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FORM ADV Applicant: SEC File Number:

Part Il - Page 2 The Hedrick Co. g01. 67342

Date:

03/02/2009

1. A. Advisory Services and Fees. (check the applicable boxes) For each type of service provided, state the approximate
% of total advisory billings from that service.

(See instruction below.)

Applicant:

E (1)  Provides INVEStMENt SUPEIVISOTY SEIVICES  ...ouiuiiieuiriiiitirietetentteteteetetetete e etesesteees ettt eteses e et etes e et et e s et et ettt et etes e e et et e eetes et e e ereseenes 96| 2%
|:| (2) Manages investment advisory accounts not involving investment supervisory services 0 %
E (3) Furnishes investment advice through consultations not included in either service described above ............cccoovviiiinrienn. 1 9%
|:| (4) Issues periodicals about securities DY SUDSCIIPHION  .....coiiiiiiiiiiiiiiiie ettt %
|:| (5) Issues special reports about securities not included in any service described above ..o %
I:l (6) Issues, not as part of any service described above, any charts, graphs, formulas, or other devices which clients may

USE 10 @VAIUALE SECUTTEIES  .....iuiuiuiiiiiiiiitihitit ittt eh bbb bbbttt %
E (7) On more than an occasional basis, furnishes advice to clients on matters not involving securities ..........cccococevvveierireeceninne ] 3| %
D (8)  Provides @ HIIMIIE SEIVICE  ...o.iiiuiititiiiitietteiattet et ete et et ete ettt es ettt es e ettt ea et e et et e et et e b e et es et ea b es e eb e e e et eb e b e st es e et et ettt et et e b ene e eens %
D (9) Furnishes advice about securities in any manner not described abOVe  ..........oocioiviiiiiiiiiiiiic e %

(Percentages should be based on applicant’s last fiscal year. If applicant has not completed its first fiscal year,
provide estimates of advisory billings for that year and state that the percentages are estimates.)
Yes No

B. Does applicant call any of the services it checked above financial planning or some similar term? ...........ccccoooiiiiirinnnnn.

C. Applicant offers investment advisory services for: (check all that apply)

E (1) A percentage of assets under management D (4) Subscription fees
E (2) Hourly charges |:| (5) Commissions

[[] (3 Fixed fees (not including subscription fees) D (6) Other

D. For each checked box in A above, describe on Schedule F:

®  the services provided, including the name of any publication or report issued by the adviser on a subscription basis or for a fee

®  applicant’s basic fee schedule, how fees are charged and whether its fees are negotiable

®  when compensation is payable, and if compensation is payable before service is provided, how a client may get a refund or may

terminate an investment advisory contract before its expiration date

2. Types of clients — Applicant generally provides investment advice to: (check those that apply)

E A. Individuals E E.  Trusts, estates, or charitable organizations

|:| B. Banks or thrift institutions |:| F.  Corporations or business entities other than those listed above
I:I C. Investment companies |:| G.  Other (describe on Schedule F)

D D. Pension and profit sharing plans

Answer all items. Complete amended pages in full, circle amended items and file with execution page (page 1).




FORM ADV
Part Il - Page 3

Applicant:

The Hedrick Co.

SEC File Number:
801- 67342

Date:

03/02/2009

3. Types of Investments. Applicant offers advice on the following: (check those that apply)
A. Equity securities @ H. United States government securities
E (1) exchange-listed securities L Options contracts on:
0] (2) securities traded over-the-counter
0] (3) foreign issuers (1) securities
(2) commodities

D B. Warrants J. Futures contracts on:
EI C. Corporate debt securities (other than commercial paper) |:| (1) tangibles

D (2) intangibles
D D. Commercial paper
El E. Certificates of deposit K. Interests in partnerships investing in:
E| F. Municipal securities (1) real estate

(2) oil and gas interests
G. Investment company securities: (3) other (explain on Schedule F)
EI (1) variable life insurance
0] (2) variable annuities |:| L. Other (explain on Schedule F)
0] (3) mutual fund shares
4. Methods of Analysis, Sources of Information, and Investment Strategies.
A. Applicant’s security analysis methods include: (check those that apply)
(1) [0] Charting @ [O] Cyelical
2) IE Fundamental (5) [  Other (explain on Schedule F)
?3) @ Technical
B. The main sources of information applicant uses include: (check those that apply)
(€9] EI Financial newspapers and magazines [©) D Timing services
2) @ Inspections of corporate activities 6) E Annual reports, prospectuses, filings with the
Securities and Exchange Commission

3) IE Research materials prepared by others

) E Company press releases
4 [g] Corporate rating services

(8) E Other (explain on Schedule F)
C. The investment strategies used to implement any investment advice given to clients include: (check those that apply)
(€9) IE Long term purchases ) D Margin transactions

(securities held at least a year)
2) IE' Short term purchases 6) Option writing, including covered options, uncovered
(securities sold within a year) options, or spreading strategies

3) D Trading (securities sold within 30 days) 7 D Other (explain on Schedule F)
(4) [ Short sales

Answer all items. Complete amended pages in full, circle amended items and file with execution page (page 1).




FORM ADV Applicant: - SEC File Number: Date:
Part Il - Page 4 The Hedrick Co. qo1. 67342 03/02/2009

Education and Business Standards.

