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xiii

Over the past couple of years I have interviewed many successful 

people, from high-profi le entrepreneurs to unrecognised individuals 

throughout Australia who are doing amazing things that you and I 

may never have heard about. 

My odyssey began in April 2013, when I set off one morning from 

my home in Sydney heading for remote Australia — just me, my 

motorcycle and a video camera. It was the start of the Ingenious 

Oz Project, an initiative that set me on a quest to uncover and tell 

the stories of ordinary Australians like you and me who have done 

extraordinary things. 

I had launched my own fi rst business at the age of 20 and had 

forged a career in the business events industry, over nine years 

building up Absurd Entertainment, one of Australia’s largest

creative entertainment design companies. So I knew fi rsthand that 

most people don’t think they are very creative or that their ideas are 

of any value or that they have what it takes to succeed. I wanted to 

prove them wrong. 

My mission was to demonstrate that Australians are far more creative, 

clever and capable than we often give ourselves credit for. I wanted 

to show that innovation isn’t the sole domain of the leviathans of 

business or the elite few, but that it belongs to everyone, and that 

with determination and hard work anyone can build a successful 

business. There were, after all, clever and successful people and 

START HERE
It’s a game of inches
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businesses to be found all over Australia. So I headed off on my 

quest to inspire the ideas of a nation — and ended up getting the 

biggest education of my business career.

In 2014 I was invited to become an ambassador for Start Up 

Australia, a not-for-profi t organisation created by entrepreneurs to 

help young businesses and entrepreneurs get started by offering 

free practical advice and hard-earned lessons from people who had 

been there and done it. I was asked to interview 50 of Australia’s 

top entrepreneurs. After the success of Ingenious Oz, and because 

I had already talked with so many businesspeople and leaders over 

the years at conferences and other events, I leapt at the chance. 

Why wouldn’t I? The opportunity to spend an hour with each of these 

dynamic individuals and draw on their ideas and practical advice 

on how to grow a profi table business was one I simply couldn’t turn 

down. 

What hit me during my involvement with both projects was the sheer 

number of smart, successful businesspeople there are throughout 

Australia. Both these initiatives offered me a rare opportunity to tap 

into the collective wisdom of highly creative and resourceful people 

from a wide variety of industries and backgrounds. In both projects 

I found people who were open and willing to share real strategies 

and ideas for business success. 

That’s important, because now more than ever entrepreneurism 

is vital to that success. The world today is a very different place 

from the one we knew even a couple of decades ago. The economy 

behaves differently, the social landscape and the way we do things 

have changed radically, and the evolving world of new technology has 

opened many new doors of opportunity in the way we do business. 

Like you, I’ve listened to, watched and read a myriad of gurus 

and experts talk about entrepreneurship and business growth. Yes, 

some of them have interesting insights to offer, but let’s face it: 

there’s no substitute for the real thing. If you want to learn how to 

improve your business, learn from those who’ve done it and done 

it well. 
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The one thing that binds them all
In every interview I’ve conducted, without exception, one thing has 

stood out again and again. If there’s such a thing as a silver bullet 

for business success, this is as close as you’re ever going to get. 

I started noticing it a while back while travelling through Australia’s 

regions and remote areas on the Ingenious Oz Project. The realisation 

was a slow burn at fi rst, an isn’t that interesting? moment that?

became steadily more obvious, and more important. Then, when

I began interviewing Start Up Australia’s 50 top performers, it

popped up again, right from the fi rst conversation.

When I looked back over my own career, from my fi rst business 30

years ago, I realised I’d done it myself without being explicitly aware

of it or recognising just how vital it had been. In fact, the one time

I didn’t follow my instinct it bit me on the bum. In the early days

of my consulting business I once tried stepping over the necessary

intervening stages to jump directly to ‘overnight success’. It didn’t

work. Once I recognised I had missed something vital and stepped

back, things began to take off again. 

What is the one thing? Simply this: business is a game of inches.

It’s not about a one-off disruptive event or inventing the next

iPhone. It’s about consistently fi nding ways to improve everything

you do. It’s a philosophy to constantly drive towards doing it better

than everyone else. It’s an obsession with fi nding the best ways to

advance every part of your business, incrementally. 

It’s more than an obsession — it’s a quest. The constant passion

that every one of these entrepreneurs demonstrated for playing this

game of inches fl oored me. When I asked John McGrath (who set 

out to build one of the world’s best real estate companies) if this

was how he built McGrath, he confi rmed that it was.

