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Since 1956, when Tidewater was founded and the
offshore energy marine industry was born, your Company has grown

and prospered by providing its customers safe and reliable services

that set the industry standard. Having operated in over 60 countries,

Tidewater’s experience encompasses nearly every marine service related

to the oil service industry. Today, your Company is in the midst of a

major fleet renewal program that will ensure its ability to maintain its

industry leadership position.

Tidewater prides itself on its outstanding safety record, solid financial

base, strict adherence to corporate governance standards, trans-

parency of financial results and commitment to creating value for its

shareholders. The ingenuity of Tidewater’s people, and Tidewater’s

financial resources and international expertise have caused the

Company to excel and progress, in varying world economic conditions,

and in an industry noted by its cyclicality. 
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in order to allow our team to view these

challenges and change as opportunities,

and to be able to meet them with creativity

and energy.

There are some questions in the invest-

ment community relating to the value of a

support vessel company as an energy

equity investment. They generally relate

to Tidewater’s ability to grow earnings in

what is perceived to be a “commodity”

business. They also reflect a feeling that the

support vessel business has few barriers to

entry, and that the industry tends to have

too much capacity too much of the time.

They are valid questions. Our answers at

Tidewater center around the same theme—

that to achieve superior value and earnings

growth, we at Tidewater have to be consis-

tently focused on being better. Tidewater’s

position as the biggest company in its busi-

ness will only be meaningful if the company

is the best in the business as well. Your

entire team at Tidewater has spent the last

year trying to do just that: to make a great

company better. Thus the reference to the

remodeling project. At nearly fifty years of

age, even great edifices can need renewing.

Looking back on my first full year as

Tidewater’s CEO and President, I would char-

acterize it as a year of challenge and

change. The general challenges are all

around us: political, economic, industrial,

and social. The most specific challenge stems

from a domestic marketplace that seeming-

ly will not respond to industry or economic

fundamentals. The changes surrounding

us are both external and internal. Since

external change is a constant, it seems to

me that what is most important in this cor-

respondence to you, our shareholders, is a

review of the internal change at Tidewater

that is being effected, what it means to

date, and what we believe it will mean in

the future. 

In the midst of these challenges and

change, I am reminded of a remodeling

project. Anyone who has ever remodeled or

restored a structure, however grand, can

understand that there are times in the exercise

that test not only the patience, and the

finances, but frequently the character of the

individuals who undertake the pro jec t .  In

the exercise presently underway at Tidewater,

we are fortunate to have an excellent man-

agement team focused on common goals.

We also are fortunate that my two prede-

cessors have given us stewardship of a

company that is financially sound and flexible
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The steps being taken at Tidewater today

are positioning it for the decades to come.

Our earnings of the past year, like those

in the rest of the oil service universe, were

down. There are a couple of points to make

about our financial performance. First, our

focus on being better becomes clear upon a

close examination of our recent earnings.

Profits from our international operations

have risen well in excess of 100% over the

last three years, which I think clearly under-

scores management’s commitment to the

continuing expansion and enhancement of

the international vessel fleet. Our overseas

personnel have told us what our customers

need for us to better serve them, and man-

agement has responded by delivering new

and better equipment to serve those needs.

We intend to continue to do so in clear

recognition that only by anticipating and

responding to our customers’ needs can we

maintain our position as not only the

largest, but the best and most consistent

overseas service vessel operator.

While it is clear that our international

operations provide the core of earnings for

Tidewater, we have by no means lost our

motivation to continue to see the Gulf of

Mexico as an important part of the Company’s

operations. In the Gulf, we face a dilemma

that will soon confront us overseas: how to

strategically renew the fleet without adding

capacity to the industry or compromising

our pristine balance sheet. 

