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This article discusses three different real-time precious metal lead options available to
precious metals dealers and how each lead is created. It touches on each lead typeâ??s
tradeoffs in volume, quality as driven by consumer intent and degree of qualification, and
pricing. It also encourages dealers to select lead types that best fit their sales operation
and use a multichannel approach to connect with prospects.

Not every real-time precious metals lead is generated the same way. Two consumers may both be
interested in gold or silver, but the path they took before becoming a lead can be very different. One
consumer may respond to a precious metals offer while completing another online process. Another
may visit a dedicated precious metals landing page and complete a detailed form. A third may visit a
comparison site specifically looking to learn about or compare precious metals companies. All three can
produce valuable real-time precious metals leads, but they generally have different levels of consumer
intent, qualification, cost, and available volume. Precious metals companies should understand those
differences before deciding which lead source fits their sales operation.

At The Leads Warehouse, the three primary types of real-time precious metals leads we work with are
co-registration leads, long-form leads, and comparison site leads (read our blog, â??Precious Metals
Leads Explained â?? Types, Intent, And How Gold Companies Buy Leads In 2026â?•).

Matching the precious metals lead type to a precious metals brokerâ??s sales process is critical. And,
with 21-plus years of marketing experience, The Leads Warehouse is an expert at providing intel on
lead type and how to match precious metals leads to a brokerâ??s sales process.

Co-reg real-time precious metals leads
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Co-registration, or co-reg, precious metals leads are generated when a consumer expresses interest in
a precious metals offer while completing another online registration or consumer journey. For example,
a consumer may be completing a survey or responding to other offers and be presented with a question
asking whether they are interested in receiving information about gold, silver, or precious metals
investing. Consumers who affirmatively express interest can then become a real-time precious metals
lead.

The major advantage of a co-reg lead is scale. Because these offers can be presented to larger
audiences, co-registration campaigns can generally generate more lead volume than highly targeted
precious metals landing pages. That volume also typically comes at a lower cost per lead (CPL).

The trade-off is that the consumer did not necessarily begin their online journey specifically looking for a
precious metals company. The sales team needs to understand how the lead was generated and
approach the initial conversation accordingly. A co-reg lead should not automatically be treated as
someone ready to immediately move retirement assets into gold. The first objective is to establish
contact, reference the consumerâ??s expressed interest, and determine what prompted it.

For precious metals companies with strong outbound sales teams, good CRM management, and
aggressive follow-up, co-registration leads can provide the volume needed to build a large sales
pipeline. The Leads Warehouse offers the highest-intent possible real-time precious metals leads from
a co-reg funnel. Our real-time co-reg precious metals leads are generated from a stock financial
newsletter. When the consumer opts in to receive the newsletter, they are offered an opportunity to also
sign up to receive information on precious metals investing. The ad creative can be written by the
precious metals firm, and it is an exclusive precious metals lead that is not resold to another broker.

Long-form real-time precious metals leads

Long-form real-time precious metals leads are generated through a dedicated precious metals landing
page or website. Unlike a co-reg lead, the consumer arrives at a page solely focused on gold, silver,
and precious metals investing from a precious metals-specific advertising creative. The consumer then
completes a form requesting additional information. The form can collect more information than a
simple co-registration offer. Depending on the campaign, this may include basic contact information
along with questions designed to help determine investment interest, retirement status, available
assets, or other qualification criteria.

This additional consumer action generally represents a higher level of intent. But increased intent and
qualification usually affect both price and volume. Long-form precious metals leads cost more than co-
reg leads, while the available volume may be lower because fewer consumers will complete a detailed
form than answer a simple interest question. For many precious metals companies, long-form leads
represent a middle ground between high-volume co-registration leads and more expensive comparison
site opportunities.

Speed-to-lead is especially important. The consumer has just completed a precious metals-specific
form, so the sales team should attempt to begin the conversation while that interest is still fresh.

Comparison site precious metals leads
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Comparison site leads represent another type of real-time precious metals opportunity. These
consumers visit a website designed to help them research or compare precious metals companies, gold
IRA providers, or other precious metals investment options. Rather than simply encountering an offer,
the consumer is already actively researching the category. As a long-form real-time precious metals
lead, the consumer opts in from a precious metals-specific creative.

The three-step opt-in process â?? from creative to prelander to lander â?? changes the consumer
journey. Someone visiting a precious metals comparison site may be further into the decision-making
process and evaluating multiple companies. That can create strong intent, but it also creates
competition. The consumer may be considering several providers at the same time. Therefore,
comparison site leads tend to be more valuable and can command a higher price than broader lead
generation products.