Are there any general standards of education or business experience that applicant requires of those involved in determining Yes No
Or giving INVESMENt AAVICE 10 CHEMES?  ......iuiviiiiiiiiiiiiieit ettt bbbttt =] D
(If yes, describe these standards on Schedule F.)

6. Education and Business Background.
For:
e  cach member of the investment committee or group that determines general investment advice to be given to clients, or
e  if the applicant has no investment committee or group, each individual who determines general investment advice given to clients
(if more than five, respond only for their supervisors)
e  cach principal executive officer of applicant or each person with similar status or performing similar functions.
On Schedule F, give the:
e  name e  formal education after high school
e  year of birth e  business background for the preceding five years
7.  Other Business Activities. (check those that apply)
IE A. Applicant is actively engaged in a business other than giving investment advice.
E B.  Applicant sells products or services other than investment advice to clients.
D C. The principal business of applicant or its principal executive officers involves something other than providing investment advice.
(For each checked box describe the other activities, including the time spent on them, on Schedule F.)
8.  Other Financial Industry Activities or Affiliations. (check those that apply)

D A. Applicant is registered (or has an application pending) as a securities broker-dealer.

D B. Applicant is registered (or has an application pending) as a futures commission merchant, commodity pool operator or commodity
trading adviser.

C. Applicant has arrangements that are material to its advisory business or its clients with a related person who is a:

(1) broker-dealer (7)  accounting firm

(2) investment company @) law firm
(3) other investment adviser (9) insurance company or agency
(4) financial planning firm (10) pension consultant

(5) commodity pool operator, commodity trading
adviser or futures commission merchant

(11) real estate broker or dealer

O ogdogo
OO0mod

(6) banking or thrift institution |:| (12) entity that creates or packages limited partnerships

(For each checked box in C, on Schedule F identify the related person and describe the relationship and the arrangements.)

D. Is applicant or a related person a general partner in any partnership in which clients are solicited to invest? ...........cccccoceviriiiinns D E

(If yes, describe on Schedule F the partnerships and what they invest in.)

Answer all items. Complete amended pages in full, circle amended items and file with execution page (page 1).




FORM ADV Applicant: SEC File Number: Date:

Part Il - Page 5 The Hedrick Co. g01. 67342 03/02/2009

9.

Participation or Interest in Client Transactions.

Applicant or a related person: (check those that apply)
A.  As principal, buys securities for itself from or sells securities it owns to any client.
B.  As broker or agent effects securities transactions for compensation for any client.

As broker or agent for any person other than a client effects transactions in which client securities are sold to or bought from a
brokerage customer.

D. Recommends to clients that they buy or sell securities or investment products in which the applicant or a related person has some
financial interest.

= O OO0

E. Buys or sells for itself securities that it also recommends to clients.

(For each box checked, describe on Schedule F when the applicant or a related person engages in these transactions and
what restrictions, internal procedures, or disclosures are used for conflicts of interest in those transactions.)

10. Conditions for Managing Accounts. Does the applicant provide investment supervisory services, manage investment advisory

accounts or hold itself out as providing financial planning or some similarly termed services and impose a minimum dollar value of  Yes No

assets or other conditions for starting or maintaining an account?

.................................................................................................................. O @

(If yes, describe on Schedule F.)

11.

Review of Accounts. If applicant provides investment supervisory services, manages investment advisory accounts, or holds itself
out as providing financial planning or some similarly termed services:

A. Describe below the reviews and reviewers of the accounts. For reviews , include their frequency, different levels, and triggering factors.
For reviewers, include the number of reviewers, their titles and functions, instructions they receive from applicant on performing reviews,
and number of accounts assigned each.

First level of review: Alerts on prices, key developments, earnings, rating changes or analyst recommendations trigger review. Market
conditions and factors relating to particular industries also trigger reviews. This first level may occur at any frequency and is conducted
at the level of specific securities. The type and perceived significance of the alert determines the depth and scope of the review. It
focuses on securities, concentrating on the opportunity versus risk, the function it serves, and judgement on the quality of the
investment. This level may result in liquidating all positions held within the client base without further review.

Second level: The next step concentrates on each client's portfolio. It may be triggered at any time by an alert at the first level
depending on the applicability to the IPS. Possible changes in holdings are determined by goals and guidelines as outlined in the IPS.
Each client portfolio is reviewed at least monthly.

Third level: If the second level requires changes within investment holdings, the next step is to review each account within the client
portfolio. Tax considerations and withdrawal plans or time horizons for specific accounts determine how the holdings are adjusted.
This review is triggered whenever level one or level two reviews call for purchases or sales, or at least annually.

Fourth level: Focuses on comparing each client's IPS and performance goals to the actual allocation and performance. It may result in
rebalancing. All clients receive this at least quarterly. Those clients in or nearing retirement or some other significant life event are
shifted to a more frequent review.

Fifth level: Focuses on confirming and updating all client data. This may be triggered by a significant life event, a request by the client,
a request by the advisor, or a pre-arranged schedule based on client circumstances. In addition to updating client data, projections for
future cash needs are updated, the IPS is reviewed and updated as necessary, and investment performance is reviewed. This review
occurs at least annually and may be done by phone or by meeting.