We are the largest operator of support

vessels in the Gulf, yet much of our equipment

is small compared to the new equipment

being delivered, and it is also mature. As a

result, our management team has spent this

last year enhancing our domestic fleet by

delivering both newer and bigger vessels

into it. We also responded to the falling rig

count in the Gulf of Mexico by initiating an

innovative course of action. Rather than

work our older and smaller vessels at what-

ever price the market dictated, we decided

to pull the majority of our fleet out of active

service. The portion of the older fleet that

was kept active was marketed at rates that

were well above the cash break-even rates

of past downturns. The result of this policy is

that when the market improves, we will start

the upturn from a much higher rate level than

at the bottom of past poor markets. 

On April 1, 2003, we were also fortunate

to have had the opportunity to acquire the

Gulf of Mexico vessel fleet, 27 units in all,

from ENSCO International. This $79 million
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acquisition is, to my mind, a terrific example

of your Company’s financial assets used to

further its quest for bigger and better. It was

important for Tidewater for a couple of reasons.

The first is that it gives us a re-entry into

the anchor handling market in the Gulf,

which is a very profitable niche in the mar-

ketplace in which Tidewater has not  partic-

ipated for several years. It gives us the

immediate use of six high capacity stretched

vessels that defers our need to build similar

vessels for some years. The purchase also

provides for a preferred provider agreement

for Tidewater vessels to work with ENSCO

rigs. Finally, the acquisition provides us with

the opportunity to welcome many well qual-

ified maritime professionals into the

Tidewater family. This purchase is expected

to immediately add to Tidewater’s earnings. 

In 2000, my predecessor, Bill O’Malley,

made the decision to embark on a newbuild

and enhancement program for our fleet.

Since then, we have delivered 60 newly con-

structed or acquired vessels, including

anchor handling vessels, platform supply

vessels and crewboats, into our fleet.  These

newly acquired vessels have been very well

received by the market place and have met

our initial internal return on capital

employed goals.

I am very proud of these assets, which

I think represent our continuing commitment

to becoming better, but I’d like to point out

that our physical assets are only part of our

makeup. The most important part of the

Tidewater story continues to be our people—

our vessel crews, marketing and support per-

sonnel, world-wide managers and outstanding

financial management team. Our superior

workforce is our most valuable asset. 

I inherited from my predecessor a com-

pany with the highest standards of safety in

our industry. This year we were able to

achieve and equal the lowest lost time acci-

dent frequency in our history: five accidents

where someone missed a day of work

thereafter. We are extremely proud of this

accomplishment, particularly considering that

Tidewater employees worked nearly 30 mil-

lion man hours in virtually every culture

throughout the world. Our employees deserve

an enormous amount of credit for achieving

this record, and it is my promise that your

Company will not deviate from its objective of

zero lost time accidents. Our goals of bigger

and better will only be meaningful if they

are achieved without injury to people and

to the environment.
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One of our Directors, Lester Pollack, will

be resigning for personal reasons from our

Board upon the conclusion of this year’s

annual meeting, and we are indebted to him

for his service. With an acute perception of

the workings of the financial markets, and

with his incisive advice on many of the

problems confronted by our Company, he

was instrumental in the formation of the

Company that is reporting to you today. We

are very grateful to him, and shall miss him

and his guidance very much. 

In closing, I would also like to reiterate

the profound debt that our Company owes

to my predecessor, Bill O’Malley, for creating

the culture of safety, integrity, and sound

financial management around which our

present Tidewater has been built. From his

predecessor, John Laborde, Bill inherited a

strong and well-positioned company. Yet Bill

showed that it was possible to build

strength upon strength. He nurtured a new

generation of management at Tidewater

that shares his vision of profitability, integrity,

and transparency. Many of us at Tidewater

learned to be both better individuals and

better managers from Bill. We intend to let

neither him, nor you, our shareholders, down

in the assumption of our duties.

I also extend my gratitude to all of the

employees, shareholders and customers of

Tidewater for your continuing support of

the Company and its goals. I assure you that

I will continue to do all that I can to further

enhance the Company’s reputation as the

biggest and the best provider of marine

support services throughout the world, and

to continue to actively demonstrate to all

current and potential investors that their

trust is not misplaced. 

