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Serving close to one-third of all U.S. households – 34 million in all – multifamily housing serves a vast market and answers a basic

human need. Investors value its unique strengths. Because it is non-discretionary spending and paid in advance, rental income

provides a strong, stable revenue stream, at relatively low risk. There is no need for large R&D expenditures, and growth does

not depend on acquisitions or new business development. And as interest rates climb, so will the demand for apartments. 

Building value

Equity Residential (EQR) is America’s Choice for

Apartment Living. With more than 950 properties

in 34 states, we’re a leading publicly traded

owner, operator and developer of mult ifamily

rental properties in the United States. We are 

an S&P 500 company and have been named “one 

of America’s most admired companies” by

Fortune magazine.
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on the cover: Shifting Equity Residential’s focus to its 30 most attractive markets – with the goal of leading in all of them – Transactions team members
Christopher Beda and Eileen Walsh helped complete nearly $2 billion in property transactions during 2003.
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Equity Residential

Diversity is a special property
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From California to Florida, our portfolio is broad and diverse.

Offering more choices in more markets than other apartment

companies helps provide a steady stream of earnings and limits

the impact of downturns in any single market or region. From

first-time renters just out of college to baby-boomer retirees,

Equity Residential meets the needs of a growing rental market.

left: Versailles, Los Angeles   top right: Clarendon Centre, Washington D.C.
bottom right: Grand Plaza, Miami
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We make life easy
New web-based marketing programs allow prospective residents

to view apartment features as well as locations. Our 30-day

money back guarantee and a written service guarantee give new

renters greater piece of mind. Our Rent with Equity and Coast

to Coast programs encourage residents to stay with us, whether

they plan to move into a single-family home or to another 

apartment community. 
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Our attractive communities and innovative, cost-effective marketing make it easy for people to

Customer Service Center Coast to Coast Relocat ion

48-Hour Service Guarantee Renters’ Insurance

8531_alt3  4/14/04  9:31 AM  Page 6



77

choose Equity properties. Friendly people and outstanding service make it easy for them to stay.

Condominium Living Rent to Own

Corporate Housing Internet Services
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At home with quality
Our acquisition and development programs – and increased spending on landscaping and maintenance – improve the quality of

our portfolio. More than ever, we are focusing our operations in attractive, high barrier- to-entry markets, where demand is

strongest and zoning and other restrictions tend to limit new development. 

Carlyle Mill, Washington D.C.
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Brick, mortar and people
The apartment industry is a brick, mortar and people business. Our goal is to have the best people in the business. Our training
programs, already the best and most comprehensive in the industry, continue to be expanded. New efforts are helping increase
the diversity of our staff. Consolidating our operations will allow us to share best practices and work more efficiently.

Nick Geren and Christine Lill are part of the property management team at Four Lakes Village, a 1,400-unit community in Lisle, Illinois, offering a unique mix of
apartments and condominiums. Four Lakes is one of seven condominium conversion projects that increase returns for Equity and offer an attractive buying
opportunity for residents who are ready to move on to home ownership.
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John Shelest and Kranthi Mulamalla help turn industry-leading information
resources into a competitive advantage. 

Ron Gjerde leads one of the nearly 5,000 classes conducted in 2003. Training
magazine has named Equity Residential one of the top 100 companies for
training in the U.S. for the third year in a row. 
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In 2003, conditions were as challenging as we expected them to

be. We met the challenge – and set the stage for new growth.

Historically low interest rates continued to lure many renters 

out of apartments and into homes. Meanwhile, a weak job 

market and continued economic uncertainty slowed the 

formation of new households. Average vacancy rates were the

highest in 15 years; rental rates fell and concessions rose. Yet

even while demand was down, the supply of apartments 

continued to rise as new construction added more apartments 

to many markets. 

All of these factors affected our performance. Although total

revenues from continuing operations increased slightly to $1.82

billion, the revenues on our “same store” portfolio decreased

2.3 percent. “Same store” refers to the same 171,841 apartment

units we owned in 2002 and 2003. Funds from Operations

(FFO), a commonly used measure of a real estate company’s

operating performance, fell from $719.3 million, or $2.39 per

share, in 2002 to $640.4 million, or $2.15 per share, in 2003.