He started his business with a vision: to be the best real estate

company in the world. To make that happen, he focused on doing

everything better in every way. He still does. As he said, ‘I recognise

incremental improvement on a daily basis’. Business success and

profi table growth are not about quantum leaps. They’re about

moving forward step by step, inch by inch.

Start Here
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At fi rst glance, this idea might seem to contradict thinking big 

and aiming high. It might appear that playing the game of inches 

means you’re playing small and thinking small. Not so. Siimon 

Reynolds, who built one the largest marketing companies on the 

planet, explained to me, ‘We must completely commit to constant 

improvement’, adding, ‘That philosophy, over time, combined 

with the philosophy of aiming high, is pretty much all you need to 

succeed in business and in life. The rest is just detail’. 

The game of inches is what makes big happen.g

In the foothills of the Flinders Ranges is a remarkable business that 

does this exceptionally well. Kelly Engineering manufactures farm 

machinery, mainly diamond harrows and prickle chains used for 

paddock preparation, weeding, tillage, soil management and so on.

It started 40 years ago when farmer Peter Kelly wasn’t totally 

happy with the machinery he had — and decided to make his own. 

Then he thought it would be a good idea to make a few extra and 

sell them to his neighbours so his machine would effectively cost 

him nothing. The word soon got around, and by the time he’d sold 

30 units or so he realised he had a viable engineering business on 

his hands.
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It wasn’t an overnight thing. He didn’t wake up one morning and 

decide to quit farming and take up engineering. Thirty farmers didn’t 

all knock on his door one Sunday morning each with an order. The 

game of inches takes time, for good reason. But as the momentum 

slowly built, so did Peter Kelly’s ability to meet it.

When I visited Shane Kelly, Peter’s son, in 2013 he had a unique 

process in place that empowers their employees to constantly 

seek ways of improving every part of the business, so the business 

advances in every area. It’s extremely simple. He asks his workers 

to come up with ideas that will improve their particular part of the 

business, and then to apply those ideas. Each week a team leaders’ 

meeting focuses on the most innovative ideas. As Shane said, 

‘The team leaders are expected to bring their diary with as many 

innovations and ideas as the guys have thought of during the week’.

Those ideas spring from practical problems they face in their own 

tasks. Solving the problems improves both their own daily work and 

the business. Kelly listed a range of examples: ‘What’s holding us 

up this week? Waiting for the forklift every day because it’s always 

over there, or this jig takes a lot of working because it doesn’t load 

or unload easily, or why don’t we shift that rack closer so we’re not 

having to go over there and get stuff all the time. If we had a bigger 

loader, or two forklifts …’ Shane actively encourages them to write 

down anything they think of and bring it to the weekly meeting. 

The problems may not sound earth-shattering and the solutions may 

not be wildly innovative, but when you add up all of those small 

improvements, across the different areas of the business, over a 

year or ten it’s massive. And the thinking is so simple, it’s brilliant. 

Since then Kelly has evolved and formalised the process by 

learning from and modelling Japanese operational effi ciencies. In 

essence though, he suggested, ‘The same philosophy applies: What 

problems do you have? What constraints? What opportunities for 

improvement? Can you fi x it yourself? Do you need other resources? 

Do you need higher input etc.? It’s been extremely powerful and 

allowed us in the last 12 months to achieve world’s best practice in

employment effi ciency’.

If you visit Kelly Engineering today and look at their big 

international business — they export their IP (intellectual 

©
 C

O
P

Y
R

IG
H

T 
M

A
TE

R
IA

L



xix

property) to both North America and Europe, with plans for 

expanding into South America and Africa — you could easily think 

things have always been this way. But if you backtrack over the 

decades you’ll see the evolution of a simple idea to solve a simple 

problem, which caught the attention of a few early adopters. 

You’ll see the progression of that idea over many years, through 

many simple ideas to solve small problems, and the steady growth 

of a viable engineering business within Australian borders. You’ll 

see the seemingly chance meeting with a potential American 

distributor, leading to international expansion. And throughout 

this evolution, you’ll also see the constant improvement not just 

in their products but also in how they conduct business. Step by 

step, inch by inch.

