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My Fellow Shareholders,

Over the last decade, InnerWorkings has singlehandedly and successfully
created a new industry in marketing execution.

Enabled by developments in technology, marketing strategy, and
globalization, our Company has established a world-renowned reputation
for being a pioneer in rapid, cost-effective innovation in marketing execution
against the brand strategies of many of the world’s most famous and best
run corporations.

Many of you have spoken directly with our clients and truly appreciate the
passion they have for InnerWorkings and our reputation as one of today’s
leading B2B services and software providers.

Our client base is relying on us and our technology platform more than ever,
which has put us in an excellent position to continue to consistently grow
the business and expand our highly recurring base of revenues in the future.
In addition, profitability has grown significantly in recent years, and we are
poised to realize substantial growth in profits yet again in 2018.

In the coming years, our shareholders should expect to see an increase in
free cash flows as we benefit from investments made over the past decade

in M&A, sales, global expansion and software development, accompanied by
incremental growth in our return on invested capital.

We will continue to be nimble and adapt to new developments in the
marketplace -- a hallmark of InnerWorkings that is deeply ingrained in our
genetic makeup.

Among the most promising opportunities for us is our leadership role in

the revolution taking place in retail, as marketing in store begins to blend
traditional and digital channels. For those interested in this transition, we've
shared more information on the topic on the following pages.

On a personal note, I've truly enjoyed my years as CEO of InnerWorkings. It's
been the thrill of my professional life to see the Company move from a small,
regional print supplier serving the middle market into a global powerhouse
that today is a mission-critical provider to many of the world’s best marketing
departments. We're a software-enabled, fully integrated marketing



We will continue to be nimble and adapt
to new develooments in the marketplace
— a hallmark of InnerWorkings that is

deeply ingrained in our genetic makeup.

execution partner across digital, packaging, retail environments, creative,
events and promotions, fulfillment, installation, branded merchandise and
print, with millions of annual automated client interactions through our
VALO® software platform.

I look forward to continuing my support of our ambitious goals in my new
role as Chairman, and | wholeheartedly welcome our new CEO, Rich Stoddart,
to the Company. Having led an iconic global marketing services business
himself, Rich brings to InnerWorkings a level of sophistication in leadership
that we feel is necessary for us to realize our grand ambitions.

Rich is already off and running at full speed, generating ideas and making
connections, and fitting in well with our talented leadership team. The board
and | have full confidence in his ability to successfully drive the business and
shareholder value forward for many years to come.

I would like to give a heartfelt word of thanks to my colleagues at
InnerWorkings for their outstanding contributions to our business in 2017.
Your passion, creativity, and focus are nothing short of impressive, and the
quality of the team that we have assembled at InnerWorkings is without a
doubt the single greatest asset across our business -- it's why | am so sure that
we have a stellar future ahead of us.

My regards,

DB

Eric Belcher
Chairman of the Board, and former President and Chief Executive Officer



connecting

digital marketing execution

Historically, shoppers in retail were anonymous during their journey through the store.
Void of personalization, their visits were presented by retailers as a generic experience
shared across all shoppers.

Retailers today understand the positive effect one-to-one marketing has on sales and loyalty,
and are transitioning from static displays to digitally-oriented experiences that maximize
shoppers’ interests and time in store. The integration of cameras, beacons, RFID, digital
screens and other advancements allow for a tailored, interactive experience that follows
shoppers from the moment they set foot in store through to purchase and beyond.

InnerWorkings understands that bringing digital advancements like these requires a
profound knowledge of the brand and its objectives, a deep understanding of retail,

a broad supplier base and agnostic business model, and highly-effective project
management skills. With our VALO® software platform, as well as a global scale and
complementary execution services ranging from creative services and branded merchandise
to luxury packaging and events & promotions, we are uniquely positioned to become the
leading global provider in this rapidly growing market and a true end-to-end provider.




all touchpoints

o building brands 360°

Online & offline creative services

Print production & fulfillment

Direct marketing (mail & email)

Branded merchandise

Product & luxury packaging

Retail environments, displays &
digital point of sale

Events & promotions

Software as a Service
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PART 1

Unless otherwise indicated or the context otherwise requires, references in this Annual Report on Form 10-K to

“InnerWorkings, Inc.,” “InnerWorkings,” the "Company” “we,” “us” or “our” are to InnerWorkings, Inc., a Delaware corporation
and its subsidiaries.