TO  OUR  SHAR EHO LD ERS

Dean E. Taylor

Chief Executive Officer and President

May 31, 2003
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FISCAL YEAR 2003 HIGHLIGHTS TIDEWATER’S

STRENGTHS. While celebrating its 47th birth-

day and looking forward to its fast-approaching

50th anniversary, your Company is facing, and

meeting, many of the same challenges faced in

1956 when it founded the offshore energy

marine support service industry. The early chal-

lenges of selecting a new management team,

the need to enhance and expand the fleet and

the uncertainty of market conditions may

sound similar to the Company’s current issues.

Today, though, Tidewater is able to draw on its

historical success and financial strength in

addressing these current challenges. 

With the mid-fiscal 2002 election of Dean

Taylor as only the third chief executive officer

in Company history, came the important task

of restructuring and realigning Tidewater’s

senior management group. His selections and

appointments from within the Company have

resulted in today’s team in which the top five

individuals collectively possess more than

100 years of industry experience. In fact, the

group collectively possesses more than 100

years of experience with Tidewater. This ability

to assemble a qualified and experienced

management team from within clearly demon-

strates the Company’s stability and depth of

talent. It also ensures that Tidewater’s history,

legacy of fiscal responsibility and ability to

deliver superior customer service in a safety

environment unparalleled in the oil service industry

will be sustained on an uninterrupted basis. 

Tidewater’s fleet expansion program

announced in January 2000, and subsequently

supplemented by the fleet replacement pro-

gram initiative announced in late 2001,

continued unabated through fiscal 2003. By

the end of fiscal 2003 the Company had

entered into newbuild or vessel purchase

agreements covering 81 vessels at a cost

slightly in excess of one billion dollars. At

no time in Tidewater’s past has such an

aggressive fleet improvement program been

undertaken. The delivery of 13 of these

vessels during fiscal 2003 brings the

total vessels added to the fleet under

these programs to 56, with the balance of

25 additional vessels under construction

due for delivery in fiscal 2004 and 2005.

The vessels, as delivered, have been met
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with an enthusiastic response and today

account for approximately 30 percent of the

Company’s worldwide revenue base. As a key

component of this fleet improvement strategy,

over the last five years, Tidewater has

scrapped or otherwise disposed of 229 older,

less efficient vessels. Through the end of fiscal

2003, the Company has spent approximately

$856 million in fleet expansion yet main-

tains a financially sound debt to total cap-

italization ratio of only 9.3%, and the

Company has continued to pay quarterly div-

idends as it has done for the past 30 quarters.

During fiscal 2003, Tidewater’s marine

operations participated in two distinctively

different worlds. Domestic operations, suffer-

ing from weak demand, vessel overcapacity

and an ageing fleet, saw supply vessel

utilization during the two-year period fall

from a peak near 70 percent to a year-end low

near 20 percent. Average day rates, while

held high by choice, still decreased from a

level near $6,500 per day at the beginning of

the year, to end the year at levels closer to

$6,000 per day. This unfortunate combination

of key economic factors resulted in the worst

domestic financial performance by the

Company in almost 15 years. 

International operations during fiscal

2003 represented an entirely different story.

In excess of 80 percent of the Company’s total

worldwide revenues were generated interna-

tionally. The Company’s entire profitability is

attributable to operations outside of the United

States. The early 2000 fleet expansion pro-

gram, which placed an emphasis on high-end

or larger vessels targeted for international

operations, certainly proved its inherent value

and potential during fiscal 2003. 

Finally, fiscal 2003 ended on a high note

with the announcement of our April 1, 2003

acquisition of 27 vessels from ENSCO. That

acquisition, the ongoing belief that domestic

operations will improve at some future point,

and the continued success of vessels delivered

under the fleet expansion and improvement

programs all point to a future of continu-

ing operational and financial success for

Tidewater. With the approach of its “golden

anniversary,” Tidewater is aggressively meeting

its challenges and moving forward.
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2003 2002 2001 2000 1999