***

Kristy-Lee Billett is the founder of the Footprint Group, a 

recruitment and HR consulting business. It took her just seven 

days to set up her business, move into serviced offi ces, and be 

up and running. It sounds like an overnight success, yet her story 

started well before that.

In Billett’s words, she fell into recruitment soon after studying 

forensic psychiatry at university. Floating around, unsure what to do 

for work, she went to see a recruitment agency and was offered a job. 

A little later, in 2006, she was working for one of the world’s biggest 

recruiters when she had the impulse to start her own business. At 

the time she was heading up the organisation’s newly launched 

commercial division. Just three weeks into her new role, however, 

her employers decided they didn’t want to play in the commercial 

space after all. She recalls going home and thinking, I’m not happy 

with that. She resigned the next day.

The strange thing was that over the three weeks she headed up the 

commercial division they had been fl ooded with work. So she simply 

decided to do it herself, and over the next seven days she set up 

shop. Certainly she saw an opportunity in the market and homed in 

on it, but in reality it had taken years of experience and work to get 

her to that point. 

Seven years later, the Footprint Group consists of a number of 

businesses in recruitment, HR services and SMSF (self-managed 

super fund) recruitment. Having started as a local operation on the 

Start Here
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Central Coast, about an hour north of Sydney, today the Footprint 

Group serves clients through the region and nationally. Billett won 

the Young Entrepreneur award in 2013, seven years after she 

launched the business. 

As with Kelly Engineering, you could easily look at the Footprint 

Group and see only the success, rather than the gradual evolution 

and the years of experience behind it. 

One of the major challenges businesses and entrepreneurs face is 

having an unrealistic expectation of how quickly a business will grow 

and become profi table. For about 90 per cent of those I interviewed 

it took between three and eight years to become profi table and 

successful. Not one of them saw overnight success. And yet we’re 

bombarded with stories of the ‘instant’ fortunes won by the very few. 

It’s easy to look at the Facebooks of this world and imagine that all 

it takes is one brilliant idea and, voilà, you’re a billionaire.

Australian actor Shane Jacobson, whose meteoric rise to success 

was on the back of the mockumentary movie Kenny, sums it up yy

beautifully in his book title: The Long Road to Overnight Success. 

Perfect.

Think about it. The Footprint Group wasn’t kick-started by a 

catalytic quantum leap, a sudden stroke of genius, but by a strong 

desire to do things differently and better. Billett’s fi rst tagline was 

‘a fresh approach’. Over time, she has been very good at two things 

in particular that are vital in the game of inches: fi nding gaps in 

the market and fi nding ways of doing things better. For Footprint 

the game of inches is about constant, everyday disruption and 

reinvention. 

Talking about this, Billett made a crucial point: ‘Over time, we really 

kept an eye on that market disruption mentality and some of the stuff 

we’re developing at the moment is more along the lines of reinventing 

how things are done in the market’. This illustrates that disruption 

isn’t always big, completely new or totally out there; it’s disruptive 

because it’s different. It’s disruptive because no-one has done it 

before in that way, that well or in that market.
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As Siimon Reynolds put it, ‘Disruption is a moment, a tactic, a 

shift, and we must continually improve the disruption’. The game of 

inches also serves disruption — those breakthrough, Eureka ideas, 

big or small, behind business success. Yet success doesn’t depend 

on being disruptive, because, as Siimon added, many successful 

businesses may actually never have had a disruptive moment, but

will ‘endlessly improve until they were the best in their industry. You 

don’t need to be disruptive but you do need to constantly improve’.

Constant improvement isn’t just about improving a particular 

product or service. It’s about improving your processes, your skills, 

your business model, your personal development, your vision, your 

mindset … If you want to be the best at what you do, you need to 

work consistently at improving everything you do.

The game of inches permeates every part of a business and every 

action you take. This is one of the greatest revelations you will ever 

have in business, because it’s about changing what you do rather 

than changing who you are.

It’s not who you are, it’s 
what you do
Many people believe you need to be a certain type of person to 

succeed in business, that there is an entrepreneurial gene. We read 

or hear about entrepreneurs having particular characteristics: they 

are extraverts, type-A personalities, mavericks, thought leaders, risk 

takers, highly creative … and on it goes. But I didn’t see any of that.