Yet the year also revealed our strength. We maintained the

highest long-term debt ratings in our industry. We maintained 

a dividend of $1.73 per share, paid entirely from cash flow

from operations. Our total annual return of 28% rewarded our

shareholders for their continued support, and our total returns

for the preceding three and five-year periods once again 

surpassed the Dow Jones Industrials and the S&P 500. Since our

Initial Public Offering in August 1993, Equity Residential has

produced an annualized total return of 16%, surpassing the Dow

Jones, S&P 500, NASDAQ and Morgan Stanley REIT Indexes.

With lower levels of job growth expected through much of 2004,

conditions will not improve overnight. But we look forward to

some improvement over the next 12 months and greater

progress in 2005 and beyond. We are preparing for it today.

Concentrate and Focus

Equity Residential enjoys unique advantages. Our highly diver-

sified portfolio helps to produce a more predictable stream of

earnings and limit risk. Our large portfolio brings economies of

scale that are especially important in today’s environment, as

well as lower costs of capital and greater liquidity. Our conser-

vative balance sheet helps to protect our dividend and attract

investors who seek quality and safety. 

To capitalize on these advantages, we are concentrating our

resources and focusing them on our best markets. By the end of

2005, we will have reduced the number of markets we operate

in from 44 to 30. 

Letter to our Shareholders
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Taking advantage of a seller’s market during 2003, we sold

approximately $1.2 billion worth of properties – 23,486 units in

all. We moved our capital out of smaller, second-tier markets,

including Greenville, South Carolina, Richmond, Virginia, and

Birmingham, Alabama, where we had fewer and typically,

older properties. We invested capital in newer assets and

increased our presence in large, attractive, high barrier-to-

entry markets, including Boston, Washington, D.C. and South

Florida, where zoning and other restrictions tend to limit 

supply. We acquired more than $684 million in properties –

5,200 units. 

Concentrating our operations in fewer markets allows us to

achieve a leading position in each of them and use our size

and scale to reduce costs, offer more to our residents and

employees, and maximize the value of our portfolio. 

Win in the Marketplace

We are working hard to increase revenues and maintain our

competitiveness by investing to improve the quality – and 

market appeal – of our properties. We improved landscaping

and exterior maintenance, upgraded common areas and 

clubhouses and installed new cabinets and appliances.

19
9

8

U.S. CITIZENS TURNING 18 YEARS OLD
(in millions)

In the battle to win – and retain – residents we are working 

to make every dollar count. Thousands of resident surveys and 

30 focus groups in markets across the country gave us the

information needed to understand residents’ needs and pref-

erences, develop effective marketing messages and make 

the best media purchases. 

Our corporate housing program, which provides housing for a

company’s employees on assignment away from home, served 

a growing number of major corporations and organizations. Our

Rent with Equity, Coast to Coast and Block to Block programs

encourage residents to stay with us longer, or relocate to another

Equity property. 

For the first time in 2003, our web site was the number one

source of traffic to our properties. We have the size and

resources to apply this low-cost medium effectively. Entrance

signage at our properties, which includes our web address,

directs people to our web site. Advanced search capabilities

allow prospective residents to search by floor plans and other 

EQUITY RESIDENTIAL’S CORE MARKETS OUTPACE NATIONAL
AVERAGE IN HOUSEHOLD FORMATIONS
(by percentage)
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features as well as by location, and we have invested in pay-for-

click advertising and major search engine placements. 

As we have continued to improve upon our sales and marketing

efforts, we have introduced programs that not only improve the

bottom line but make a difference in the communities in which

we do business. Our Home Town Heroes program, for example,

offers discounts to teachers, fire fighters and law enforcement

officers, who often have difficulty finding affordable housing 

in the communities they serve. We are helping to meet their

needs – and expressing our appreciation for the work they do –

while also helping our bottom line. 

We continue to support – and build – the communities in which

we operate, work and live in other ways as well. Every employee

receives one paid day off per year to perform volunteer service.

We are proud to report that Equity Residential employees

devoted thousands of hours to their communities during 2003,

and are doing so again in 2004.

Move Forward

Our ongoing efforts to increase our revenues, consolidate and

streamline our operations and improve our properties will have a

powerful impact on our performance when the market improves.