Forward-Looking Statements

Certain statements in this Annual Report on Form 10-K are “forward-looking statements” within the meaning of Section 27A
ofthe Securities Act of 1933, as amended (the “Securities Act”), and Section 21E of the Securities Exchange Act of 1934, as amended
(the “Exchange Act”). These statements involve a number of risks, uncertainties and other factors that could cause our actual results,
performance or achievements to be materially different from any future results, performance or achievements expressed or implied
by these forward-looking statements. Factors which could materially affect such forward-looking statements can be found in Part I,
Item 1A entitled “Risk Factors” and Part II, Item 7 entitled “Management’s Discussion and Analysis of Financial Condition and
Results of Operations” in this Annual Report on Form 10-K. Investors are urged to consider these factors carefully in evaluating the
forward-looking statements and are cautioned not to place undue reliance on such forward-looking statements. The forward-looking
statements made herein are only made as of the date hereof. Except as expressly required by federal securities laws, we undertake
no obligation to publicly update such forward-looking statements to reflect subsequent events or changed circumstances.

Item 1. Business

Our Company

We are a leading global marketing execution firm for some of the world's most marketing intensive companies, including
those listed in the Fortune 1000. As a comprehensive outsourced global solution, we leverage proprietary technology, an extensive
supplier network and deep domain expertise to streamline the creation, production and distribution of marketing and promotional
materials, signage and displays, retail experiences, events and promotions and product packaging across every major market
worldwide. The items we source generally are procured through the marketing supply chain and we refer to these items collectively
as marketing materials. Through our network of more than 8,000 global suppliers, we offer a full range of fulfillment and logistics
services that allow us to procure marketing materials of virtually any kind. The breadth of our product offerings and services and
the depth of our supplier network enable us to fulfill the marketing materials procurement needs of our clients.

Our proprietary software applications and databases create a fully-integrated solution that stores, analyzes and tracks the
production capabilities of our supplier network, as well as detailed pricing data. As a result, we believe we have one of the largest
independent repositories of supplier capabilities and pricing data for suppliers of marketing materials around the world. We leverage
our supplier capabilities and pricing data to match our orders with suppliers that are optimally suited to meet the client’s needs at a
highly competitive price. Our technology and databases of product and supplier information are designed to capitalize on excess
manufacturing capacity and other inefficiencies in the traditional marketing materials supply chain to obtain favorable pricing while
delivering high-quality products and services for our clients.

By leveraging our technology and data, our clients are able to reduce overhead costs, redeploy internal resources and obtain
favorable pricing and service terms. In addition, our ability to track individual transactions and provide customized reports detailing
procurement activity on an enterprise-wide basis provides our clients with greater visibility and control of their marketing materials
expenditures.

We generate revenue by procuring and purchasing marketing materials from our suppliers and selling those products to our
clients. We procure products for clients across a wide range of industries, such as retail, financial services, hospitality, consumer
packaged goods, non-profits, healthcare, pharmaceuticals, food and beverage, broadcasting and cable and transportation.

We were formed in 2001, commenced operations in 2002 and converted from a limited liability company to a Delaware
corporation in January 2006. Our corporate headquarters are located in Chicago, Illinois. For the year ended December 31, 2017,
our annual revenues were $1.1 billion and we operated in 68 global office locations.

We organize our operations into two segments based on geographic regions: North America and International. The North
America segment includes operations in the United States and Canada; the International segment includes operations in Mexico,
South America, Central America, Europe, the Middle East, Africa and Asia. We believe the opportunity exists to expand our business



into new geographic markets. Our objective is to continue to increase our sales in the major markets in the United States and
internationally. We intend to hire or acquire more account executives within close proximity to these large markets.

Industry Overview

Our business of providing marketing execution solutions primarily includes the procurement of marketing materials, branded
merchandise, product packaging and retail displays. Based on external sources we estimate the global market for marketing materials,
product packaging and retail displays, in aggregate, to be approximately $600 billion annually.

Procurement of marketing materials is often dispersed across several areas of a business, including sales, marketing,
communications and finance. The traditional process of procuring, designing and producing an order often requires extensive
collaboration by manufacturers, designers, agencies, brokers, fulfillment and other middlemen, which is highly inefficient for the
customer, who typically pays a mark-up at each intermediate stage of the supply chain. Consolidating marketing activities across
the organization represents an opportunity to reduce total expenditure and decrease the number of vendors in the marketing supply
chain.

To become more competitive, many large corporations seek to focus on their core competencies and outsource non-core
business functions, which typically include marketing execution. According to a recent industry report the global business process
outsourcing market for managed procurement is more than $250 billion and growing at about 12% annually.

We seek to capitalize on the trends impacting the marketing supply chain and the movement towards outsourcing of non-core
business functions by leveraging our propriety technology, deep domain expertise, extensive supplier network and purchasing power.