B. Hedrick reviews all accounts and securities.

B. Describe below the nature and frequency of regular reports to clients on their accounts.

All Clients receive monthly statements and confirmations from the custodial broker, currently Charles Schwab & Company Institutional
Investment Services.

The Hedrick Co. prepares and sends quarterly statements including 1) Portfolio statement showing asset class, purchase dates,
purchase prices, yield, income, and unrealized gains (losses) for current equity and mutual fund positions. 2) lllustration of fixed
income ladder by maturity. 3) Portfolio Performance Summary. 4) Billing statement 5) And, if they desire, an income and realized
gains report for the most recent quarter.

During the first quarter of each year we assist clients in gathering tax related information.

Answer all items. Complete amended pages in full, circle amended items and file with execution page (page 1).




FORM ADV Applicant:

SEC File Number:

Part Il - Page 6 The Hedrick Co. go1. 67342

Date:

03/02/2009

12. Investment or Brokerage Discretion.

A. Does applicant or any related person have authority to determine, without obtaining specific client consent, the:

(1) securities to be bought or sold?

(2) amount of the securities to be bought or sold?

(3) broker or dealer to be used?

(4)  COMMUSSION TALES PAIAT? ..ottt ettt ettt et s ettt ek ee et et e et s et et ettt ettt ettt eb st ee

B. Does applicant or a related person suggest brokers to clients?

For each yes answer to A describe on Schedule F any limitations on the authority. For each yes to A(3), A(4) or B, describe on
Schedule F the factors considered in selecting brokers and determining the reasonableness of their commissions. If the value
of products, research and services given to the applicant or a related person is a factor, describe:

e  the products, research and services

o  whether clients may pay commissions higher than those obtainable from other brokers in return for those products and

services

o  whether research is used to service all of applicant’s accounts or just those accounts paying for it; and

e  any procedures the applicant used during the last fiscal year to direct client transactions to a particular broker in return for

products and research services received.

13. Additional Compensation.

Does the applicant or a related person have any arrangements, oral or in writing, where it:

A. is paid cash by or receives some economic benefit (including commissions, equipment or non-research services)
from a non-client in connection with giving advice to clients?

B. directly or indirectly compensates any person for client referrals?

(For each yes, describe the arrangements on Schedule F.)

14. Balance Sheet. Applicant must provide a balance sheet for the most recent fiscal year on Schedule G if applicant:

®  has custody of client funds or securities; or

®  requires prepayment of more than $500 in fees per client and 6 or more months in advance

Has applicant provided a Schedule G balance sheet?

Answer all items. Complete amended pages in full, circle amended items and file with execution page (page 1).




Schedule F of

Applicant: SEC File Number: Date:
Form ADV .
Continuation Sheet for Form ADV Part Il | The Hedrick Co. g01. 67342 03/02/2009
(Do not use this Schedule as a continuation sheet for Form ADV Part I or any other schedules.)
1. Full name of applicant exactly as stated in Ttem 1A of Part T of Form ADV: IRS Empl. Ident. No.:

The Hedrick Co.

1-1345119

Item of Form
(identify)

Answer

1A
Services Provided

1A
Fee Schedule

Financial Planning:

Our philosophy is that life's goals aren’t really financial—the money aspect is only the cost of meeting the goals.
Financial planning is an ongoing process of analyzing the financial requirements of clients' personal aspirations
and family circumstances; then periodically evaluating, planning, and implementing procedures to accumulate and
preserve wealth. These activities may involve tax and cash-flow management, investment evaluation, retirement
planning, career or business planning, insurance reviews, education planning, and other areas of financial
concerns as requested by clients. The scope of the financial planning for each client is determined by the client.
Everybody's circumstances change over time, the more we know about you, the better work we can do in
positioning you to meet the monetary requirements of your goals. In other words, we are beginning a relationship
that involves ongoing communication and adjustments of financial arrangements to enhance your journey through
life. Some things to think about are: your retirement age and standard of living, major repairs or improvements on
your home, expenses for children or grandchildren such as education or weddings, extensive travel, new business,
beginning a family, supporting additional children, losing one income, career changes, sabbaticals, buying a first or
second home, etc. Upon completion of the initial analysis, we generate a written report which includes review

of the data and suggestions for action. We use a collaborative approach to finalize an action plan using a project
management approach to implement, monitor, and adjust the plan as necessary.

Portfolio Strategy:

Once we understand your unique financial situation, we draft an Investment Policy Statement based on lifestyle,
income needs, time horizon, risk temperament and special investment concerns. Once finalized, it is this
document that defines the guidelines used to manage your portfolio.

Portfolio Management:

Client appoints Advisor as attorney-in-fact with discretionary trading authority. The Advisor is granted authority to
assist in opening client accounts at Charles Schwab Institutional Services Group and to give instructions to buy,
sell, or transfer stocks, bonds, mutual funds, and other securities or financial instruments on Client's behalf. The
Advisor acts on behalf of Client in matters incidental to handling Client's investment accounts. This authority does
not grant Advisor authority to take custody or possession of Client funds or securities, except for payment of
advisory fees. The scope of authority, communication procedures and review schedules are tailored to each
Client's circumstances and outlined in the Investment Policy Statement, which then becomes the procedure
manual for Advisor's portfolio management.

