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Welcome to Casey Research
We’re glad you’ve joined us. It’s an exciting time to be invested in the silver market. Silver supply 
is pushing up against a growing shortage, investors are hedging against inflation, and a number of 
other forces are contributing to demand. As a result, we’ve seen a huge run-up in the price of silver, 
and we expect there’s plenty more upside to come.  

The purpose of this report is to help you prepare your portfolio to grow as a result of the ongoing 
silver bull market, while guarding your wealth regardless of what the market may bring..

“The Case for $60 Silver” Updated!
This report was completed in early fall 2010, when silver had just crossed the $20 threshold.

In light of the fact that silver has more than doubled since then (as of this writing), and that a $60 
price is within view, we thought an update was warranted.  

We’re hesitant to define “How high is high?” but we do want to give you our thoughts on how to play 
the upside yet to come – whether that means $60, $160, or even $600.

Hence, this updated version of “Your 3-Part Plan to Playing a Move to $60 Silver” report.

If you read the previous version of this report, you’ll find much in common between the two reports. 
We still believe the 3-part strategy presented is fundamentally the best way to protect and grow 
your wealth in silver during this bull market. There are a few key changes, though, so be sure to read 
the report to the end.

If you haven’t read the previous report, welcome. I hope you find the information and analysis both 
informative and profitable!

So let’s dig in.

What Will Push Silver Even Higher?
Recapping my colleague Ed Steer’s case for a continued bull market in silver, there are two main 
factors pushing upward on silver’s price right now.

1. “The supply-demand tight-rope act.” For a number of years, mine production has been unable 
to supply the demand from investors, industry, and consumers. The amount to go around is 
getting scarce, and bullion coins especially are frequently difficult to obtain. Further, total 
above-ground stockpiles are nearly gone, so this source of supply is unavailable. On top of all 
this, the silver market is one of the smallest commodities markets, so as demand increases, 
the pressure on the price is only going to mount. 
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2. Pro-inflation “quantitative easing” policies. Since the 2008 recession, the Federal Reserve has 
created money at an astonishing pace. Our monetary base has more than doubled – a good 
recipe for runaway price inflation. And it’s already showing up in food, commodities, and 
energy prices – despite “official” figures spun to show minimal and controlled price increases. 
Investors looking for a way to protect their wealth against inflation’s nasty effects are buying 
silver (and other commodities like gold) at an accelerating pace. And we think inflation will 
only get worse, creating more demand for this sparkly metal..

These two factors are leading to significantly increased investor demand for bullion, stocks, and 
other silver-related investments. And because there’s not enough silver to go around, new buyers 
will add even more upward pressure to the price.

The consensus here among the Casey team – including Ed, myself, and others – is that before this 
is all over, we could see a market mania not unlike what happened in silver from late 1979 to early 
1980. The price of silver rose from $6 to $48, which, after adjusting for inflation, would equal  $144 
today.

The details are likely to be different. It could take longer, it could go higher, and it’s not guaranteed 
to be a straight line from here to the top.

But there’s no doubt that regardless of the final price, today’s silver bull market is going to go down 
in history.

Why Now Is the Time to Invest in Silver
Beyond market forces pushing on silver’s price, Ed cited a number of other factors that tell us this 
bull market isn’t over. For those who’ve been on the sidelines – it’s not too late. The window is 
shrinking, but there’s still time to position yourself for big gains in this bull market.

Urgency factors that could lead to further large moves up in silver include:

•	 The CFTC is currently in a long and protracted process to define and implement position 
limits controlling speculative futures trading in silver and other commodities. Silver analyst 
Ted Butler believes that a few banks with massive short positions on the Comex are holding 
down the price of silver. If the CFTC does implement aggressive limits on short-selling 
activity, it could lead to the biggest short-squeeze in recent memory. And light a fire under 
the price.

•	 The holders of the short positions on the Comex are bleeding red ink from margin calls… 
and have been actively covering their short positions since last August. This is the main 
factor that is now driving silver prices higher… and this short covering increased markedly 
in April… and really shifted into high gear on Monday, April 25, when the markets opened in 
the Far East after the long Easter weekend.
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•	 When we wrote the previous version of this report, technical chart patterns suggested a 
big breakout in silver prices, with the high-$20s as a short-term target. As you know, that 
number was quickly eclipsed, and there is no clear indication of how high the price can go. 
Silver continues trading in a definitive uptrend, with no clear technical reason for a reversal. 
And any pullback in the price has seen investors step in to buy again. 

