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monitor and manage his account.

) a dlffer'erit view of its rolein Mr Kada;r'*-s

:‘help ‘managing the 'stock’ and
tioms. gained: threugh my emp.
I had felt comfortable mana

rade his Do bleChek stock

sify-his stock, but the Teduests he made
fo sell’ his-stock at specific priees: often

teoshigh. Kadar’s portiolio deelined be-

cause e held onto DoubleClick teolong,

convinced -it. would increase - in -price,
- Bane of America claimed. ,

“We don’t have a duty to provide ad-

Yo Eessasns an affontimed doand in

When Robert Kadar was searching
for g brokerage firm in 2000 that could
help him manage his large chunk of
stock options, he said Banc of Amberica -
Secutities won him.over. by promising
that a-team of experts-would carefully

Three years later, the same firm had

. Durmg arbrtratlon the company sald‘
it had repeatedly teld Mr: Kadarto-diver-

- couldn’t be honored béeatise he aimeéd.

the Kadar case, we certainly did,” i

. Banc of America Securities spokes—

woman Shirley Norton, “Buit-he’s the one

who has to sell the stock. We can’t force -

him to sell the stock.”

In 4 decision released in Aprﬂ 2004

the NYSE panel awarded Mr. Kadar-—-

who had sought $5.5 million—a total of

$625,000 plus interest agamst Banc of
. America Securities.

“Mr. Kadar’s case is hardly umque All _"
over Wall Street, major full-service

firms, including UBS AG, ‘Merrill Lyneh
- & Co. and Morgan Stanley, promise their

~ biggest and best -brokerage clients that.

they will have a bevy of financial experts

Vs case this: year Y
Inc s Srmth Barney un

cise strategies to- tax implic

opened an account for hint that: was,'

quickly filled with-WorldCom- stock after
he exercised optlons in 1999,

Mf. Kalina clainjed ‘he fost. $427 093
because Smith Barney didn’t provide ad-
vice about hedging his conceéntrated posi-
tion. Smith Barney countered that Kalina

- made His own investment decisions; opt:
ing to maintain a large position in World-

Com. During the hearing, it: claime
had no legal duty to either: recomm 1d

- ruling; and f‘e

attendmg to thelr every need, Jhut ine arbl-\

-~ tial chents that its brokers Spet 11zem.

stock-option advice ranging:from. exer- ,ﬁrms spend ]

that he sell WorldCom or suggest a,h gl e
-ing strategy. \

¢ made a big stink about that a’c the +
hearing,” said Mr. Kalina’s attorney,
Lawrence Klayman, of Klayman & ‘Foskes -

:in Boca, Raton, Fla. I asked, what's the |

difference. between a discount brokerage
firm and a full-service broker firm? A full:

- ~service firm is getting paid to:male recom-
] mendatlons 10 clients, isn’t it?” . & -

‘Smith Barney - lost and paid; out |
$200 000, Spokeswoman Kimberly Atwa- .
ter said the firm was dlsappomted in the:

support an

represent -them -5a
q lhon

counts and grve goo - ad
shouldn’t do. an-ghout-faee i

. “People rely ontheir broker -
ing expertise from-a licensed professmnal,-
the way a lawyer or.a dector i§ a licensed
professional,” said William Féderman;-the-
Oklahoma attorney who represented San-
ford.- “I don't eop ot after Im . hired and
say, ‘All I'm-supposed to do for a client is

_show up at courthouse, I'm not supposed to

come prepared fo present a case. ” -

t the évidenc drdnt‘: X
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