Other Financial Consulting:

Other financial consulting is available for an hourly consulting fee. This is customized according to client requests
Examples of consulting services are: small business planning, compensation studies, historical

analysis of real estate internal rates of returns, comparative analysis of job offers, budgeting, refinancing analysis,
assistance with pension and employee benefit choices.

Divorce Planning:

Betty Hedrick is a Certified Divorce Financial Analyst, CDFA. Consulting services on an hourly basis are available
for evaluating property settlements, pension analysis, financial statements, child support needs, budget planning
and/or other related services through the process of marital dissolution.

Fees for Portfolio Management Services

Fees are based on the account values on the last day of each calendar quarter. The accounts are billed directly, in
arrears, and according to the following schedule:

First ~ $500,000 0.25% per quarter (annualized 1%)

Second $ 500,000 0.20% per quarter (annualized 8/10ths%)

From $1,000,000.01 to $3,000,000  0.1875% per quarter (annualized 3/4ths%)
From $3,000,000.01 to $5,000,000  0.1563% per quarter (annualized 5/8ths%)
Over  $5,000,000 0.125 per quarter (annualized 1/2 %)

The fees are cumulative, that is the first half million of each family group pays .25%, the second half million at
.20% and so on. When multiple family members have accounts all accounts are grouped for purposes of billing.
We reserve the right to negotiate other fee schedules in situations that warrant special consideration. We do not
offer alternative fee schedules for the purpose of keeping or obtaining a client; we value our clients and we strive

................................................................................................................................... CONTINUED ........ccc..e.

Complete amended pages in full, circle amended items and file with execution page (page 1).




SCHEDULE F of
FORM ADV

Continuation Sheet (2) for Form ADV Part I

SEC File Number:
801- 7342

Date:
03/02/2009

Applicant:
The Hedrick Co.

(Do not use this Schedule as a continuation sheet for Form ADV Part | or any other schedules.)

1. Full name of applicant exactly as stated in ltem 1A of Part | of Form ADV:

The Hedrick Co.

IRS Empl. Ident. No.:
91-1345119

Iltem of Form
(identify)

Answer

1.A. Fee Schedule
continued from previous

page

4.B.(8)

7.A.

to treat our clients equally and fairly. However, on rare occasions, circumstances surrounding a family may warrant higher or
lower fees based on the difficulty or simplicity of the services we provide that family.

We reserve the right to waive or reduce fees, at our discretion for certain clients if they belong to one of the following
categories:

A. Family Members

B. Non-profit Associations

C. Employees
Waiver of fees is not available to all clients within the categories listed.

Financial Planning

The Portfolio Management Fee Schedule includes traditional financial planning services. These may include retirement
projections, education planning, estate planning, tax planning or other analysis.

Other Financial Consulting
Portfolio Management Clients:

For clients who use only our hourly services:
Research Support Services

$135 per hour
$185 per hour
$ 75 per hour

We do volunteer work in the area of assisting in budgeting and debt reduction at the sole discretion of advisor.

Other sources of information advisor uses include:

Various subscription to other Investment Advisor's Portfolio Strategies, Buy and Sell recommendations, and Risk
Management. These vary according to specific needs of clients, market needs, and specific targeted industry or sector
analysis.

Education and Experience Requirements for Employees providing investment reviews or advice:

College education and equivalent of five years experience in a related field. Each case will be evaluated on an individual
basis with primary emphasis on the ability and desire to perform in-depth analysis, communicate clearly with clients, and
understand the importance of matching client circumstances and goals to investment policies. If not already certified in one of
the financial service areas, must be willing and able to obtain certification within a reasonable time period after assuming
investment related duties. Performance of investment related duties will not be allowed prior to the licensing and certification
requirements imposed by our regulatory bodies are met.

Betty Hedrick. Born 1953. Bachelors Degree Macalester College Liberal Arts, Graduate program in Long Term Health Care
Administration and Fiscal Management University of MN, Certification CFP 1986, Advanced education in financial aspects of
divorces in 2002-2003 with Certification as Divorce Financial Analyst, CDFA. Has been employed by The Hedrick Co. since
1986.

Hedrick does volunteer work in the schools and broader community. The commitments and projects vary. It is the belief of
the advisor that corporate and personal citizenship includes community involvement. Clients and other interested parties are
welcome to enquire as to the nature and scope of volunteer activity at any time.

Complete amended pages in full, circle amended items and file with execution page (page 1).




SCHEDULE F of
FORM ADV

Continuation Sheet (3)) for Form ADV Part i

Applicant: SEC File Number: Date:
The Hedrick Co. 801 67342 03/02/2009

(Do not use this Schedule as a continuation sheet for Form ADV Part | or any other schedules.)

1. Full name of applicant exactly as stated in ltem 1A of Part | of Form ADV: IRS Empl. Ident. No.:

The Hedrick Co.

91-1345119

Iltem of Form
(identify)

Answer

7.B.

8.C.(9)

9.E.

12.A.(3)

12.B.