And that’s what we expect in late 2004 – and beyond. Certainly,

demographics are on our side. As the children of the “baby

boomers” – the “echo boomers”– come of age, nearly 4 million

people will turn 18 each year – joining the age group with 

the greatest propensity to form new households and rent apart-

ments. The great majority of the 345,000 immigrant households

formed each year also move into rental apartments. Any increase

in mortgage rates above current levels will add to the number 

of renters and keep them in the rental market for longer periods.

New job growth will encourage people who are living with 

parents or a roommate to look for places of their own. We’re

especially well positioned to benefit from these trends: our 

core markets outpace the national averages for household 

formation and job growth.

When the market does come around, we’ll be ready. 

We’ll increase revenues. We will make even better use of the

power of the Internet. New marketing programs will include

efforts aimed specifically at retaining current residents and at

cross-selling our properties. We’ll continue to provide valuable

services such as renters’ insurance, which helps residents protect

National Presence, Local Expertise 
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By virtually every measure, we’ve performed well in a challenging

market. We are preparing to perform even better. And through

bad times and good, we will continue to work to earn – and

reward – your trust.

Thank you for your continued support. 

Samuel Zell

Chairman of the Board of Trustees

Bruce W. Duncan

President and Chief Executive Officer

March 31, 2004

the contents of their apartments. Condominium conversions

offer another attractive opportunity. In 2003 we sold more than

400 condo units at properties in Chicago, Seattle and Phoenix,

adding a new sales channel that allows us to achieve the

greatest returns from the sale of our properties. 

We’ll continue to upgrade our portfolio. As institutions and

other investors seek the security of multifamily real estate, 

we will complete our planned exit from smaller markets and

trade up to newer, better-located and more valuable properties.

With more than 200,000 apartment units in 30 markets, we 

will continue to enjoy all of the benefits of our diversification

and scale.

We’ll continue to lower costs and mine all of the opportunities

that are available. We will keep pushing to optimize procure-

ment, standardize our operations and identify and apply our

best practices. We will continue to explore new technology that

promises to bring more discipline to the pricing process.

Enhancing our national customer service center will improve the

responsiveness of our service and the productivity of our

on-site staffs. Consolidating advertising purchases will lower

costs and improve our presence in our markets.

You may also be assured that we will continue to follow the

best practices for corporate governance. We’re proud of our

reputation for openness and honesty, which is reflected in our

high standards of corporate governance. Our board of trustees

is elected annually, and nine of its twelve members are inde-

pendent. We have a designated Lead Trustee as well as a

Financial Expert on our Audit Committee, and trustees meet in

executive sessions without management at least four times a

year. They also are expected to visit at least five properties –

ours or our competitors’ – every year.

Recent changes have strengthened our governance practices

even more. At the beginning of 2003, we decided to expense

stock options and prohibit their repricing. We also recently

strengthened our Audit Committee charter and adopted formal

charters for our Compensation, Corporate Governance and

Nominating Committees. Our efforts are reflected in our

Institutional Shareholder Services Corporate Governance rank-

ings, which are in the top one percent of all S&P 500 and 

real estate companies. 

$10,000 INVESTED IN 1993 WAS WORTH $43,000 IN 2003
(in thousands of dollars, assumes dividend reinvestment)
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Selected Financial Data
(Financial information in thousands except for per share and property data)

Year Ended December 31, 2003 2002 2001 2000 1999

Operating Data:
Total revenues from continuing operations $ 1,823,298 $ 1,809,163 $ 1,844,003 $ 1,733,026 $ 1,508,648

Income from continuing operations $ 211,558 $ 246,840 $ 304,683 $ 260,667 $ 224,489

Net income $ 543,847 $ 421,313 $ 474,023 $ 549,451 $ 393,881

Net income available to Common Shares $ 426,639 $ 324,162 $ 362,580 $ 437,510 $ 280,685

Earnings per share – basic:
Income from continuing operations available 

to Common Shares $ 0.44 $ 0.60 $ 0.77 $ 0.67 $ 0.52

Net income available to Common Shares $ 1.57 $ 1.19 $ 1.36 $ 1.69 $ 1.15

Weighted average Common Shares outstanding 272,337 271,974 267,349 259,015 244,350

Earnings per share – diluted:
Income from continuing operations available 

to Common Shares $ 0.43 $ 0.59 $ 0.76 $ 0.67 $ 0.52

Net income available to Common Shares $ 1.55 $ 1.18 $ 1.34 $ 1.67 $ 1.14

Weighted average Common Shares outstanding 297,041 297,969 295,213 291,266 271,310