•	 Silver’s history as a volatile market. There are a number of examples from history that 
show silver has parabolic price increases. As the above factors come increasingly into play, 
continued steep climbs in price would be perfectly normal.

While we at Casey Research have been bullish on silver for a while now – and enjoyed strong gains 
in recent years – we believe the best is yet to come.

Why? Because a market-changing event is coming, if not already here, and one that pushes bull 
markets into manias time after time… and that’s a shift in the psychology of the general market.

As a silver shortage grows and new government regulations – along with the dire predicament 
of those that are short the silver market – get prime-time news coverage, public awareness will 
eventually spike. And it’s at that point the price could really take off, as everyone from the big 
money to the average investor will flood the market and kick off the mania.

Before silver reaches that Mania stage, let’s look at the three ways to prepare yourself so you’re 
positioned ahead of the crowd. 

Your 3-Part Plan for Playing a Big Move Up in Silver
Below you’ll find our three-part plan for playing today’s history-making silver bull market. This plan 
is designed to grow and guard your wealth – without the need for constant portfolio management 
and position juggling.

PART 1: Position Yourself for Big Gains
One of our favorite silver companies today is Silver Wheaton (SLW). This well-run company is the 
largest metal streaming company in the world. They don’t mine silver; they purchase the right, for a 
low fixed payment, to buy silver production from a miner and later sell it at market prices.

So as silver climbs higher and SLW’s costs stay static, the bottom line gets fatter. That’s why Silver 
Wheaton’s stock has gained as much as 5.5 times more than the spot price of silver bullion in the 
last couple years.

And as silver’s price pushes higher, things just keep getting better for Silver Wheaton. Their fourth-
quarter 2010 figures, as highlighted in their March 5, 2011 press release, are evidence of this strong 
position:



5Your 3-Part Plan for Playing a Move to $60 SILVER

•	 Net earnings more than doubled to US$123.0 million (US$0.35 per share) compared with 
US$50.8 million (US$0.15 per share) in 2009.

•	 Operating cash flows increased 76% to US$124.7 million (US$0.36 per share) compared with 
US$71.0 million (US$0.21 per share) in 2009.

•	 Attributable silver equivalent production of 6.3 million ounces (6.1 million ounces of silver 
and 4,100 ounces of gold), representing an increase of 10% over the comparable period in 
2009.

•	 Silver equivalent sales of 5.7 million ounces (5.5 million ounces of silver and 2,600 ounces of 
gold), representing an increase of 11% over the comparable period in 2009.

•	 Total cash costs were US$4.02 per silver equivalent ounce, compared with US$4.04 per ounce 
in 2009.

•	 Cash operating margin increased 64% compared to 2009, to a record US$22.42 per silver 
equivalent ounce, while average silver prices over the same period increased by 50%.

Further, 2010 was a banner year for the company, as you can tell from a quick look at these 2010 
annual figures from the same press release:

•	 Net earnings more than doubled to US$290.1 million (US$0.84 per share) compared to 
US$117.9 million (US$0.39 per share) in 2009.

•	 Operating cash flows increased 93% to US$319.8 million (US$0.93 per share) compared to 
US$165.9 million (US$0.54 per share) in 2009.

•	 Attributable silver equivalent production of 23.9 million ounces (22.1 million ounces of 
silver and 28,800 ounces of gold), representing an increase of 37% compared to 2009.

•	 Silver equivalent sales of 20.5 million ounces (18.9 million ounces of silver and 25,900 
ounces of gold), representing an increase of 29% compared to 2009.

•	 Total cash costs were US$4.04 per silver equivalent ounce, compared with US$4.03 per ounce 
in 2009.

•	 Cash operating margin increased 50% compared to 2009, to a record US$16.63 per silver 
equivalent ounce, while average silver prices over the same period increased by 38%.

SLW clearly has a profitable and growing future, as reflected in its surging stock price. In 2010, it 
gained 147% and has added to those gains in 2011.  

While silver has increased in price tremendously during this time as well, such a stunning run-up 
always leaves a stock feeling expensive. As such, we reiterate our normal recommendation not to 
chase it higher and to buy only on pullbacks.
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As of this writing, our recommendation is to set a limit order to buy one tranche at or 
under $33.00. 