Hedrick is licensed to sell life, disability and long term care insurance. During the last fiscal year, insurance sales represented
less than 1% of gross revenues. Divorce Financial Analysis is provided on an hourly consulting basis. During the last fiscal
year, divorce planning represented less than 10% of gross revenues.

Other Financial Industry Affiliations include various insurance companies and brokers as necessary to provide competitive
products for clients. Subscriptions to analysis and security recommendations from other investment advisors. These vary
according to the needs of clients at any given time.

Advisor and/or principals and/or employees may buy or sell for themselves, securities that are also recommended to, or
purchased on behalf of, clients. In all cases, client orders are placed first. If we sell for clients based on their particular
circumstances we may purchase in our accounts based on our circumstances and vice versa. However, the decision as to
whether a security is a quality investment is the same, we do not take opposite positions to clients based on the security
analysis. Our complete Code of Ethics is available upon request.

Block Trades allow buying and selling securities for multiple accounts with just one order. Allocations are always based on
average price received.

On occasion, block trades result in partial fills. Advisor prorates partial fills by percentage when possible. If proration would
result in trades too small to allow reasonable cost vs benefit, Advisor allocates alphabetically by client last name on a rotating
schedule of a-z, z-a, |-a, m-z. Partial fills may result in a higher price or a lost opportunity when purchasing securities. Partial
fills may result in a lower price when liquidating a position. Partial fills may result in more than one transition charge.

From time to time, we purchase fixed income, preferred or convertible securities through other firms on behalf of our clients.
These transactions settle at, or subsequently transfer to, Schwab. While Schwab charges an acceptance fee, advisor deems
the value of the security, the execution price, or the monitoring and evaluation of such securities to warrant the transaction
through another firm.

Client accounts are opened at Charles Schwab under their Institutional Services Division. As such, our clients have greater
choice of no-load mutual funds than Schwab’s traditional retail clients. Please note that Schwab’s e-trade clients may pay
lower commissions than both retail and institutional clients.

Complete amended pages in full, circle amended items and file with execution page (page 1).




Schedule G of
Form ADV
Balance Sheet

Applicant:

SEC File Number:

The Hedrick Co. c01. 67342

Date:

03/02/2009

(Answers in Response to Form ADV Part II Item 14.)

L.

Full name of applicant exactly as stated in Ttem 1A of Part T of Form ADV"

The Hedrick Co.

IRSEmpl Ident No -
91-1345119

1. The balance sheet must be:

Instructions

A. Prepared in accordance with generally accepted accounting principles

B. Audited by an independent public accountant

C. Accompanied by a note stating the principles used to prepare it, the basis of included securities, and any other
explanations required for clarity.

2. Securities included at cost should show their market or fair value parenthetically.

3. Qualifications and any accompanying independent accountant’s report must conform to Article 2 of Regulation S-X

(17 CFR 210.2-01 et. seq.).

4. Sole proprietor investment advisers:

A. Must show investment advisory business assets and liabilities separate from other business and personal assets and

liabilities

B. May aggregate other business and personal assets and liabilities unless there is an asset deficiency in the total financial

position.

Complete amended pages in full, circle amended items and file with execution page (page 1).
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(for sponsors of wrap fee programs)

Name of wrap fee program or programs described in attached brochure:

Applicability of Schedule. This Schedule must be completed by applicants that are compensated under a wrap fee
program for sponsoring, organizing, or administering the program, or for selecting, or providing advice to clients
regarding the selection of, other investment advisers in the program (“sponsors™). A wrap fee program is any
program under which a specified fee or fees not based directly upon transactions in a client’s account is charged
for investment advisory services (which may include portfolio management or advice concerning the selection of
other investment advisers) and execution of client transactions.

Use of Schedule. This Schedule sets forth the information the sponsor must include in the wrap fee brochure it
is required to deliver or offer to deliver to clients and prospective clients of its wrap fee programs under Rule
204-3 under the federal Advisers Act and similar rules of the jurisdictions. The wrap fee brochure prepared in
response to this Schedule must be filed with the Commission and the jurisdictions as part of Form ADV by
completing the identifying information on this Schedule and attaching the brochure. Brochures should be
prepared separately, not on copies of this Schedule. Any wrap fee brochure filed with the Commission as part of
an amendment to Form ADV shall contain in the upper right hand corner of the cover page the sponsor’s
registration number (801- ).

General Contents of Brochure. Unlike Parts I and II of this form, this Schedule is not organized in “check-the-
box” format. These instructions, including the requests for information in Item 7 below, should not be repeated
in the brochure. Rather, this Schedule describes minimum disclosures that must be made in the brochure to satisfy
the sponsor’s duty to disclose all material facts about the sponsor and its wrap fee programs. Nothing in this
Schedule relieves the sponsor from any obligation under any provision of the federal Advisers Act or rules
thereunder, or other federal or state law to disclose information to its advisory clients or prospective
advisory clients not specifically required by this Schedule.

Multiple Sponsors. 1f two or more persons fall within the definition of “sponsor” in Item 1 above for a single wrap
fee program, only one such sponsor need complete the Schedule. The sponsors may choose among themselves the
sponsor that will complete the Schedule.

