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		We are sorry but the document/page in the directory (Documents) you have requested
   https://www.barrett.com.au/Documents/FFPOpenHouseDecember2003.pdf
does not exist on this server anymore. This can have a number of reasons:
	We have re-structured our webpage and we have missed to redirect to the correct document.
	You came from a searchengine that was refering to a document that was removed.
	You came from an old newsletter that was refering to a document that was removed.
	The document was too old and was removed by the webmaster.
	The document was replaced by a newer document with a different name (e.g. different year,month).
	The document was/is not relevant to this business anymore.

Alternatively you could
	visit our Search Page to find something that is a close match.
	visit our Main Page.
	visit our Contact Page.
	click on any of the menu items available that are in close match of your URL.
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      	[image: Image Alt: The Power of Being Highly Sensitive: My Journey from Misfit to Leader]The Power of Being Highly Sensitive: My Journey from Misfit to Leader
In 45 seconds 
The world felt overwhelming as a kid. Turns out, I'm an HSP (highly sensitive person) – 15-20% of us out there, according to research. My sensitivity, once a burden, became my strength. ... 

Read More ...



	[image: Image Alt: Theory of Mind: Stepping Into Someone Else’s Shoes]Theory of Mind: Stepping Into Someone Else’s Shoes
In 30 seconds
Theory of Mind (ToM) is all about understanding that others have unique thoughts, feelings, and viewpoints. It's key for navigating any relationship, from work colleagues to family. ... 

Read More ...



	[image: Image Alt: Curiosity: Your Key to Remarkable]Curiosity: Your Key to Remarkable
In 30 seconds
Curiosity, often seen in children, is essential for success, driving continuous learning and adaptation. It's especially crucial for top salespeople and achievers across fields, fostering ... 

Read More ...



	[image: Image Alt: Striking Balance - Barrett's 12 Sales & Business Trends for 2024]Striking Balance - Barrett's 12 Sales & Business Trends for 2024
In December 2023 we published Barrett’s 12 Sales & Business Trends for 2024. This is a summary of that report, in case you missed it.

For decades, the business world has been dominated by ... 

Read More ...
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					Information
© Barrett provides Sales Training, Sales Consulting, Sales Coaching and Sales Assessments in Melbourne, Sydney, Brisbane, Adelaide and Perth



Address & Phone details
Caulfield South 3162 (Melbourne),
 Victoria, Australia

PO Box 277

Phone +61 3 9533 0000
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					Barrett Consulting Group P/L acknowledges the original custodians of the land on which we meet and work, including the land of the Boon Wurrung people of the Kulin Nation where our head office is based, and other lands and nations within this country.  We acknowledge their elders past, present and emerging. Sovereignty was never ceded.
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