Success for the entrepreneurs I interviewed doesn’t stem from their 

personality type or a cluster of character traits. Some were shy, 

some outgoing, some young, some old. It also doesn’t matter if 

they come from a wealthy, privileged background or were poverty-

stricken as kids. They had different backgrounds, had experienced 

different cultures and upbringing. What they do have in common is 

a philosophy that is demonstrated by the actions they take and the 

behaviours they exhibit. 
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At the risk of sounding like I’ve stepped onto a soapbox, I believe

that immersing yourself in the realm of guru-ism and the supposed 

‘characteristics’ of successful people is dangerous. I didn’t always 

think like this, but after interviewing a heap of truly successful 

people, I now know that it’s not who you are that counts, it’s what 

you do. End of story. You can keep on being you. It’s your philosophy, 

the actions you take and the behaviours you adopt that count. 

By ‘philosophy’, I mean a way of looking at business not as spinning 

the wheel of fortune, hoping it lands on your number, but as a 

science. Not as tapping into the ‘old boys’ network’ but as a level 

playing fi eld where anyone can join in. Not restricted to those with 

an MBA or professional qualifi cation, but a focused application of 

principles that can be embraced by anyone with the determination 

to succeed. Not as a get rich quick scheme, but as a diligent, inch-

by-inch progression. Not as an overnight success, but as a game of 

inches. It’s a way of thinking; even deeper than that, it’s a way of 

being.

Start Here
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Within that philosophy, there are key actions and behaviours that all 

successful people adopt and adhere to. This was the most exciting 

revelation, because it makes success more accessible. It’s not quite 

a do-this-and-do-that, but it comes bloody close. 

This book will explore each of these actions and behaviours, one 

chapter at a time, and will be governed throughout by that crucial 

philosophy that business is a game of inches. You’ll notice the 

actions and behaviours follow each over but in reality they are 

interwoven; that’s because the behaviours infuse each action and 

with each layer of behaviour you add, your actions improve. The 

actions are what you do and the behaviours how you do it.

During my interviews I heard the same messages and saw the same 

patterns over and over again, not in the same words but in what 

these entrepreneurs spoke about, the actions each took and the 

behaviours that each adopted when growing their business. 

Seven key common elements emerged: four actions, three behaviours, 

as illustrated in the game of inches model (fi gure A, overleaf). The four 

actions are represented as sequential steps that can be implemented 

within a step-by-step framework. When you complete the fourth 

action, you’re not ‘done’. Remember, this is a game of inches, so 

you keep working through the actions, incrementally improving your 

business each time. The sequence is also fl uid so you can move in 

and out as needed.

Start Here
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The behaviours are about the way entrepreneurs act. They’re 

holistic, infusing everything you do. The behaviours act like a turbo 

charge, making each action more powerful and effective. Without 

the behaviours infl uencing the actions, you just end up going 

through the motions robotically. 

Essentially, your actions are what you do and your behaviours are 

how you do it.

For example, you can see in the model that at the centre of 

everything you do is knowing why you’re doing it. This is what drives y

you to take action. The right mindset (mindset is everything) keeps gg

you acting even when the going gets tough. And to build the skills 

for each action you need to learn constantly: it’s what I call the 

never-ending doctorate. 

As you read through the actions and behaviours, you may think, 

Well, that’s obvious, and you’ll be right. None of these actions and 

Figure A: four actions, three behaviours
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xxvii

behaviours were diffi cult to identify. I didn’t need to wade through 

countless Post-it notes stuck on a wall and group them together to 

try to fi gure out the relationships and trends. They just stood out. 

And therein lies the beauty. Business is simple. These principles 

are simple. So simple and obvious, in fact, that most businesses 

and entrepreneurs miss them completely.

So let’s break the model down step by step.

ACTION 1: FIND A GAP
Before you think of anything, do anything or market anything, you 

must identify a gap. The gap is a problem, want or need that, if solved 

or met, creates vast opportunity. Gaps appear externally, such as an 

unaddressed niche in the market or meeting your customer’s wants 

or solving their frustrations. Gaps also appear internally, within your 

business, revealing areas that can be improved.

ACTION 2: TAKE ACTION
Travelling through the desert in Central Australia, I met Denis and 

his mate Bob, who were riding their pushbikes from Port Augusta to 

Alice Springs — about 1200 km. Two mates who loved long-distance 

riding, and simply decided to go for it. They didn’t ponder too long 

or have endless meetings; they literally just jumped on their bikes 

and did it. Entrepreneurs are great at getting things done because 

they jump in and take action.