Omission of Inapplicable Information. Any information not specifically required by this Schedule that is
included in the brochure should be applicable to clients and prospective clients of the sponsor’s wrap fee
programs. If the sponsor is required to complete this Schedule with respect to more than one wrap fee program,
the sponsor may omit from the brochure furnished to clients and prospective clients of any wrap fee program or
programs information required by this Schedule that is not applicable to clients or prospective clients of that wrap
fee program or programs. If a sponsor of more than one wrap fee program prepares separate wrap fee brochures
for clients of different programs, each brochure prepared must be filed with the Commission and the jurisdictions
attached to a separate copy of this Schedule. Each such brochure must state that the sponsor sponsors other wrap
fee programs and state how brochures for those programs may be obtained.

Updating. Sponsors are required to file an amendment to the brochure promptly after any information in the
brochure becomes materially inaccurate. Amendments may be made by use of a “sticker,” i.e., a supplement
affixed to the brochure that indicates what information is being added or updated and states the new or revised
information, as long as the resulting brochure is readable. Stickers should be dated and should be incorporated
into the text of the brochure when the brochure itself is revised.

Contents of Brochure. Include in the brochure prepared in response to this Schedule:

(a) on the cover page, the sponsor’s name, address, telephone number, and the following legend in bold type or some other
prominent fashion:

This brochure provides clients with information about [name of sponsor]| and the [name of program or programs]
that should be considered before becoming a client of the [name of program or programs]. This information
has not been approved or verified by any governmental authority.

(b) a table of contents reflecting the subject headings in the sponsor’s brochure;

(c) the amount of the wrap fee charged for each program or, if fees vary according to a schedule established by the sponsor,
a table setting forth the fee schedule, whether such fees are negotiable, the portion of the total fee (or the range of such
amounts) paid to persons providing advice to clients regarding the purchase or sale of specific securities under the program
(“portfolio managers”), and the services provided under each program (including the types of portfolio management
services);
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(d) a statement that the program may cost the client more or less than purchasing such services separately and a statement
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of the factors that bear upon the relative cost of the program (e.g., the cost of the services if provided separately and the
trading activity in the client’s account);

if applicable, a statement that the person recommending the program to the client receives compensation as a result of the
client’s participation in the program, that the amount of this compensation may be more than what the person would
receive if the client participated in other programs of the sponsor or paid separately for investment advice, brokerage, and
other services, and that the person may therefore have a financial incentive to recommend the wrap fee program over other
programs or services;

adescription of the nature of any fees that the client may pay in addition to the wrap fee and the circumstances under which
these fees may be paid (including, if applicable, mutual fund expenses and mark-ups, mark-downs or spreads paid to
market makers from whom securities were obtained by the wrap fee broker);

how the program’s portfolio managers are selected and reviewed, the basis upon which portfolio managers are
recommended or chosen for particular clients, and the circumstances under which the sponsor will replace or recommend
the replacement of the portfolio manager;

(1) ifapplicable, a statement to the effect that portfolio manager performance information is not reviewed by the sponsor
or a third party and/or that performance information is not calculated on a uniform and consistent basis,

(2) if performance information is reviewed to determine its accuracy, the name of the party who reviews the information
and a brief description of the nature of the review,

(3) areference to any standards (i.e., industry standards or standards used solely by the sponsor) under which
performance information may be calculated;

a description of the information about the client that is communicated by the sponsor to the client’s portfolio manager,
and how often or under what circumstances the sponsor provides updated information about the client to the portfolio
manager;

any restrictions on the ability of clients to contact and consult with portfolio managers;

in narrative text, the information required by Items 7 and 8 of Part II of this form and, as applicable to clients of the wrap
fee program, the information required by Items 2, 5, 6, 9A and C, 10, 11, 13 and 14 of Part II;

if any practice or relationship disclosed in response to Item 7, 8, 9A, 9C and 13 of Part II presents a conflict between the
interests of the sponsor and those of its clients, explain the nature of any such conflict of interest; and

(m) if the sponsor or its divisions or employees covered under the same investment adviser registration as the sponsor act as

portfolio managers for a wrap fee program described in the brochure, a brief, general description of the investments and
investment strategies utilized by those portfolio managers.

8. Organization and Cross References. Except for the cover page requirements in Item 7(a) above, information
contained in the brochure need not follow the order of the items listed in Item 7. However, the brochure should
not be organized in such a manner that important information called for by the form is obscured.

Set forth below the page(s) of the brochure on which the various disclosures required by Item 7 are provided.

Page(s) Page(s) Page(s)
Item 7(a) cover Item 7(f) Item 7()
#7(b) #7(g) #7(k)
#7(c) #7(h) #7(1)
#7(d) #7(1) #7(m)

#7(e)




	schedulef12pg2: to treat our clients equally and fairly.  However, on rare occasions, circumstances surrounding a family may warrant higher or lower fees based on the difficulty or simplicity of the services we provide that family. 

We reserve the right to waive or reduce fees, at our  discretion for certain clients if they belong to one of the following categories:
          A.  Family Members
          B.  Non-profit Associations
          C.  Employees
Waiver of fees is not available to all clients within the categories listed.

Financial Planning

The Portfolio Management Fee Schedule includes traditional financial planning services.  These may include retirement projections, education planning, estate planning, tax planning or other analysis.  