Distributions declared per Common Share outstanding $ 1.73 $ 1.73 $ 1.68 $ 1.575 $ 1.47

Balance Sheet Data (at end of period):
Real estate, before accumulated depreciation $12,874,379 $13,046,263 $13,016,183 $12,591,539 $12,238,963

Real estate, after accumulated depreciation $10,578,366 $10,934,246 $11,297,338 $11,239,303 $11,168,476

Total assets $11,466,893 $11,810,917 $12,235,625 $12,263,966 $11,715,689

Total debt $ 5,360,489 $ 5,523,699 $ 5,742,758 $ 5,706,152 $ 5,473,868

Minority interests $ 600,929 $ 611,303 $ 635,822 $ 612,618 $ 456,979

Shareholders’ equity $ 5,015,441 $ 5,197,123 $ 5,413,950 $ 5,619,547 $ 5,504,934

Other Data:
Total properties (at end of period) 968 1,039 1,076 1,104 1,064

Total apartment units (at end of period) 207,506 223,591 224,801 227,704 226,317

Funds from operations available to
Common Shares and OP Units (1)(2) $ 640,390 $ 719,265 $ 706,294 $ 719,580 $ 619,152 

Cash flow provided by (used for):
Operating activities $ 747,981 $ 888,938 $ 889,668 $ 841,826 $ 788,970 

Investing activities $ 330,366 $ (49,297) $ 57,429 $ (563,175) $ (526,851)

Financing activities $ (1,058,643) $ (861,369) $ (919,266) $ (283,996) $ (236,967)

(1) The National Association of Real Estate Investment Trusts (“NAREIT“) defines funds from operations (“FFO“) (April 2002 White Paper) as net income (computed in accordance with accounting principles
generally accepted in the United States), excluding gains (or losses) from sales of property, plus depreciation and amortization, and after adjustments for unconsolidated partnerships and joint ventures
Adjustments for unconsolidated partnerships and joint ventures will be calculated to reflect funds from operations on the same basis. FFO has also been adjusted by preferred distributions and premium
on redemption of preferred shares to arrive at FFO available to Common Shares and OP Units. The April 2002 White Paper states that gain or loss on sales of property is excluded from FFO for previously
depreciated operating properties only. Once the Company commences the conversion of units to condominiums, it simultaneously discontinues depreciation of such property. Accordingly, the Company
included in FFO its incremental gains or losses from the sale of condominium units to third parties, which represented net gains of $10,280, $1,682 and $0 for the years ended December 31, 2003, 2002
and 2001, respectively. Effective January 1, 2003, the Company no longer adds back impairment losses when computing FFO in accordance with NAREIT’s definition. As a result, FFO for the years ended
December 31, 2002, 2001 and 2000 have been reduced by $18,284, $71,766 and $1,000, respectively, to conform to the current year presentation. For the year ended December 31, 2001, FFO has been
reduced by $5,324 to reflect the SEC’s clarification of EITF Topic D-42 regarding premiums on redemption of preferred shares. See Management’s Discussion and Analysis of Financial Condition and Results
of Operations for a reconciliation between net income and FFO.

(2) The Company believes that FFO is helpful to investors as a supplemental measure of the operating performance of a real estate company because it provides investors an understanding of the ability
of the Company to incur and service debt and to make capital expenditures. FFO in and of itself does not represent net income or net cash flows from operating activities in accordance with GAAP
Therefore, FFO should not be exclusively considered as an alternative to net income or to net cash flows from operating activities as determined by GAAP or as a measure of liquidity. The Company’s 
calculation of FFO may differ from other real estate companies due to, among other items, variations in cost capitalization policies for capital expenditures and, accordingly, may not be comparable to
such other real estate companies.

.

.
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Corporate Data

Board of Trustees
Samuel Zell (5)

Chairman of the Board
Equity Residential
Chairman of the Board
Equity Group Investments, L.L.C.

Bruce W. Duncan (5)

President, Chief Executive Officer
Equity Residential

John W. Alexander (2, 3, 6)

President, Mallard Creek Capital Partners

Charles L. Atwood (2, 6)

Senior Vice President, Chief Financial Officer
Harrah’s Entertainment, Inc.

