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Investment Philosophy
Like you, I know that trust and commitment are essential in developing successful long-term relationships.
That’s why I’m diligent in addressing your financial planning needs; I want to earn your trust and confidence.
The first steps toward developing a comprehensive investment plan are to:

B I O 
Gregory G. Dellinger 

Senior Vice President, Investments 
greg.dellinger@raymondjames.com 

O: 303-448-7141 
C: 770-616-1769 

Profile 
• 38 Years Registered 
• October 2005 – Joined Raymond James & Associates, Inc. 
• Distinctions – Senior Vice President, Investments, Wealth Management Specialist 

2018 - 2023 Raymond James & Associates Leaders Club 

2016 Raymond James & Associates Leaders Club 
2014 Raymond James & Associates Leaders Club 
2009 - 2010 Raymond James & Associates Leaders Club 
2006 - 2008 Raymond James & Associates, Chairman’s Council 
2005 Raymond James & Associates, Senior Vice President, Investments 
1998 - 2005 Morgan Stanley, Chairman’s Club 
1994 - 1998 Morgan Stanley, Director’s Club 
1987 - 2005 Morgan Stanley, Senior Vice President, Financial Advisor, Atlanta, GA 
1986 Scott & Stringfellow Financial Services, Winchester, VA, Financial Advisor, Rookie of the 
Year 
1985 James Madison University, Harrisonburg, VA, MBA in Business/Finance, Men’s Tennis Coach 
1980 - 1984 East Tennessee State University, Johnson City, Tennessee, BAA in Finance, Graduated Cum 
Laude, Wall Street Journal Award, Four-year Tennis Letterman 

Chairman’s Council and Leaders Club (as well as Morgan Stanley’s Directors and Chairman’s Club) is 

based mainly on assets under management, education, credentials, and fiscal year production. 
(Re-

qualification is required annually. The ranking maynot be representative of any one client’s experience, is not an endorsement, and is not 
indicative of advisor’s future performance. No fee is paid in exchange for this award/rating.) 

Father of 5 children 
Pastimes: Golf, Tennis and Reading 
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68% of business owners in Colorado are 
unfamiliar with their exit options 
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78% do not have a team of trusted advisors to 

assist with an Exit Plan 

65% Have no documented Exit Plan 
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68% of business owners in Colorado are 

unfamiliar with their exit options 

78% do not have a team of trusted advisors to 

assist with an Exit Plan 

65% Have no documented Exit Plan 

23% have never even considered a plan 





























 
         
       
                

     
        
           
                

       
          
          
         
           

Relevant Points 
· Approximately 30-40% of businesses listed for sale actually sell 
· Approximately 37% of businesses sell for cash 

· Best time to sell your business is during a time of strong financial performance and 

future strong financial performance 

· Most businesses sell for appx 2-4x cash flow 

· owner financing - approximately 97% of sellers notes are paid off 
· 80-90% success rate if you buy an existing business versus a much lower success rate on 

a new business (great selling point) 
· 6-10 months is the typical time to sell a business 

· approximately 60% of people sell their business to fund retirement 
· #1 reason small businesses fail is lack of capital 
· approximately 10 buyers versus 1 seller (seller’s market - high demand) 
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