Other Financial Consulting

Portfolio Management Clients:                                 $135 per hour     	
For clients who use only our hourly services: 	$185 per hour
Research Support Services                                     $  75 per hour

We do volunteer work in the area of assisting in budgeting and debt reduction at the sole discretion of advisor. 





Other sources of information advisor uses include:
Various subscription to other Investment Advisor's Portfolio Strategies, Buy and Sell recommendations, and Risk Management.  These vary according to specific needs of clients, market needs, and specific targeted industry or sector analysis.  

Education and Experience Requirements for Employees providing investment reviews or advice:
College education and equivalent of five years experience in a related field.  Each case will be evaluated on an individual basis with primary emphasis on the ability and desire to perform in-depth analysis, communicate clearly with clients, and understand the importance of matching client circumstances and goals to investment policies.  If not already certified in one of the financial service areas, must be willing and able to obtain certification within a reasonable time period after assuming investment related duties.  Performance of investment related duties will not be allowed prior to the licensing and certification requirements imposed by our regulatory bodies are met.

Betty Hedrick.  Born 1953.  Bachelors Degree Macalester College Liberal Arts, Graduate program in Long Term Health Care Administration and Fiscal Management University of MN, Certification CFP 1986,   Advanced education in financial aspects of divorces in 2002-2003 with Certification as  Divorce Financial Analyst, CDFA.  Has been employed by The Hedrick Co. since 1986.

Hedrick does volunteer work in the schools and broader community.  The commitments and projects vary.  It is the belief of the advisor that corporate and personal citizenship includes community involvement.  Clients and other interested parties are welcome to enquire as to the nature and scope of volunteer activity at any time.  
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	amendment#: 67342
	applicant: The Hedrick Co.
	schedulef12pg3: Hedrick is licensed to sell life, disability and long term care insurance.  During the last fiscal year, insurance sales represented less than 1% of gross revenues.  Divorce Financial Analysis is provided on an hourly consulting basis.  During the last fiscal year, divorce planning represented less than 10% of gross revenues.

Other Financial Industry Affiliations include various insurance companies and brokers as necessary to provide competitive products for clients.  Subscriptions to analysis and security recommendations from other investment advisors.  These vary according to the needs of clients at any given time.

Advisor and/or principals and/or employees may buy or sell for themselves, securities that are also recommended to, or purchased on behalf of, clients.  In all cases, client orders are placed first.  If we sell for clients based on their particular circumstances we may purchase in our accounts based on our circumstances and vice versa.  However, the decision as to whether a security is a quality investment is the same, we do not take opposite positions to clients based on the security analysis.  Our complete Code of Ethics is available upon request.

Block Trades allow buying and selling securities for multiple accounts with just one order.  Allocations are always based on average price received.

On occasion, block trades result in partial fills.  Advisor prorates partial fills by percentage when possible.  If proration would result in trades too small to allow reasonable cost vs benefit, Advisor allocates alphabetically by client last name on a rotating schedule of a-z, z-a, l-a, m-z.  Partial fills may result in a higher price or a lost opportunity when purchasing securities.  Partial fills may result in a lower price when liquidating a position.  Partial fills may result in more than one transition charge.  


From time to time, we purchase fixed income, preferred or convertible securities through other firms on behalf of our clients.  These  transactions settle at, or subsequently transfer to, Schwab. While Schwab charges an acceptance fee, advisor deems the value of the security, the execution price, or the monitoring and evaluation of such securities to warrant the transaction through another firm.

Client accounts are opened at Charles Schwab under their Institutional Services Division. As such, our clients have greater choice of no-load mutual funds than Schwab’s traditional retail clients. Please note that Schwab’s e-trade clients may pay lower commissions than both retail and institutional clients. 
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	112a: First level of review:  Alerts on prices, key developments, earnings, rating changes or analyst recommendations trigger review.  Market conditions and factors relating to particular industries also trigger reviews.  This first level may occur at any frequency and is conducted at the level of specific securities.  The type and perceived significance of the alert determines the depth and scope of the review.  It focuses on securities, concentrating on the opportunity versus risk, the function it serves, and judgement on the quality of the investment.  This level may result in liquidating all positions held within the client base without further review.
Second level:  The next step concentrates on each client's portfolio.  It may be triggered at any time by an alert at the first level depending on the applicability to the IPS.  Possible changes in holdings are determined by goals and guidelines as outlined in the IPS.  Each client portfolio is reviewed at least monthly.
Third level:  If the second level requires changes within investment holdings, the next step is to review each account within  the client portfolio.  Tax considerations and withdrawal plans or time horizons for specific accounts determine how the holdings are adjusted.  This review is triggered whenever level one or level two reviews call for purchases or sales, or at least annually.
Fourth level:  Focuses on comparing each client's IPS and performance goals to the actual allocation and performance.  It may result in rebalancing.  All clients receive this at least quarterly.  Those clients in or nearing retirement or some other significant life event are shifted to a more frequent review.
Fifth level:  Focuses on confirming and updating all client data.  This may be triggered by a significant life event, a request by the client, a request by the advisor, or a pre-arranged schedule based on client circumstances.  In addition to updating client data, projections for future cash needs are updated, the IPS is reviewed and updated as necessary, and investment performance is reviewed.  This review occurs at least annually and may be done by phone or by meeting.
B. Hedrick reviews all accounts and securities,
	112b: All Clients receive monthly statements and confirmations from the custodial broker, currently Charles Schwab & Company Institutional Investment Services.

