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By James Schulze

This article discusses the price of precious metals leads and how pricing differs by lead
type, timing, exclusivity, investor intent, and more. It also touches on how speed-to-lead,
deep call cadences, and the right lead strategy can drive stronger closes and ROIs.

Precious metals lead pricing can vary significantly depending on investor intent, lead source,
exclusivity, and delivery method. While many dealers focus on finding the lowest cost per lead (CPL),
experienced precious metals companies understand that the goal is obtaining profitable customers, not
simply buying inexpensive leads.

The precious metals market is highly volatile, so it is important for a precious metals investing firm to
focus on lead cost and return on investment (ROI) at the same time. Considering the market can turn
quickly, a gold brokerage cannot become complacent and overspend going into a bear market. At the
same time, focusing on price alone during a market turndown can create spend but not customer
closes. The true measure of success is ROI.

How much do precious metals leads cost?

Precious metals lead pricing ranges from as little as $0.25 to more than $50 per lead, depending on the
type and timing of lead. Both real-time and aged precious metals leads are available (read our blog,
â??Precious Metals Leads Explained â?? Types, Intent, And How Gold Companies Buy Leads In
2026â?•). Dealers can expect to pay these CPLs for each type of precious metals lead:

Real-time precious metals leads ($55+) â?? Real-time precious metals leads are the highest
intent investors. These leads are delivered immediately after the consumer indicates their interest
in precious metals investing. When following best practices and contacting the lead within 8
seconds of receiving it, these leads have the highest contact rates. For these reasons, real-time

THE LEADSWARE HOUSE
Address | Phone | Link | Email

The Leads Ware House

Page 1
Footer Tagline

https://theleadswarehouse.com/precious-metals-leads-explained-types-intent-and-how-gold-companies-buy-leads-in-2026/


precious metals leads are priced at a premium.
Aged precious metals leads ($0.25+) â?? Aged precious metals leads provide one of the most
affordable ways to identify and connect with prospective investors. Although the original inquiry
may have occurred weeks or months ago, many investors continue researching precious metals
or return to the market when economic conditions change. There are also opportunities to upsell.
A strategic precious metals firm uses the right script to upsell an aged lead that already has gold
and silver positions. Knowing the product and using the right script can reactivate a consumer
with a new investment class. Experienced dealers frequently combine aged and real-time
inventory to lower overall acquisition costs while maintaining consistent sales opportunities.

Beyond the lead type and timing, pricing is also influenced by:

Leads distribution (exclusive versus shared)
Investor intent
Marketing source
Geographic market

Highly engaged investors typically cost more to acquire, because these leads are more difficult to
generate. And, because a gold investor is such a specific consumer, intent and marketing source
matters. Precious metals leads generated from gold-specific advertising creatives and through a funnel
with some friction creates intent.

How pricing varies based on lead exclusivity

A lead that is exclusively provided to one dealer will be priced higher than one shared with multiple
dealers.

Exclusive precious metals leads

Exclusive precious metals leads are delivered to only one dealer. Because there is no direct
competition for the lead, these leads often produce a better customer experience and higher conversion
potential. Their benefits make them highly valuable:

No competing sales calls at the time of opt-in
Greater control of the sales process
Higher contact rates
Stronger customer relationships

Many dealers are willing to pay a premium if exclusive leads consistently produce profitable sales.

When buying an exclusive precious metals lead, a gold broker must keep in mind the length of the
sales cycle. Because it can take a consumer months to convert an IRA, an exclusive lead gives a
precious metals dealer ample opportunity to lock in the consumer with strong selling skills.

Shared precious metals leads

Shared leads are sold to multiple companies. Their lower purchase price makes them attractive for
organizations looking to maximize their lead volume while managing acquisition costs. Success with
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shared leads depends on:

How quickly the leads are contacted (i.e, speed-to-lead)
Experienced sales teams
Consistent follow-up
Strong objection handling

Companies with disciplined sales organizations often generate excellent returns despite increased
competition.