This means if you’re not yet invested in SLW, you can place a buy order at or below $33.00 for the 
first portion of your investment in the stock. On a bigger pullback, you can add to your position. If 
you already have a position in SLW and want to add to it, we recommend waiting for any significant 
pullback to find an attractive entry point.

Of course, prices and market conditions are always changing – and our recommendations 
with them – so please watch the BIG GOLD Portfolio page and the current issue of BIG 
GOLD for updates. 

PART 2: Get Physical
In our opinion, owning no silver in this bull market would be a mistake. And your first (and biggest) 
investment in silver should be in a physical form.

The following excerpt from “The 2011 Silver Buying Guide” gives you a complete overview to buying 
physical silver. I’ve also included my friend and colleague Ed Steer’s opinion on many of the options 
below to give you multiple perspectives to draw from as you make your own decision on what form 
of physical silver investment is right for you.

Like gold, silver comes in different forms. We’d start with the more popular one-ounce coins and 
then branch out into other types as your holdings grow. 

One-ounce silver Eagles, Maple Leafs and Philharmonics – These are our first choice for 
owning physical silver. All our recommended dealers carry these coins, but check for availability. 
(Note that the U.S. Mint does not produce a silver Buffalo – if you see one, it’s a “round” and not a 
U.S. mint product – and South Africa does not make a silver Krugerrand.)

Silver Bars – Available in 1, 10, 100, and 1,000 ounces. The larger the bar, the smaller the 
commission. Bars have a lower premium than one-ounce government-minted coins since they’re less 
expensive to manufacture, though some investors prefer the beauty of a coin. 

Silver Rounds – Silver rounds lack the cachet of an official coin, primarily because they’re not 
from a government mint and lack legal tender status. However, the face value of a coin is mostly 
symbolic, and if you just want metal, they’re just as good. This can be an easily affordable coin-like 
method of owning silver, as they’re roughly half the premium of government-minted coins. Look for 
dealers that have a guaranteed buy-back program; this gives you a layer of protection if/when you 
decide sell. 

With regards to silver coins, bars, and rounds, Ed is a strong proponent of putting a significant 
proportion of your investment into this type of bullion, and holding them yourself.  Remember, 
silver is real money and a way to guard your wealth against currency dilution
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Junk Silver – “Junk silver” refers to circulated, pre-1965 U.S. coins that contain 90% silver, and are 
bought in worn, nicked, and scratched condition. Junk silver usually comes in bags of $1,000 face 
value in any combination of dimes, quarters, and half-dollars. A $1,000 face value bag of junk silver 
weighs about 65 pounds, and at $45 silver would run $34,100. 

The advantages of junk silver: it’s a finite commodity that is usually in demand; carries a low 
premium, making it one of the more cost-effective ways to buy silver; and is legal tender and can be 
used in an emergency. The disadvantages: it’s bulky to store and expensive to ship. 

Pool Silver – A pool account is simply where you agree to “pool” your holdings with others. You 
have no claim on any specific piece of metal, but you have a claim on the metal the company 
controls. In these instances, it’s important you use a reputable facility with tight auditing controls 
and strong financial backing. The advantage is that you pay no storage fee and have plenty of 
liquidity if/when you sell back to the pool company. If you intend on taking delivery, you want 
to convert when premiums are low (below 10% for silver). If it’s your intention to sell some or all 
of your pool silver during the mania, you’d end up paying no storage or fabrication fees for those 
ounces, regardless of how long you held them. 

On this particular recommendation, I’ll note that Ed vehemently disagrees. He believes that when 
you invest in a pool account, you’re essentially an unsecured creditor of the company. They hold your 
money without allocating specific stocks to you. If the company runs into financial trouble, your 
money and “your” silver may be at risk. For this reason, he tells me he won’t touch a pool account 
“with a 10-foot cattle prod.”

Ed’s only exception to that rule is the “unallocated” accounts for both gold and silver at the Perth 
Mint. Up until just recently, these also fell into his “10-foot cattle prod” category, but he has since 
changed his mind.

Silver Numismatics – We don’t recommend entering the numismatic world unless you are a 
knowledgeable buyer, or are willing to become one. That said, we trust a few very knowledgeable 
dealers: Miles Franklin (Milesfranklin.com; 800-822-8080) and Van Simmons at David Hall Rare 
Coins (davidhall.com; 800-759-7575). Van actually helped create the Professional Coin Grading 
Service. We devoted an entire issue of BIG GOLD to numismatics. All of the details are available to 
BIG GOLD subscribers, in the September 2010 issue.

