
Raybould’s Five Golden Rules (for 
being a (part time) presenter)

Introduction
I was inspired by a tweet from the lovely Nancy Duarte recently when she 

cited her first rule of presenting: never give a presentation you wouldn’t 

want to sit through.

Fair enough. It’s a good rule!

But it’s not mine – it’s maybe my second rule, or perhaps even lower…… 

Which got me to thinking about what my ‘rules’ would be. The thing is, I don’t 

believe in rules for making presentations. Do whatever works – simple as that. 

For every set of rules which lead to a good presentation there’s another set 

which fly in the face of the first set but which can also lead to a good 

presentation.

Of course, there’s another ‘tiny’ issue – namely that most people don’t know 

what works and carry on doing the same old waste-of-time stuff, simply  

because they don’t know any better… and besides, that’s how their boss 

does it.

Sometimes, of course, doing it the way the boss does it is the right way: 

doing it better than him is sometimes a CLM (Career Limiting Move) of 

significance.

Still, the idea of a series of rules appeals, so here’s the first 

one… maybe it’s the better to treat this series of rules as 

more of a set of guidelines – principles, if you will – rather 

than rules. I’ve only called them rules because of the 

alliteration with my name and the size of my ego! 

http://www.duarte.com/
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Raybould’s Rule #1: If in doubt, don’t...

…don’t give a presentation that is. If you’re at all unsure as to whether a 

presentation is the right medium to do whatever you need to do, it isn’t. 

Reports, for example, are popular for a reason.

In any case, to make a good presentation you’ll probably have to write some 

supporting documentation in any case (if you want it to be effective, that is) so 

you should think long and hard about whether you can save yourself some 

time and grief by making that documentation freestanding.

If you need interaction (such as buy-in or an emotional response) from your 

audience then a presentation is the way to go – but if it’s just a case of 

making a presentation to tell people things, why do it? Presentations are 

expensive – lots of people with high hourly rates sitting in a room not being 

productive is very, very expensive!

Put into an easier turn of phrase, what this first Raybould’s Rule means is this: 

before you even start putting your presentation together, have a think 

about whether a presentation is the right thing to do in the first place.

More often than you’d think the best way forward is simply to circulate a 

document – although you might want to have a meeting to discuss it, later.

More often than you think a simple two-way or three-conversation with a 

couple of really key stakeholders is more effective than a full-on presentation!

I’m not suggesting a full-on SWOT analysis before you do any presentations 

but a just thinking things through for five minutes can’t hurt.

Presentations are expensive – both in terms of your stress levels and the 

opportunity cost of the attendees, who could be doing something else.

Is a presentation really value-for-money, when you take that into account?



Raybould’s Rule #2: do unto others...

To quote The Bible (Matthew 7:12 to be specific): ‘Do unto others as you 

would have them do to you‘. It’s a great rule for life and for presentations.

It never ceases to amaze me how many people complain about the poor 

quality of other people’s presentations and then, apparently without any 

realisation of the irony, stand up and give an almost identical presentation!1 

But Matthew 7:12 begs the 

question: why would you make 

other people suffer the same 

amount of boredom and mental 

pain that you’ve had inflicted upon 

you?! Why not do something 

different? As the saying goes:

So why not do your presentation 

differently? Why not – as my Rule Number Two says – do to others as you’d 

have them do to you? Why not take the time and effort to make your 

presentation effective? If you’re sitting through boring and/or pointless 

presentations why not do yours differently!

Do unto others as you’d have them do unto you…

This, I guess, my version of Nancy Duarte’s first rule: “never give a 

presentation you wouldn’t want to sit through”.

So the next time you’re wasting your time at a bad presentation, ask yourself 

a few key questions.

1.Why do I not feel this presentation is going well (be specific – don’t just 

say “‘cos it’s rubbish!”)?

2.What can I do to make sure my presentations don’t suffer from the same 

problem? (Again, be as specific as you possibly can be!)

3.How can I get the training (or equipment, or whatever) is needed to make 

the answer to question two a reality?

1 (As an aside, and on a personal note, this attitude is the bane of our marketing when people say to us: 
“Oh yes: that’s really important… I know a lot of (other) people who you need to train (them)! )

If you always do what you always did, you’ll always get what you’ve always got!



Of course, if the answer to number three turns out to be getting some 

presentation skills training from us, so much the better! (Hey, we’ve got to 

make a living you know – we don’t get paid for this stuff!)

…and at the end of your presentation, get yourself some good feedback.

By ‘good’ I don’t mean feedback saying how good you were – I mean 

feedback that is good of itself: good feedback should, amongst other things, 

tell you how to improve. Once again, it’s important to be specific – not just 

“Don’t forget to keep eye contact”!

It’s simple really – just do unto others as you’d have them do unto you!
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Raybould’s Rule #3: Remember you’re not important...

Some things are more important than others

Top of the List Of Important Things is your message, not you.

You’re not that important, deal with it.

Swallow your pride and learn the next of Raybould’s Rules for presenting… 

brace yourself, you might not like it…

You’re not important.

No one turns up to hear me speak: I do a lot of speaking at conferences 

about ‘emotional resilience‘ and related issues such as stress. People don’t 

sign up ‘cos it’s me. (Actually that’s not literally true, some people do come 

along to my presentations because they know it’s me, but you get the idea!). 

Generally people turn up to hear about the topic – and only then because they 

recognise they need (or might need) the things they will learn in the 

presentation (or think they will).