Revenues $ 635,823 729,029 616,679 574,815 968,992

Net Earnings $ 88,630 136,159 86,143 76,590 210,719

Net Cash from Operations $ 202,000 194,313 153,177 235,062 254,364

Capital Expenditures $ 269,620 317,907 302,793 57,362 48,283

Long – term Debt $ 139,000 54,000 0 0 0

Stockholders’ Equity $ 1,351,395 1,285,818 1,178,340 1,114,201 1,067,707

Per Share Data
Net Earnings $ 1.57 2.41 1.53 1.37 3.68

Cash Dividends $ 0.60 0.60 0.60 0.60 0.60

Market Price at Year–end $ 28.72 42.35 45.20 31.81 25.88

Weighted Average Common
Shares Outstanding 56,413,856 56,054,797 55,741,624 55,546,832 57,189,946

Total Vessel Count 
at Year End 545 555 571 618 685
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(000’s omitted, except Per Share data and Vessel Count)
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CORPORAT E  I N FORMAT I ON

CORPORATE HEADQUARTERS
Tidewater Inc.
601 Poydras Street, Suite 1900
New Orleans, LA 70130-6040
504-568-1010 or 800-678-8433
www.tdw.com

FORM 10-K REPORT
Tidewater's 2003 Annual Report on Form 10-K may be obtained without charge by contacting the
Company’s Investor Relations Department at corporate headquarters. Tidewater's SEC filings can also
be viewed online at the Company's website, www.tdw.com. 

WEBSITE AND E-MAIL ALERTS
Information concerning the Company, including quarterly financial results and news releases,
is available on the Company's website at www.tdw.com. E-mail alerts about the Company's news
releases, SEC filings and presentations are available by registering at the Company's website.

INVESTOR RELATIONS
Requests for information concerning the Company should be directed to the Investor Relations
Department using the address or phone listed above. Requests for information can also be submitted
at the Company's website, www.tdw.com.

STOCKHOLDER ASSISTANCE
Information about stockholder accounts may be obtained by contacting the Transfer Agent and
Registrar for Tidewater’s common stock, EquiServe Trust Company, N.A., P.O. Box 43010, Providence,
RI 02940-3010, phone: 781-575-3170. General stockholder information is available on the EquiServe
web site, www.equiserve.com

DUPLICATE MAILINGS
If you receive duplicate mailings of shareholder materials, you can help eliminate the added expense
by requesting that only one copy be sent. To eliminate duplicate mailings, contact the Company's
Stock Transfer Agent and Registrar listed above.

STOCK EXCHANGE
Tidewater's common stock is traded on the New York and Pacific stock exchanges under the symbol TDW.



Financial Report / Form 10-K

























































































































BOARD  O F  D I R E C TORS

CORPORAT E  O F F I C E R S

seated, left to right

standing, left to right

seated, left to right

standing, left to right

Dean E. Taylor
Chief Executive Officer and President,
Tidewater Inc.

Donald G. Russell
Chairman, Russell Companies

Robert H. Boh
Chairman, Boh Bros. Construction Co.

Jon C. Madonna
Former Chairman and CEO, KPMG LLC

William C. O’Malley
Chairman of the Board, Tidewater Inc.

Richard A. Pattarozzi
Former Vice President, Shell Oil Co.

J. Hugh Roff, Jr.
Chairman, Roff Resources LLC

Arthur R. Carlson
Managing Director, TCW Group Inc.

Paul W. Murrill
Professional Engineer

Dean E. Taylor
Chief Executive Officer and President

Cliffe F. Laborde
Executive Vice President,
General Counsel and Secretary

J. Keith Lousteau
Chief Financial Officer,
Executive Vice President and Treasurer

Jeffrey M. Platt
Vice President

William C. O’Malley
Chairman of the Board

Reginald A. McNee
Vice President

Stephen W. Dick
Executive Vice President

James H. Donnelly
Vice President

Joseph M. Bennett
Vice President, Controller
and Principal Accounting Officer



TIDEWATER
601 Poydras Street, Suite 1900
New Orleans, Louisiana 70130
Tel: 1.800.678.8433
1.504.568.1010
email: connect@tdw.com
web: www.tdw.com

2730-AR-03


