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A state of the art resource on 
the art, science and selling of 
fragrance. 

The course is designed with input from top retail, manufacturing and 
sales training experts to provide participants with a clear and 
comprehensive understanding of the fundamental skills that are 
instrumental in setting and maintaining the high standard of professional 
performance and service excellence in the fragrance industry.  

Course Topics 
• Perfumery and Structure 

• Fragrance Selection Using Classification and Storytelling 

• The Consumer and the Marketplace 

• Fragrance Sales Strategies and Techniques
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FAQ’S 

Sign Up: www.fragrance.org/fragrance-academy 

Cost: $175/student 

Time to Complete: 2-3 hours 

Final Exam: Allow at least 1 hour to complete in 1 sitting; score 
70% or higher to pass 

Certification: Download a personalized certificate and receive a 
pin 

Group Packages: Contact Mary Pelzer mary@fragrance.org 
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Lesson 1: Perfumery and Structure 

• History of fragrance 

• The development of fragrance in the 20th Century  

• The role of perfumers in developing fragrance 

• Top, middle and base notes  

• Common fragrance notes and their place in the structure of fragrance
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The History of Fragrance: 
An Interactive Experience
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Lifetime Achievement, Perfumer award 
winners share their inspirations and 
biggest fragrance hits.
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The Structure of Fragrance

9



10

Lesson 2: Choose Your Fragrance  
Storytelling vs. Classification 

• Understand how fragrance likes and dislikes are formed 

• The traditional approach to fragrance selection based on classifications and common families 

• The modern approach to fragrance selection based on storytelling 

• Methods on how to develop stories around fragrance
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Storytelling vs. Classification 
The storytelling method allows the sales specialist to form a deeper 
understanding of what fragrances would be best suited to a consumer.



12

The Traditional Approach— 
Using classifications in 
fragrance selection
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The Modern Approach— 
The Modern Approach engages students to uses storytelling to select 
fragrances, giving them the tools to help customers relate their fragrance 
preferences through emotional, visual language and helping them make 
better selections at retail.  
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Lesson 3: The Consumers &  
The Marketplace 

• Current trends in fragrance 

• The five major outlets for fragrance shopping and the advantages of each 

• The different forms of personal fragrance and the strength of each 

• Layering fragrance forms to achieve long-lasting effects and create bespoke scents
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We discuss today's fragrance trends and 
how to help your customer navigate the 
sea of offerings.
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Expanding Consumers' Fragrance Wardrobe 
For the fragrance sales specialist, understanding the variety of fragrance forms and uses, products 
and emerging trends, allows you to expand customers’ fragrance wardrobes, introduce new 
ideas and become a trusted consultant, driving sales and loyalty.  
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Lesson 4: The Fragrance Professional 
• Positive communication 

• Engaging different types of consumers 

• Presenting and demonstrating fragrances 

• Link sell fragrance products and ancillaries 

• The three main ways to close a sale: direct close, assumptive close, choice close 

• Answer customer concerns and questions using the “felt found” and “share a little more” methods 

• Best practices for building and maintaining customer loyalty
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The Fragrance Consumer 
Learn about different types of consumers and how to approach them. 
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A Step-by-Step Process
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Certification 

Upon successful completion of the course and receiving a score 
of 70% or higher on the Final Exam, students will receive a 
certificate and a pin.  

The personalized certificate may be downloaded directly from 
the course website. The pin will be mailed by The Fragrance 
Foundation. 
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Thank You 
For more information and to sign up for The Fragrance Academy 
please contact Mary Pelzer at mary@fragrance.org

mailto:mary@fragrance.org