ACTION 3: TEST AND MEASURE
How do you know if what you’re doing really works? Easy: test it and 

measure it. Once you start something, you need to monitor it and 

gauge its viability. Are people buying it? Entrepreneurs know what is 

and isn’t working because they watch the results, whether it’s a new 

landing page, a new product or a new business. It’s easier and less 

expensive to backtrack an inch than to wait until you’re a kilometre 

down the road.

ACTION 4: DELETE OR IMPROVE
No-one I talked to is afraid of pitching a dud. They know that not 

everything is going to work and they’re not precious about it. Sure, 

Start Here
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passion comes into the equation, but if the numbers don’t add up, 

out it goes. On the other hand, if it works, then the game becomes 

how to be the very best at it and how to improve it, not once but 

constantly.

BEHAVIOUR 1: KNOW WHY
Everyone I interviewed knows what drives them. They have a passion 

for what they do because they are ‘on purpose’. They know why 

they’re doing it. That’s vital: when things get tough and go wrong, 

that’s what keeps them going. 

BEHAVIOUR 2: MINDSET IS EVERYTHING
Success isn’t about specifi c personality traits, but it does depend 

on having the right mindset, one that is growth oriented. Successful 

people are constantly working on their mindset. 

BEHAVIOUR 3: THE NEVER-ENDING
DOCTORATE
Successful entrepreneurs are always reading, watching, listening and 

associating with other successful people. They never stop learning. 

Siimon Reynolds built one of his homes around a bookcase. Yes, 

you read that right. You can only keep improving if you’re constantly 

learning.
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Beautiful tension
One of the most interesting ideas to raise its head in the 

interviews — which took me completely by surprise — is something 

I’ve called ‘beautiful tension’. As I spoke to more and more 

entrepreneurs, ideas kept creeping into the conversation that at fi rst 

appeared to be contradictory. 

For example, you need to be passionate about your business — but 

you’ll actually end up broke if your business doesn’t have a viable 

model or if no-one wants what you’re offering. Unfortunately, the 

world is full of passionate entrepreneurs pursuing their dreams and 

sowing their own ruin at the same time. But does that mean passion 

is a bad thing? Surely you need passion to keep you enthusiastic 

every day so you’ll put in the effort and hard work it takes to build 

your business, not to mention fi nd the drive to keep going when 

things go wrong, as they inevitably will.

Another contradiction is you should jump in and act on your ideas 

without pondering or analysing them too much — but you also need 

to take time to research your idea’s viability. Again, each side of 

the argument makes complete sense, so they seem to grind against 

each other.

A number of such apparent contradictions surfaced. Then the light 

bulb came on. They aren’t contradictions at all. Contradictions work 

against each other but these confl icting ideas are actually working t

together. It’s as if a tension holds them apart but keeps them in 

check at the same time. If that tension isn’t there, neither will work. 

It’s much like a tug-of-war: if one team lets go, then everyone on 

both sides collapses and the game is over. It’s the tension between 

the two sides that keeps everyone standing. 

You need passion, but you also need your idea to be viable or you’ll 

go broke. You need a viable model, but if you’re not passionate 

about it, you won’t get through the hard times. The one relies on 

the other.
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You need to jump in and take action or your competitors will 

sail past you, but you also need to make sure your action has a 

calculated outcome. You can’t just do something blindly because 

you think it will work, nor can you spend too much time getting it k

right, because you’ll only ever know if it works by doing it.

This is where the game of inches comes back in. If either side gets 

too far ahead, everything topples over. As long as you’re progressing 

each side by rapid inches, they stay in balance. You need that 

balance. To be successful, you need to embrace these beautiful 

tensions. 

The one thing
Just reading this book is not going to be enough, of course. You might 

feel good and walk away with some extra knowledge and insight, but 

no matter how good the information is, it will be worthless if you 

don’t do something with it. You know that. Entrepreneurs are really

good at getting things done. They don’t ponder too long and they 

aren’t scared of messing up. They do stuff. 

To help you get the most out of this book, each chapter fi nishes with 

a practical call to action. It will ask you to choose just one thing 

that stood out from what you’ve just read. Then it will ask you to do 

that one thing — not ten things, not six things, just one. Because 

anyone can do just one thing. This is important because making 

these actions part of your daily business life is what will make the 

difference. They need to become second nature. 