The Hedrick Co. prepares and sends quarterly statements including 1) Portfolio statement showing asset class, purchase dates, purchase prices, yield, income, and unrealized gains (losses) for current equity and mutual fund positions.  2) Illustration of fixed income ladder by maturity.  3) Portfolio Performance Summary.  4) Billing statement  5) And, if they desire, an income and realized gains report for the most recent quarter.

During the first quarter of each year we assist clients in gathering tax related information.
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	schedulef12: Financial Planning:
Our philosophy is that life's goals aren’t really financial—the money aspect is only the cost of meeting the goals.  Financial planning is an ongoing process of analyzing the financial requirements of clients' personal aspirations 
and family circumstances; then periodically evaluating, planning, and implementing procedures to accumulate and preserve wealth.  These activities may involve tax and cash-flow management, investment evaluation, retirement planning, career or business planning, insurance reviews, education planning, and other areas of financial
concerns as requested by clients.  The scope of the financial planning for each client is determined by the client. Everybody's circumstances change over time, the more we know about you, the better work we can do in 
positioning you to meet the monetary requirements of your goals. In other words, we are beginning a relationship that involves ongoing communication and adjustments of financial arrangements to enhance your journey through life. Some things to think about are: your retirement age and standard of living, major repairs or  improvements on your home, expenses for children or grandchildren such as education or weddings, extensive travel, new business, beginning a family, supporting additional children, losing one income, career changes, sabbaticals, buying a first or second home, etc.  Upon completion of the initial analysis, we generate a written report which includes review
 of the data and suggestions for action.  We use a collaborative approach to finalize an action plan using a project management approach to implement, monitor, and adjust the plan as necessary.

Portfolio Strategy:
Once we understand your unique financial situation, we draft an Investment Policy Statement based on lifestyle, income needs, time horizon, risk temperament and special investment concerns.  Once finalized, it is this
document that defines the guidelines used to manage your portfolio.

Portfolio Management: 
Client appoints Advisor as attorney-in-fact with discretionary trading authority.  The Advisor is granted authority to assist in opening client accounts at Charles Schwab Institutional Services Group and to give instructions to buy,
 sell, or transfer stocks, bonds, mutual funds, and other securities or financial instruments on Client's behalf.  The Advisor acts on behalf of Client in matters incidental to handling Client's investment accounts.  This authority does not grant Advisor authority to take custody or possession of Client funds or securities, except for payment of advisory fees. The scope of authority, communication procedures and review schedules are tailored to each
Client's circumstances and outlined in the Investment Policy Statement, which then becomes the procedure
manual for Advisor's portfolio management.

Other Financial Consulting:
Other financial consulting  is available for an hourly consulting fee.  This is customized according to client requests.  Examples of consulting services are:  small business planning, compensation studies, historical 
analysis of real estate internal rates of returns, comparative analysis of job offers, budgeting, refinancing analysis, assistance with pension and employee benefit choices. 
  
Divorce Planning:
Betty Hedrick is a Certified Divorce Financial Analyst, CDFA.  Consulting services on an hourly basis are available for evaluating property settlements, pension analysis, financial statements, child support needs, budget planning
and/or other related services through the process of marital dissolution.


Fees for Portfolio Management Services

Fees are based on the account values on the last day of each calendar quarter. The accounts are billed directly, in arrears, and according to the following schedule:
	
	First      $ 500,000 	0.25% per quarter (annualized 1%)
	Second $ 500,000	0.20% per quarter (annualized 8/10ths%)
	From    $1,000,000.01 to $3,000,000	0.1875% per quarter (annualized 3/4ths%)
	From    $3,000,000.01 to $5,000,000	0.1563% per quarter (annualized 5/8ths%)
	Over     $5,000,000	0.125 per quarter (annualized 1/2 %)

The fees are cumulative, that is the first half million of each family group pays .25%, the second half million at 
.20% and so on. When multiple family members have accounts all accounts are grouped for purposes of billing.
We reserve the right to negotiate other fee schedules in situations that warrant special consideration.  We do not offer alternative fee schedules for the purpose of keeping or obtaining a client; we value our clients and we strive                                                                                                                                                                                                                                         
                                                                     ...................................................................................................................................   CONTINUED ...................

























Education and Business Background Required for those involved in determining or giving investment advice to clients;  Must have a bachelors degree or higher.  Must demonstrate proficiency in investments and financial advisory topics as well as investment philosophy by working closely with principal, must have suitable work history.  Typically at least five years in a position requiring similar skills in analysis, organization, and customer support or service.  Exceptions may be made in cases where the experience has been full time and directly related to financial advisory services.  He/she must be willing and able to pursue certification in one of the financial advisory areas of study.

Current Investment Advisory Persons
Betty Hedrick born 1953,  Bachelors Education in Liberal Arts (History and Classical Greek), Graduate Education in Finance and Long Term Health Care Administration.  Has provided financial and investment advice since 1984, focusing on financial planning and stocks and bonds since 1986.  
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