The most common example of a shared precious metals lead is a lead that is generated from
comparison shopping sites. The ubiquitous â??compare the 5 best precious metals brokersâ?• is a
shared lead. The gold broker already knows there are five other buyers. This competition does not need
to be a hindrance to closing the consumer. A broker that offers longer hours, an easier-to-opt-in funnel,
and quality follow-up will increase closes. And, one of the greatest benefits of a shared consumer
comparison lead is that the site itself already does the selling with ratings, reviews, and unique
creatives.

Investor intent makes leads more valuable

Not every lead represents the same opportunity. A consumer who requests a gold investment guide
may have a different purchase intent than someone actively requesting to speak with a representative.
The intent of an investor can be evaluated by factors such as:

Expressed intent
Requested information
Engagement with a marketing creative
Previous investment activity

In general, higher investor intent produces higher lead values. Higher intent leads can also create a
bigger sale, as the consumer will be willing to invest more in precious metals. The size of deals closed
can matter more than the number of deals closed.

Lead source is also important

The source of a lead often affects both pricing and performance. Common lead sources include:

Financial newsletters
Investment websites
Search advertising
Social media campaigns
Co-registration
Affiliate marketing
Native advertising

Each source identifies investors with different expectations, timelines, and buying behavior. Testing
multiple lead sources is often the best way to identify the most profitable acquisition strategy. At The
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Leads Warehouse, we regularly speak to lead buyers who want to inspect the lead-generating website
without asking about the creative placement and copy. The precious metals website creates friction, but
the gold and silver creative draws in the right client. Both are equally important to inspect.

Speed-to-lead and deep call cadence create closes

Consumers researching precious metals frequently compare multiple dealers before making a
purchase. Companies that respond quickly and go deep into a call cadence often achieve:

Higher contact rates
More consultations
Better conversion rates
Lower acquisition costs

Regardless of lead price, delayed follow-up and not enough contacts reduce overall performance.
When purchasing shared leads off a comparison site, knowing that up to five different gold firms are
featured, is a case in point as to why speed is critical. The first caller can set the agenda with
investment products favored by their firm. Further, a consumer doesnâ??t quickly flip a large IRA to a
new investment company, which is why a deep cadence matters. Being first and most persistent is the
winning combination.

Dealers should focus on more than just CPL

The cost of a lead is only one piece of the equation in evaluating precious metals leads. Successful
precious metals dealers also monitor:

Contact rate
Consultation rate
Sales conversion
Customer acquisition cost
Average order value
Customer lifetime value
Return on advertising spend

A more expensive lead that consistently produces larger investments may generate significantly better
profitability than a lower-cost alternative.

At The Leads Warehouse, we track qualification rates with our client partners. Consistently, using the
most expensive lead type creates a higher percentage of qualified leads. Buying low-quality gold leads
might give dealers 8% to 10% qualified gold buyers. But a quality precious metals lead campaign can
result in qualification rates of up to 25%. Even if the lead is double the cost, the qualified rate is triple
that of a lower-cost option.

Finding the right lead buying strategy

Every organization has different objectives. Some prioritize premium, exclusive precious metals leads.
Others build diversified acquisition programs using exclusive, shared, and aged precious metals leads

THE LEADSWARE HOUSE
Address | Phone | Link | Email

The Leads Ware House

Page 4
Footer Tagline



together. The most effective strategy aligns lead pricing with your sales teamâ??s capacity, follow-up
process, and long-term revenue goals. Proper vetting of the precious metals advertising creatives and
website together gives the gold firm the tools needed to close deals.

Conclusion

Precious metals lead pricing will continue evolving as investor demand, advertising costs, and market
conditions change. Companies that evaluate lead quality based on profitability rather than purchase
price are typically positioned for stronger long-term growth. Understanding what drives lead pricing
helps dealers make smarter acquisition decisions and maximize the return on every marketing dollar
invested. 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,
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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