
Building your brand image is essential to the growth 
and sustainability of your company. Creating a prominent 
brand is more than marketing on social media, attending 
conferences, or being quoted in publications. Developing 
a comprehensive strategy that is intentional and carefully 
planned is the key to brand building. 

One of the ways small business owners can leverage 
their brand is through recognition. Let’s face it, being 
recognized is a great feeling. Recognition is empowerment 
and gives us the fuel to continue to pursue excellence. 
However, many CEOs of leading small businesses find 
it very hard to leverage recognition into opportunities to 
build relationships and compete for corporate contracts. 
In our annual Princeton Proper Small Business survey 
only 25 percent of small businesses utilized recognition to 
boost their brand. We found that many small businesses 
are unaware of the lasting impact of marketing recognition 
while others are bashful about boasting about their awards. 

The power of recognition cannot be underestimated. 
We found that those firms that utilize recognition to build 
their brands have clever and effective ways of marketing. 
One such company that was successful and deliberate 

about marketing is NexLevel Consulting Services, LLC,  
a certifi ed small, women and minority-owned business: 
WBE/MBE/WOSB located in New Kensington, Penn-
sylvania. NexLevel Consulting is a recent recipient of the 
Eastern Minority Supplier Development Council Class 
I Supplier of the Year Award. This accolade was tremen-
dous for NexLevel who specializes in change management. 
Tammy Davis, the CEO and chief relationship officer of 
NexLevel Consulting believes the award was just what 
NexLevel needed to continue to push their efforts in the 
local marketplace. Her goal is to continue to leverage 
this accolade in the corporate and government sectors. 
NexLevel created a marketing plan that included a press 
release, social media, company collateral, and mentions 
of the award during client visits. Leveraging recognition 
worked for NexLevel Consulting and the company is a 
great example of utilizing recognition to create bigger 
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broader opportunities in the corporate supply chain. 
If your company struggles with awards and recogni-

tion, here are 3 tips to follow to boost your brand through 
recognition: 

1. Understand the significance of the award 
Many of the awards you receive have a historical back-

ground and great significance to the organization that is 
bestowing the award. Research the recent awardees; this 
may be a clever way to build partnerships or benchmark 
with other leaders. 
2. Develop and distribute a press release 

It is very important that you develop a press release 
that clearly outlines your company, the award, and why 
your firm was selected for the award. You should create a 
distribution strategy that includes clients, suppliers, pub-
lications, and advocates for your firm. 
3. Don’t be shy, you’ve earned it! 

It’s your time to shine. This is a great opportunity to 
talk about the work you do and why your company is a 
leader in the industry. Utilize this time to maximize the 
award by communicating—nonstop! The award should be 
listed on your website, company collateral, and mentioned 
during client visits or speaking engagements. Look for 
additional opportunities to apply for awards that will give 
your company even more visibility and most importantly 
impact in the small business community.         ◆
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