Ed agrees that numismatics is a world best left to well-educated collectors, not investors looking for 
simple ways to grow and guard their wealth.

Commemoratives or Medallions – We don’t buy these because the premium is higher and almost 
never recouped when they are sold. Unless the premium is at or below a comparable bullion coin, 
we’d pass. A current exception: the premium on the silver Canadian Olympic coin is lower than the 
Maple Leaf at most dealers, so this is something we’d buy. 

http://milesfranklin.com/
http://www.davidhall.com
http://www.caseyresearch.com/subscribeCgr.php
http://www.caseyresearch.com/subscribeCgr.php
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Ed echoes our sentiments on these. With any precious metals purchase, you want to ensure you’re 
not losing a significant part of your investment to the premium. Although with the silver price 
soaring as it is, a slightly larger premium won’t matter much in the grand scheme of things.

Silver Certificates – A precious metal certificate is basically a claim you have on metal and is thus 
only as good as the underlying storage facility. Tops in our book is the Perth Mint Certificate. Stored 
in Australia, you can denominate your certificate in any combination of gold, silver, or platinum. We 
covered PMCs in an earlier article in BIG GOLD, in May 2009 — available to all subscribers.

Silver in an IRA – You can put physical silver (and gold) in your IRA or ISP. We’ve written on the 
topic before; though our article discusses gold, the same issues apply to silver. Subscribers can see 
How DO I Put Gold In My IRA? in the January 2009 issue of BIG GOLD. And if you’re outside of the 
U.S., you should note that Canada and other countries make it even easier to invest in metals within 
your retirement account. Check with your broker.

 
Choosing a Bullion Dealer 
Trust is key when buying bullion. You want to get what you ordered and deal with a 
company that stands behind its product. And you don’t want to be hounded with follow-
up calls hyping “special offers.” Establishing a solid relationship with a dealer is crucial 
in an environment of supply outages and rising premiums. 

We’ve put together a list of dealers that we’ve worked with over the years — people 
whom we like and trust and who have always met our expectations. As a subscriber, 
you’ll find them listed in the April 2011 edition of BIG GOLD.

PART 3: Cover Your Bases
While our confidence in a continued bull market to $60 and beyond may make it tempting to go 
all in on silver, we don’t advocate this strategy. If you want to both guard and grow your wealth, 
diversification has to be part of your strategy.

At this time we recommend you allocate your investable assets 1/3 to the precious metals market, 
1/3 to cash, and 1/3 to other investments. Between gold and silver, we recommend 70-80% gold and 
gold-related investments, and 20-30% silver and silver-related investments.

[As an aside, I should note that since Ed is especially bullish on silver, his holdings are very heavily 
weighted toward silver… and he’s “all in” already, and has been for years.]

When it comes to stocks, we prefer a diversified approach because any single company can be 
knocked down on bad news, even when medium and long-term prospects are shining.

http://www.caseyresearch.com/subscribeCgr.php
http://www.caseyresearch.com/subscribeCgr.php
http://www.caseyresearch.com/subscribeCgr.php
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As such, we recommend you look at the entire BIG GOLD portfolio and use it as a guide to diversify 
your own exposure. 

To check the current status of our recommended stocks, subscribers can see the portfolio 
page on the My Casey Research portion of our website. 

Why This Is a Good Strategy, 
Whether Silver Continues Blasting Higher or Not
Ed Steer’s case for the continuation of today’s history-making silver bull market to $60 and likely 
much higher is a strong one, and we may in fact continue to see stellar gains in the coming months. 
Even if we don’t, we strongly believe the BIG GOLD portfolio will see significant growth, outpacing 
much of the market over the next few years. The same factors driving silver’s price are also pushing 
on gold.

I’d like to invite you to take a well-researched and diversified approach to investing in today’s 
bull market by trying an absolutely risk-free subscription to BIG GOLD. Each issue is filled with 
in-depth, easy-to-read research and analysis, plus 
recommendations on the very best gold and silver 
stocks, ETFs, mutual funds, and all the ways you can 
own physical silver and gold — always balancing the 
least risk with the best possible returns.

You’ll have complete access to the BIG GOLD portfolio 
(currently 23 companies, funds, and ETFs), all back 
issues of BIG GOLD, and the vast library of articles 
and research for which Casey Research is known.

A full year of BIG GOLD costs just $79. Try it for 3 
months, and if it’s not what you had in mind, cancel 
for a 100% refund. 