Our Solution

Utilizing our proprietary technology and data, we provide our clients a global solution to procure and deliver marketing
materials at favorable prices. Our network of more than 8,000 global suppliers offers a wide variety of products and a full range of
print, fulfillment and logistics services.

Our procurement software and database seeks to capitalize on excess manufacturing capacity and other inefficiencies in the
traditional supply chain for marketing materials. We believe that the most competitive prices we obtain from our suppliers are offered
by the suppliers with the most unused capacity. We utilize our technology to:

« greatly increase the number of suppliers that our clients can access efficiently;
*  obtain favorable pricing and deliver high quality products and services for our clients; and
» aggregate our purchasing power.

Our proprietary technology and data streamline the procurement process for our clients by eliminating inefficiencies within
the traditional marketing supply chain and expediting production. However, our technology cannot manage all of the variables
associated with procuring marketing materials, which often involves extensive collaboration among numerous parties. Effective
management of the procurement process requires that dedicated and experienced personnel work closely with both clients and
suppliers. Our account executives and production managers perform that critical function.

Account executives act as the primary sales staff to our clients. Production managers manage the entire procurement process
for our clients to ensure timely and accurate delivery of the finished product. For each order we receive, a production manager uses
our technology to gather specifications, solicit bids from the optimal suppliers, establish pricing with the client, manage production
and purchase and coordinate the delivery of the finished product.

Each client is assigned an account executive and one or more production managers, who develop relationships with client
personnel responsible for authorizing and making purchases. Our largest clients often are assigned multiple production managers.
In certain cases, our production managers function on-site at the client's offices. Whether on-site or off-site, a production manager
functions as a virtual employee of the client. As of December 31, 2017, we had approximately 650 production managers and account
executives, including over 275 working on-site at our client's offices.

Our Proprietary Technology

Our proprietary technology is a fully-integrated solution that stores equipment profiles for our supplier network and price data
for orders we quote and execute. Our technology allows us to match orders with the suppliers in our network that are optimally suited
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to produce an order at a highly competitive price. Our technology also allows us to efficiently manage the critical aspects of the
procurement process, including gathering order specifications, identifying suppliers, establishing pricing, managing production and
coordinating purchase and delivery of the finished product.

Our database stores the production capabilities of our supplier network, as well as price and quote data for bids we receive
and transactions we execute. As a result, we maintain one of the largest independent repositories of equipment profiles and price
data for suppliers of marketing materials. Our production managers use this data to discover excess manufacturing capacity, select
optimal suppliers, negotiate favorable pricing and efficiently procure high-quality products and services for our clients. We rate our
suppliers based on product quality, customer service and overall satisfaction. This data is stored in our database and used by our
production managers during the supplier selection process.

We believe our proprietary technology allows us to procure marketing materials more efficiently than traditional manual or
semi-automated systems used by many manufacturers in the marketplace. Our technology includes the following features:

*  Customized order management. Our solution automatically generates customized data entry screens based on product
type and guides the production manager to enter the required job specifications. For example, if a production manager
selects “envelope” in the product field, the screen will automatically prompt the production manager to specify the
size, paper type, window size and placement and display style.

*  Cost management. Our solution reconciles supplier invoices to executed orders to ensure the supplier adhered to the
pricing and other terms contained in the order. In addition, it includes checks and balances that allow us to monitor
important financial indicators relating to an order, such as projected gross margin and significant job alterations.

»  Standardized reporting. Our solution generates transaction reports that contain quote, supplier capability, price and
customer service information regarding the orders the client has completed with us. These reports can be customized,
sorted and searched based on a specified time period or the type of product, price or supplier. In addition, the reports
give our clients insight into their spend for each individual job and on an enterprise-wide basis, which allows the client
to track the amounts it spends on job components such as paper, production and logistics.

*  Task-tracking. Our solution creates a work order checklist that sends e-mail reminders to our production managers
regarding the time elapsed between certain milestones and the completion of specified deliverables. These automated
notifications enable our production managers to focus on more critical aspects of the process and eliminate delays.

*  Historical price baseline. Some of our larger clients provide us with pricing data for orders they completed before
they began to use our solution. For these clients, our solution automatically compares our current price for a job to the
price obtained by the client for a comparable historical job, which enables us to demonstrate on an ongoing basis the
cost savings we provide.

We have created customized e-commerce stores on our client and third party platforms to order pre-selected products, such
as personalized stationery, marketing brochures and promotional products. Automated order processes can send requests to our
vendors for fulfillment or printing of variable print on demand products.