The sales approach should reflect that reality. Representatives need to quickly establish why the
consumer should continue the conversation with their company. Reputation, experience, education,
fees, product options, and the ability to establish trust can become particularly important. The
comparison site is available for all precious metals brokers to see. The gold and silver salespeople
need to know their rankings and bullets driving the consumer to provide a sales message that is in sync
with the marketing. At The Leads Warehouse, our precious metals real-time comparison site leads
come from an owned and operated site, so we offer precious metals companies full transparency on the
funnel.

Speed-to-lead is also important, because another precious metals company may be contacting the
same consumer.

Cost, volume, and intent are connected

Precious metals companies sometimes look for the gold and silver lead source that simultaneously
offers the highest intent, lowest price, and greatest volume. In practice, gold lead generation rarely
works that way. There is usually a tradeoff.

Co-reg real-time precious metals leads generally provide the greatest potential volume and lower
acquisition cost, but they require more outbound sales work. At The Leads Warehouse, our topically
relevant real-time leads significantly increase quality.

Long-form real-time precious metals leads usually deliver greater consumer intent and additional
qualification, but at a higher cost and lower volume. The key is the gold- and silver-specific advertising
creative.

Comparison site real-time precious metals leads can reach consumers actively evaluating precious
metals providers, potentially producing strong intent but generally at a premium price. With the extra
layer in the funnel, this is the highest-intent gold lead available.

That does not make one type of gold and silver lead inherently better than another. The better question
is which type fits the buyerâ??s sales operation and customer acquisition model.

Match the precious metals lead to the sales operation
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A large precious metals sales floor with experienced outbound representatives may be able to purchase
co-reg leads at scale and build excellent economics from the volume. That same operation may also
use long-form or comparison site leads to provide representatives with additional higher-intent
opportunities. Another company may have fewer sales representatives and prefer paying more for gold
leads that have completed a deeper precious metals-specific consumer journey.

The mistake is buying one type of gold and silver lead while operating as though it were another. If a
company purchases high-volume co-reg gold leads but only calls each prospect once, it may never
realize the value of the campaign. Conversely, a company purchasing expensive high-intent leads but
waiting hours or days to respond may waste the primary advantage it paid for.

Work each lead according to how it was generated

Regardless of the source, real-time precious metals leads should be contacted quickly and worked
through multiple channels. Phone calls remain critical, but email and compliant text messaging can help
increase the opportunities to connect. Precious metals investors skew older and are closer to or at
retirement age. These consumers trust email and rely on email more than younger demographics.
Email outreach must be part of the outreach cadence. For more information on using phone, email, and
text messaging to close more precious metals deals, read our blog, â??How To Generate More Sales
From Precious Metals Leadsâ?•.

The messaging should reflect the consumer journey. A co-reg prospect may need more education and
nurturing. A long-form prospect has already taken a more deliberate action and can usually be
approached with greater knowledge of their interest. A comparison site prospect may already
understand the category and be evaluating competing providers. Knowing what the consumer saw
before becoming a lead gives the salesperson valuable context for that first conversation.

All three lead types provide ample but different opportunities

Co-reg, long-form, and comparison site gold leads all create opportunities for precious metals
companies, but they create those opportunities differently. The key is understanding the relationship
between consumer intent, qualification, lead volume, price, and the sales effort required to convert the
lead.

A company with the infrastructure to work high-volume co-reg gold and silver leads may generate
strong returns from a lower-cost lead source. Another may prefer the additional intent provided by long-
form or comparison site leads. Many precious metals marketers can benefit from using more than one
source and measuring the customer acquisition cost of each.

Ultimately, the best real-time precious metals lead strategy is not simply buying the lead that appears
strongest on paper. It is matching the type of lead to the sales operation capable of converting it. Are
you ready to talk about how you can grow your precious metals sales pipeline?

About the author

James Schulze is the President and CEO of The Leads Warehouse, a marketing data company with
over 20 years of experience in bringing lead generation solutions to companies selling into the home,
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automotive, financial, insurance, health and life, and legal sectors. He works directly with clients to
optimize conversion strategies and ROI across multiple verticals.

Connect with James Schulze on LinkedIn:
https://www.linkedin.com/in/james-l-schulze

Read additional market analysis and commentary from James Schulze on Substack:
https://jameslschulze.substack.com

If you would like more information on how you can grow your precious metals sales, give The Leads
Warehouse a call at 1-800-884-8371 or visit our website at https://theleadswarehouse.com.
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