reveal category and process. For example: whether they test, how
they handle stones and solder, and what they deduct for plating or mixed metals. If they can't answer clearly, it

usually means the pricing is built on assumptions, not on verified gold yield.

A fair scrap offer is one that connects the spot price to a specific purity category, adjusted for known deductions. If

you get that clarity, the price you receive will feel less like a gamble and more like a professional calculation.

If you want, tell me what kind of gold you have (karat stamp if you know it, approximate weight, and whether it's
jewelry, dental, coins, or watch case). | can help you identify the likely scrap category and the most common

deductions to watch for.
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