Stephen O. Evans (4, 5)

President, Evans Realty Associates

James D. Harper Jr. (2, 3)

President, JDH Realty

Boone A. Knox (2, 5)

Chairman of the Board, Regions Bank

Desiree G. Rogers (4)

Senior Vice President,
Peoples Energy Corporation

Sheli Z. Rosenberg (1, 3, 6)

Adjunct Professor, Northwestern University’s 
J.L. Kellogg Graduate School of Business

Gerald A. Spector
Executive Vice President,
Chief Operating Officer
Equity Residential

Michael N. Thompson
Principal, Merry Land Properties, L.L.C.

B. Joseph White (2, 4)

Wilbur K. Pierpont Collegiate Professor
University of Michigan Business School

Corporate Office
Equity Residential
Two North Riverside Plaza
Chicago, Illinois 60606
Phone: 312.474.1300
www.equityapartments.com

1  Lead Trustee

2  Audit Committee

3  Compensation Committee

4  Corporate Governance Committee

5  Executive Committee

6  Nominating Committee

Our Guidelines on Corporate Governance, Code of
Ethics and Committee Charters are available in the
Investor Information section of our web site at
www.equityapartments.com.

Executive Officers
Bruce W. Duncan
President, Chief Executive Officer

Gerald A. Spector
Executive Vice President,
Chief Operating Officer

David J. Neithercut
Executive Vice President –
Corporate Strategy and Chief Financial Officer

Alan W. George
Executive Vice President,
Chief Investment Officer

Edward J. Geraghty
Executive Vice President,
President – Eastern Division

Michael J. McHugh
Executive Vice President,
Chief Accounting Officer, Treasurer

Gregory H. Smith
Executive Vice President – Portfolio Investment

Bruce C. Strohm
Executive Vice President,
General Counsel and Secretary

Mark N. Tennison
Executive Vice President – Development

Frederick C. Tuomi
Executive Vice President,
President – Western Division

Auditors
Ernst & Young LLP
Chicago, Illinois

Transfer Agent
To keep securities information up-to-date and to
ensure that holders of Equity Residential securities
receive financial information as soon as possible
after mailing, please advise the transfer agent of
your new address or change of name. Write to them
directly at the following address:

EquiServe Trust Company, N.A.
P.O. Box 43010
Providence, Rhode Island 02940-3010
Or call, 1.800.733.5001
www.equiserve.com

Shareholders
There were approximately 55,000 registered and
beneficial owners of Equity Residential common
shares at January 31, 2004. The number of outstand-
ing common shares as of January 31, 2004 was
278,543,863.

Form 10-K Availability
Requests for Equity Residential’s Form 10-K filed
with the Securities and Exchange Commission and
any other inquiries from individuals and institutional
investors should be directed to:

Martin J. McKenna
Assistant Vice President –
Investor and Public Relations
Equity Residential
Two North Riverside Plaza
Chicago, Illinois 60606
Phone: 1.888.879.6356
Email: InvestorRelations@eqrworld.com

The Commission also maintains a web site that 
contains reports, proxy information and statements,
and other information regarding registrants that file
electronically with the Commission. The web site
address is: http://www.sec.gov.

Common Share Market Prices and Dividends
Equity Residential’s common shares are listed on the
New York Stock Exchange (NYSE), ticker symbol
EQR. The high, low and closing sales prices on the
NYSE and the distributions paid for the past two
years were as follows:

Dividend
2003 High Low Close Paid
First Quarter $25.99 $23.12 $24.07 $ 0.4325
Second Quarter $27.95 $24.05 $25.95 $ 0.4325
Third Quarter $29.79 $25.69 $29.28 $ 0.4325
Fourth Quarter $30.30 $28.03 $29.51 $ 0.4325

Dividend
2002 High Low Close Paid
First Quarter $29.33 $25.84 $28.74 $ 0.4325
Second Quarter $30.96 $27.90 $28.75 $ 0.4325
Third Quarter $28.81 $22.40 $23.94 $ 0.4325
Fourth Quarter $26.70 $21.55 $24.58 $ 0.4325

Dividend Reinvestment and Share Purchase Plan
Equity Residential offers a Dividend Reinvestment
and Share Purchase Plan. For an information packet,
including the plan prospectus and enrollment form,
please call the Plan Administrator, EquiServe, at
1.800.337.5666.
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