Our Clients

We procure marketing materials for corporate clients across a wide range of industries, such as retail, financial services,
hospitality, consumer packaged goods, non-profits, healthcare, food and beverage, broadcasting and cable and transportation. Our
clients also include manufacturers that outsource jobs to us because they do not have the requisite capabilities or capacity to complete
an order. For the years ended December 31,2017,2016 and 2015, our largest customer accounted for 5%, 5% and 5% of our revenue,
respectively. Revenue from our top ten clients accounted for 28%, 27% and 27% of our revenue in 2017, 2016 and 2015, respectively.

We generate revenue by procuring and purchasing marketing materials from our suppliers and selling those products to our
clients. Our services are provided under long-term contracts, purchase orders, or other contractual arrangements, and the scope and
terms of these contracts vary by client.

Our Products and Services

We offer a full range of solutions to support the marketing execution needs of our clients. Our outsourced print management
solution encompasses the design, sourcing and delivery of printed marketing materials such as direct mail, in-store signage and
marketing collateral. We provide a similar outsourced solution for the design, sourcing and delivery of other categories in the marketing
supply chain, such as branded merchandise and product packaging. We also assist clients with the management of events and
promotions spending and related procurement needs. Our retail environments solution involves the design, sourcing and installation



of point of sale displays, permanent retail fixtures and overall store design. We also offer on-site outsourced creative studio services,
digital marketing services, as well as on-demand creative services.

We offer comprehensive fulfillment and logistics services, such as kitting and assembly, inventory management and pre-
sorting postage. These services are often essential to the completion of the finished product. For example, we assemble multi-level
direct mailings, insurance benefits packages and coupons and promotional incentives that are included with credit card and bank
statements. We also provide creative services, including copywriting, graphics and website design, identity work and marketing
collateral development and pre-media services, such as image and print-ready page processing and proofing capabilities. Our e-
commerce and online collaboration technology empowers our clients with branded self-service ecommerce websites that prompt
quick and easy online ordering, fulfillment, tracking and reporting.

We agree to provide our clients with products that conform to the industry standard of a “commercially reasonable quality”
and our suppliers in turn agree to provide us with products of the same quality. The contracts we execute with our clients typically
include customary provisions that limit the amount of our liability for product defects. To date, we have not experienced significant
claims or liabilities relating to defective products.

Our Supplier Network

Our global network of more than 8,000 suppliers includes graphic designers, paper mills and merchants, digital imaging
companies, specialty binders, finishing and engraving firms, fulfillment and distribution centers and manufacturers of displays and
promotional items.

These suppliers have been selected from among thousands of potential suppliers worldwide on the basis of price, quality,
delivery and customer service. We direct requests for quotations to potential suppliers based on historical pricing data, quality control
rankings and geographic proximity to a client or other criteria specified by our clients. In 2017, our top ten suppliers accounted for
approximately 12% of our cost of goods sold and no supplier accounted for more than 2% of our cost of goods sold.

We have established a quality control program that is designed to ensure that we deliver high-quality products and services
to our clients through the suppliers in our network.

Sales and Marketing

Our account executives sell our marketing execution solutions to corporate clients. As of December 31, 2017, we had
approximately 350 sales and account executives. Our agreements with our account executives require them to market and sell our
solutions on an exclusive basis and contain non-compete and non-solicitation provisions that apply during and for a specified period
after the term of their service.

We expect to continue our growth by recruiting and retaining highly qualified account executives and providing them with
the tools to be successful in the marketplace. There are a large number of experienced sales representatives globally and we believe
that we will be able to identify additional qualified account executives from this pool of individuals. We also expect to augment our
sales force through selective acquisitions of other businesses that offer marketing execution services, including brokers that
employ experienced sales personnel with established client relationships.

We believe that we offer account executives an attractive opportunity because they can utilize our vast supplier network,
proprietary pricing data and customized order management solution to sell virtually any type of marketing materials at a highly
competitive price. In addition, the diverse production and service capabilities of the suppliers in our network provide our account
executives the opportunity to deliver a more complete product and service offering to our clients. We believe we can better attract
and retain experienced account executives than our competitors because of the breadth of products offered by our supplier network.

To date, we have been successful in attracting and retaining qualified account executives. The on-boarding process consists
of training with our sales management, as well as access to a variety of sales and educational resources that are available on our
intranet.

Competition
Our marketing execution solutions compete with in-house procurement departments in large marketing intensive companies,

creative agencies that purchase marketing materials on behalf of their clients in connection with the agencies’ marketing campaign
and brand strategy services and companies in several manufacturing industries, including design, graphics art, digital imaging and
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fulfillment and logistics. As a result, we compete on some level with virtually every company that is involved in printing, from
graphic designers to pre-press firms and fulfillment companies.