According to a popular myth, if you do something for 21 days it 

will become a habit. Sorry, but that’s simply not true. Research, 

undertaken by Phillippa Lally at University College London, shows 

that it actually takes between 18 and 254 days, depending on a 

number of factors. The average is 66 days, but the different factors 

are so variable that ‘average’ is effectively meaningless. So don’t try 

to count the days. What is important in habit building is repetition s

and willpower. 

Habits aren’t formed by doing everything at once: they’re formed 

by doing small chunks over and over again, then adding a bit more. 

Don’t try to do everything at once, because it won’t work and you’ll 

lose your motivation to keep moving on. It’ll just become too hard. 
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And don’t try to get it perfect all at once, because you’ll either never 

get started or you’ll drive yourself round the bend. Just know that 

the more you do, the better you’ll get. As Marla Cilley (aka FlyLady) 

says, it’s more important to build the habit than to get it right all 

in one day. 

Finally, getting it right it isn’t nearly as important as just getting it 

done. When I asked entrepreneur Kirsty Dunphey for her best piece 

of advice for start-ups, she answered simply, ‘Have a crack’.

Entrepreneurs and successful businesses are really good at doing 

stuff, so it’s crucial to make sure you apply the information, actionsff

and behaviours explored in this book and make them part of your

everyday routine and habits. The Game of Inches is not a read-it,s

do-it-once sort of thing. It’s about consistent, constant behaviours

and actions. It’s also about small, incremental steps. 

But this is your book. Read and reread the whole thing or choose

just one part to return to at different stages in your journey, knowing

that each time you do you will experience it differently and draw

different lessons.

To get the most from the counsel of the highly successful

businesspeople you’ll meet in these pages, my advice is to take a

small chunk of their wisdom and then simply do it — not once but

consistently, until it becomes a habit. Building a habit is also part

of the game of inches.  

Start Here
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Nigel created his fi rst business at the age of twenty and sold it at 

twenty-one. He then went on to build Absurd Entertainment, one 

of Australia largest entertainment design companies. He worked 

extensively on the 2000 Olympic Games, was entertainment advisor 

at the 2000 Paralympic Games, and holds the accolade of being 

show director for Australia’s largest ever corporate event in 2005. 

Having passed the baton by selling the Absurd in 2004, he moved 

into the world of consulting, advising his clients on implementing 

ideas and everyday innovation. 

In 2013, armed with a video camera, Nigel set off on an initiative 

to travel throughout Australia, solo on his motorbike, to discover 

 ingenious Australians and share their stories. His quest was, through 

his ‘Ingenious Oz Project’, to inspire the ideas of a nation. In 2014, 

as an ambassador of Start Up Australia, he interviewed over 50 

of Australia’s top entrepreneurs and business leaders. He is now 

founder and maestro of ‘Game of Inches’.

He has advised C-Suite executives, Ministers of Parliament 

and entrepreneurs in both public and private sectors. As an 

international speaker, he has presented his experience and expertise 

to organisations in myriad industries including IT, Franchise, 

Events, Marketing, Finance, Pharmaceuticals, Government and 

Telecommunications.

When not speaking, working with clients, writing or riding his 

motorcycle he spends his time between Sydney and the rural mid 

north coast of NSW with his family.
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W hat  i f  d isr upt ing  a n  industr y  doesn’t 
have to happen with a big breakout idea 

but can unfold by ma king  small , 
c onsistent  cha nges?

The Game of Inches offers a revolutionary and sustainable plan for 
business success and innovation, one improvement at a time.

Entrepreneur Nigel Collin has tapped the wisdom and insight of more 
than 80 of Australia’s most successful entrepreneurs and leaders to distill 
the surprising truth of what it really takes to build a prosperous business. 
Featuring candid and thought-provoking accounts, the book sets out an 
actionable blueprint for real growth in your business.

Shift your mindset from explosive, overnight success to consistent, step-
by-step progress. With The Game of Inches you can reach the top and 
stay there.

NIGEL COLLIN is an entrepreneur, speaker, author, and ambassador 
for Start Up Australia. He built Absurd Entertainment, one of Australia’s 
first and largest entertainment design companies, and is an alumni at the 
Disney Institute. He is the author of Herding Monkeys and Think Bits. Find 
out more at www.nigelcollin.com.au.
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