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Last year we decided to run
our first ever in-person Exit
Five event.‌

02‌

We didn’t want it to be just
another B2B conference with
lanyards and bland coffee.‌

03‌

We had no idea if anyone would
actually want to come… let alone
come all the way up to Burlington
Vermont…and somehow, ‌we sold‌
it out in 24 hours.‌



200 attendees
88 NPS
Tons of DMs, social
love, and “this was
actually fun” feedback
Now, we’re planning
the next one

THE RESULTS





The Venue Set the Vibe



Big decision: not a
hotel ballroom

Chose a venue with natural
light, outdoor space—felt
more like summer camp than
a conference
People felt relaxed, energized
—not like they were trapped
inside all day



Unique location –
Burlington Vermont.
Not the usual Vegas,
Miami, NYC, San
Francisco



Pacing & Programming



We structured the
day with energy in

mind
NO death-by-keynote



Alternated formats:
MAINSTAGE TALKS

BREAKOUT SESSIONS

ICE CREAM BREAKLIVE MUSIC

HAPPY HOUR LONG LUNCH



Gave people time to
breathe and connect. No
8-hour sit-and-listen
blocks.



Speakers That Actually Hit



We didn’t chase “big names” for the sake of clout

Chose people we knew could teach, tell great stories, and speak directly to our audience

Focused on practical, useful talks—not fluff or “thought leadership”



Surprise & Delight Moments



We wanted attendees to
feel like: “Wait, they
thought of that too?”



Mid-afternoon
Ben & Jerry’s ice cream break



We focused on adding small, unexpected touches like:‌

Fun ‌swag pack on arrival with high quality stuff:‌
good sof‌t t-shirts‌
fresh baked ‌cookies‌
maple syrup (a Vermont Staple)‌

Custom notebooks‌
Music transitions between speakers‌
Great food & coffee‌



These moments added personality,
helped us stand out.

People shared this stuff on social—it
helped make the event
unforgettable.



Why Small Was Smart



We capped it at 200
people on purpose.



It felt intimate, everyone felt like
they could actually meet each

other and hang out.

No massive sponsor halls—no
one got sold to walking to the

bathroom



Even though it was smaller,
our sponsors still got value.

Content filming
sessions with

their ICP

More natural
conversations
with potential

customers

Interactive
activations

during happy
hour



Wrapping Up



What we learned from Drive:

Small events can
have huge impact
when done right

You don’t need
thousands of people

or flashy tech—
focus on experience

Your brand is built in
the details: venue,

pacing, speaker
quality, vibe

We treated Drive like
a product launch,
not just an event.



Check us out at exitfive.com.