4 YES, start my no-risk trial subscription now!

Please tell me more about BIG GOLD

US$29  •

http://www.caseyresearch.com/subscribeCgr.php
http://www.caseyresearch.com/subscribeCgr.php
http://www.caseyresearch.com/subscribeCgr.php
http://www.caseyresearch.com/subscribeCgr.php
http://www.caseyresearch.com/crpmkt/crpSolo.php?id=207
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The	Casey	Research	web	site,	Casey’s	Investment	Alert,	Casey’s	International	Speculator,	BIG	GOLD,	Casey’s	Energy	Confidential,	
Casey’s	Energy	Report,	Casey’s	Energy	Opportunities,	The	Casey	Report,	Casey’s	Extraordinary	Technology,	Conversations	With	
Casey,	Casey’s	Daily	Dispatch	and	Ed	Steer’s	Gold	&	Silver	Daily	are	published	by	Casey	Research,	LLC.	Information	contained	in	
such	publications	is	obtained	from	sources	believed	to	be	reliable,	but	its	accuracy	cannot	be	guaranteed.	The	information	con-
tained	in	such	publications	is	not	intended	to	constitute	individual	investment	advice	and	is	not	designed	to	meet	your	personal	fi-
nancial	situation.	The	opinions	expressed	in	such	publications	are	those	of	the	publisher	and	are	subject	to	change	without	notice.	
The	information	in	such	publications	may	become	outdated	and	there	is	no	obligation	to	update	any	such	information.	

Doug	Casey,	Casey	Research,	LLC,	Casey	Early	Opportunity	Resource	Fund,	LLC	and	other	entities	in	which	he	has	an	interest,	
employees,	officers,	family,	and	associates	may	from	time	to	time	have	positions	in	the	securities	or	commodities	covered	in	these	
publications	or	web	site.	Corporate	policies	are	in	effect	that	attempt	to	avoid	potential	conflicts	of	interest	and	resolve	conflicts	of	
interest	that	do	arise	in	a	timely	fashion.	

Any	Casey	publication	or	web	site	and	its	content	and	images,	as	well	as	all	copyright,	trademark	and	other	rights	therein,	are	
owned	by	Casey	Research,	LLC.	No	portion	of	any	Casey	publication	or	web	site	may	be	extracted	or	reproduced	without	permis-
sion	of	Casey	Research,	LLC.	Nothing	contained	herein	shall	be	construed	as	conferring	any	license	or	right	under	any	copyright,	
trademark	or	other	right	of	Casey	Research,	LLC.	Unauthorized	use,	reproduction	or	rebroadcast	of	any	content	of	any	Casey	pub-
lication	or	web	site,	including	communicating	investment	recommendations	in	such	publication	or	web	site	to	non-subscribers	
in	any	manner,	is	prohibited	and	shall	be	considered	an	infringement	and/or	misappropriation	of	the	proprietary	rights	of	Casey	
Research,	LLC.	

Casey	Research,	LLC	reserves	the	right	to	cancel	any	subscription	at	any	time,	and	if	it	does	so	it	will	promptly	refund	to	the	sub-
scriber	the	amount	of	the	subscription	payment	previously	received	relating	to	the	remaining	subscription	period.	Cancellation	
of	a	subscription	may	result	from	any	unauthorized	use	or	reproduction	or	rebroadcast	of	any	Casey	publication	or	website,	any	
infringement	or	misappropriation	of	Casey	Research,	LLC’s	proprietary	rights,	or	any	other	reason	determined	in	the	sole	discretion	
of	Casey	Research,	LLC.	

Affiliate	Notice:	Casey	Research	has	affiliate	agreements	in	place	that	may	include	fee	sharing.	If	you	have	a	website	or	newsletter	
and	would	like	to	be	considered	for	inclusion	in	the	Casey	Research	affiliate	program,	please	contact	us.	Likewise,	from	time	to	
time	Casey	Research	may	engage	in	affiliate	programs	offered	by	other	companies,	though	corporate	policy	firmly	dictates	that	
such	agreements	will	have	no	influence	on	any	product	or	service	recommendations,	nor	alter	the	pricing	that	would	otherwise	be	
available	in	absence	of	such	an	agreement.	As	always,	it	is	important	that	you	do	your	own	due	diligence	before	transacting	any	
business	with	any	firm,	for	any	product	or	service.	

©	1998-2011	by	Casey	Research,	LLC.	