Our competitors include manufacturers that employ traditional methods of marketing and selling their printed materials. The
manufacturers with which we compete generally own and operate their own manufacturing equipment and typically serve clients
only within the specific product categories that their equipment produces.

We also compete with manufacturing management firms and brokers. These competitors generally do not own or operate
printing equipment and typically work with a limited number of suppliers and have minimal financial investment in the quality of
the products produced for their clients. Our industry experience indicates that several of these competitors offer print procurement
services or enterprise software applications for the print industry.

The principal elements of competition in marketing materials procurement are price, product quality, customer service,
technology and reliability. Although we believe our business delivers products and services on competitive terms, our business and
the marketing execution industry are relatively new and are evolving rapidly.

Intellectual Property

We rely primarily on a combination of copyright, patent, trademark and trade secret laws to protect our intellectual property
rights. We also protect our proprietary technology through confidentiality and non-disclosure agreements with our employees and
independent contractors.

Our IT infrastructure provides a high level of security for our proprietary database. The storage system for our proprietary
data is designed to ensure that power and hardware failures do not result in the loss of critical data. The proprietary data is protected
from unauthorized access through a combination of physical and logical security measures, including firewalls, antivirus software,
intrusion detection software, password encryption and physical security, with access limited to authorized IT personnel. In addition
to our security infrastructure, our system data is backed up and stored in a redundant facility on a daily basis to prevent the loss of
our proprictary data due to catastrophic failures or natural disasters. We test our overall IT recovery ability and co-location facility
semi-annually and test our back-up processes quarterly to verify that we can recover our business critical systems in a timely fashion.

Employees

As of December 31, 2017, we had approximately 2,000 employees and independent contractors in more than 26 countries.
We consider our employee relations to be strong.

Our Website

Our website is http.//www.inwk.com. We make available, free of charge through our website, our Annual Reports on Form 10-
K, Quarterly Reports on Form 10-Q and Current Reports on Form 8-K, including exhibits and any amendments to those reports,
filed with or furnished to the Securities Exchange Commission ("SEC"). We make these reports available through our website as
soon as reasonably practicable after our electronic filing of such materials with or the furnishing of them to, the SEC. The information
contained on our website is not a part of this Annual Report on Form 10-K and shall not be deemed incorporated by reference into
this Annual Report on Form 10-K or any other public filing made by us to the SEC.



Item 1A. Risk Factors

Set forth below are certain risk factors that could harm our business, results of operations and financial condition. You should
carefully read the following risk factors, together with the financial statements, related notes and other information contained in this
Annual Report on Form 10-K. Our business, financial condition and operating results may suffer if any of the following risks are
realized. If any of these risks or uncertainties occur, the trading price of our common stock could decline and you might lose all or
part of your investment. This Annual Report on Form 10-K contains forward-looking statements that contain risks and uncertainties.
Please refer to the discussion of “forward-looking statements” on page four of this Annual Report on Form 10-K in connection with
your consideration of the risk factors and other important factors that may affect future results described below.

Risks Related to Our Business
Competition could substantially impair our business and our operating results

We compete with companies in the manufacturing of marketing related products, including printed materials, in-store displays,
packaging materials, graphics art and digital imaging and fulfillment and logistics. Competition in these industries is intense. Our
primary competitors are manufacturers that employ traditional methods of marketing and selling their marketing materials. Some of
these manufacturers have larger client bases and significantly more resources than we do. Buyers may prefer to utilize the traditional
services offered by the manufacturers with whom we compete. Alternatively, some of these manufacturers may elect to offer
outsourced print procurement services or enterprise software applications and their well-established client relationships, industry
knowledge, brand recognition, financial and marketing capabilities, technical resources and pricing flexibility may provide them
with a competitive advantage over us.

We also compete with a number of management firms and brokers. Several of these competitors offer outsourced procurement
services or enterprise software applications for the marketing industry. These competitors or new competitors that enter the market,
may also offer procurement services similar to and competitive with or superior to, our current or proposed offerings and may achieve
greater market acceptance. In addition, a software solution and database similar to our proprietary technology could be created over
time by a competitor with sufficient financial resources and comparable industry experience. If our competitors are able to offer
comparable services, we could lose clients and our market share could decline.

Our competitors may also establish cooperative relationships to increase their ability to address client needs. Increased
competition may lead to revenue reductions, reduced gross margins or a loss of market share, any one of which could harm our
business and our operating results.

I