Unless you’ve got yourself a bit of a reputation 

as a presenter or your name is Bill Gates or 

Tony Blair, no one comes to see you.

They’re not sitting in the audience thinking 

“How can I make this a great experience for 

the speaker?”.

Nope.

They’re thinking WIIFM – the old marketing 

adage of ‘What’s In It ForMe?”

Why?

Because you’re not important.

Remember that – and design your presentation accordingly.

It’s all about your audience and what you can do for them: they’ve given you 

the most important thing they can, their time, so the least you can do is do 

your best to give them something worthwhile back.
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How does that apply to what you do in reality? Lots of ways, but let’s focus 

on just a few. Before you start designing your presentation, ask yourself a few 

questions:

1.What do you know about your audience – what do they want to know and 

why?

2.Can you do something to help them? If so, do it. If not, step back and get 

someone else in to do the presentation.

3.What’s the best way you can give people what they need? Do you need 

backup? Handouts? Slides? Props? Rehearsals?

Look again at number two. If you can help them, great. If you can’t, you’re not 

the person for the job. Walk away. Find someone who can help and pass it 

over. Doing the job when you don’t know what you’re talking about or 

because you feel you 

‘should do’ isn’t helping 

anyone - it’s just a form of 

arrogance. You’re effectively 

saying this to your audience:

And while I’m talking about 

it – not being important is a 

great thing to think when 

you get hit by the Nerves 

Monster - but thinking that 

people are listening to you is 

just a kind of hubris! They’re 

there for what you might be able to tell them. That means that if you blow it, 

no one will want to kill you for it – so long as it hasn’t got in the way of the 

message, of course! 

Bad though I am, I’m prepared to waste your time rather than get you someone who knows what they’re doing.

Deal with it!



Raybould’s Rule #4: Make like a bird...

Rule four is simple: Do The Swan Thing

You’ll hear trainers say things like “never let the audience see you sweat” 

which is the same sentiment but for me, personally, it’s a bit limiting.  What I 

mean by Do The Swan Thing comes from the old adage about how swans 

look serene and calm - on the surface - but when you see under the water 

you find that they’re working really, really hard! 

Examples of doing the swan thing I’ve noticed recently include:

• hide your cables - it looks very, very cool if you equipment just works by 

magic; untidy cables undermine the magic and your credibility. Everyone 

knows they’re there, of course, but ‘out of sight out of mind’ is fairly true

• have a backup - if your laptop won’t fire up, why haven’t you got a spare 

that you can turn on without any fuss? Or at the very least your slides on 

a USB stick! We go so far as to have fuses taped to the outside of our 

plugs in case anything goes down - that way we know where the plug is 

and that it’s the right size!

• supporting staff - things just magically happened without anyone saying 

anything. That’s classy stuff, as handouts just appeared on tables, 

dropped pens were levitated back to the user and tea and coffee 

materialised just like it does on Star Trek!

I once worked for a dance company as their technical director (lighting and 

sound and so on).  As the dancers came off stage the audience were on their 

feet, almost every night of the tour. In the bar afterwards a member of the 

audience grabbed one of the dancers to congratulate them saying it was 

stunning stuff and that he was particularly impressed by how hard they were 

all obviously working...

The dancer was gutted.

Why?

Because if it looks like you’re working hard, you’re not working hard enough.

For the dancer, perhaps just one more run through would have made his 

performance flawless. For you? Perhaps just one more run-through...



Raybould’s Rule #5: never trust the venue...

…or the organisers, or the audience or God or your best friend or... What I 

mean is that ultimately it’s all down to you. If your presentation sucks it might 

not be your fault but it is most certainly your responsibility.

Just because you expect something to be available or to work doesn’t mean 

it will. The venue might promise you a good projector and the sound system 

from heaven but they might not deliver.

Does this sound like the voice of bitter experience?

Don’t trust the venue and - as far as you possibly can - take your own 

equipment and have your own backup plans.

Let me give you a personal example from last week.
	 Me (out loud):	 Will there be power available?
	 Venue (out loud):	 Yes, of course!
 Venue (silently): Yes of course, just not in the room we’ll move you.

As it turned out it wasn’t a problem. Why? Because we’d taken our own 10 

metre extension cable. We also carry a 20 metre VGA cable so 

that we can have a projector a heck of a long way away 

from our laptops. That means we can always have 

our laptops next to us on the stage (very handy!). 

Oh yes, and a 15 metre audio cable. And fuses. And 

a Snickers bar in case the timing of food means we 

can’t eat before we deliver the presentation.

And... well, you get the idea.

Paranoid, us?

I hope so!



Wrap up

As I wrote these rules, I was struck by how ‘high level’ they were - that’s a 

fancy word for ‘vague’, I suppose. The point is that you have to figure out how 

to apply them yourself, to your own presentations.

Each presentation is different: each presenter is different. Rules are more like 

guidelines, really!

That said, if you want to have some more specific help, try our full length 

ebook Presenting Made Simple. Geoff Ramm, the President of the 

Professional Speakers Association said this when he read it.

Often though, itʼs better to get face to face training. If youʼre interested in talking to us 
about that, you can visit www.curved-vision.co.uk or email us at sme@curved-
vision.co.uk

OMG! This is not a presenters or a speakers bible.  Itʼs more like a Sat 

Nav that actually gets you there!!!  From Jackanory and Mary Poppins 

and then to an Olympic Triple Jump this book is brilliantly written and is 

the shot in the arm for you to upgrade your presentations right away.
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