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CEOCFO: Mr. Jenner, what is the focus at NexusTek today?
Mr. Jenner: We are an IT managed services firm focused on small and midsized businesses. Our objective is to be the 
one partner that can meet all the needs of any small or midsized business in Denver and in the region. We manage 
everything that has to do with information technology for more than 500 businesses headquartered in the Denver Metro 
area and the Front Range. We will do projects, security work, support voice over IP, plan and implement their critical CRM 
and ERP applications. We help clients migrate to the cloud, make sure their business is protected from crypto-virus or 
ransomware and pretty much anything that they need to do to make sure that their critical information is protected and 
their business is running smoothly.

CEOCFO: Do you find a trend for businesses wanting one source for all technology or are people still piecing 
things together?
Mr. Jenner: People are definitely piecing things together but the trend is moving towards relying on a key strategic 
partner. Every year, there is new technology that comes out in the marketplace and it is very challenging to get it all to 
work together. The advent of the cloud in the last two years has a whole new set of complexities. The new threats that we 
see from offshore players with ransomware is making things more complicated. Increasingly businesses are learning that 
it is better to focus their employees on their core business and rely on a key partner to make sure that all the technology 
meets their needs.

CEOCFO: Do you do much on site with your clients?
Mr. Jenner: We support on site and over the phone support for all of our clients whether their locations are in the Denver 
area or anywhere in the US.

CEOCFO: Do people like that on site part? Are people almost coming back to looking for the more personal 
approach? 
Mr. Jenner: The technology that is available to solve problems over the phone and over the internet have improved 
dramatically in the last ten years. Today, 80% of the problems that we solve for clients, we are able to solve over the 
phone, but it is very important to our clients that we are able to have a local onsite presence with their employees. We 
have many clients who count on our regularly scheduled visits. They appreciate a technician who comes in, walks around 
the office and supports the individuals at their location. They may have a small problem that is not big enough to pick up 
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the phone and call us for help, but they appreciate that onsite personal attention. We find that 80% of the IT issues we can 
solve over the phone, but that last 20% of the onsite “check-ins” are very important to our clients. 

CEOCFO: Do most of your clients use the wide range of your services or might they pick and choose?
Mr. Jenner: We found that to serve the SMB market, you have to be flexible and we offer a wide variety of business 
arrangements and technical arrangements to support our clients. We have no single offer that everyone has to use. We 
have found our businesses are all very different and it is really important that their service provider adapts to their needs. 
For that reason, we found that flexibility is important to our customers. Behind the scenes, the technology and the 
processes that we use to support our clients is all well integrated and common. We have common business practices 
inside our business, but at the client location and with the client, we tailor it to make sure it meets their needs.

CEOCFO: It is coming up on a year where NexusTek and ILLUMEN joined together. What has changed with that 
merger?
Mr. Jenner: We have improved our scale and capabilities. We have found that most of the SMBs today are certified 
businesses with less than ten employees. They are usually very good employees. One of the challenges with a company 
that size is that it is very difficult to be there when the client calls all the time, ready to serve them. One of the things we 
were able to achieve in our acquisition of ILLUMEN was increased scale. Now more than ever, when the client calls us, 
we are going to answer the phone and the person who answers the phone has the ability to help the customer. This is 
something that is very difficult when you are a small managed service provider, so scale is a big part of what we are 
looking to deliver for our clients. This was an important part of the NexusTek/ILLUMEN merger. 

The other thing that has happened is we have improved our capabilities. Today we offer VoIP or voice over IP as an 
integrated service or for our clients. There was a lot of demand in the market a year ago a single provider that included 
voice over IP and we have completed an integration of that capability into our service offerings. We are finding 
tremendous demand across our client base for that. 

Another key investment area is in healthcare. We announced briefly, with more to come over time, our support for the 
healthcare marketplace. Technology is very important to healthcare and healthcare is governed by some very stringent 
regulations like HIPAA. It requires anyone participating in the healthcare marketplace to be very careful about protecting 
clients’ personal health information. We made extensive investments in our business to be able to support that vertical, 
among others, in a way that we think no one else is able to match in our market.

CEOCFO: How do you reach out to potential new clients? How do people find you?
Mr. Jenner: For instance, in the Denver market, there are ten thousand businesses that we think are a good candidate for 
our services. Today, the decision makers in these businesses turn to the web when they are looking for help. 

We have invested a great deal into our web presence, in SEO and in digital advertising, to make sure if someone in 
Denver says they need support from their IT, they find NexusTek. We are the top rated, whether it be on social media or 
the internet, Denver company in that regard. The other thing we do is make sure that we are pushing out to the market a 
constant stream of useful information in newsletters, blogs, infographics and social media, on topics that matter to these 
ten thousand businesses. Pretty much every week we will have a new release of information that could be about security, 
dealing with ransomware, ensuring your business has a business continuity strategy, or it could be a discussion around 
the cloud and how to best use that for your business. It also could be around hiring IT personnel in a very tight market like 
we have in Denver. Our aim is to make sure every one of the ten thousand small and medium sized businesses in our 
market knows who we are and once or twice a year when they have a tough problem with IT, they think about us and give 
us a call.

CEOCFO: What are you surprised cannot be done yet with technology?
Mr. Jenner: I think that technology is still hard to make it all work together. If you look at individual aspects of technology, 
there are amazing innovations such as with the cell phone and the laptop. Integrating it all to work effectively within a 
business that has varied business needs is still a very difficult problem. We work hard on solving that problem for our 
clients. 

I’m always reminded, as I read technology news, with all the new innovation in the cloud or mobile computing, on one 
hand, it creates tremendous opportunity to use technology in your business and on the other hand, it adds complexity. 
That has been a continued pattern in our marketplace and we are charged with bridging that gap for our clients. 
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CEOCFO: Last month you acquired iPremise. Are you looking to do a general roll up or is it more opportunistic 
as far as acquiring companies in your space?
Mr. Jenner: Our strategy is centered on delivering excellent service to our clients. M&A is opportunistic, and only when it 
can be fully integrated so we have consistent, excellent service delivery for our clients. In the case of iPremise, the voice 
over IP capability that they include in their service offering was important to us. They have a handful of very talented 
engineers that we have been able to leverage across our entire customer base. You will see NexusTek over the coming 
months more active in this space. 

CEOCFO: NexusTek was recognized by Microsoft, by Colorado Companies to Watch, by MSP mentor. What is the 
most significant for you?
Mr. Jenner: The most significant thing for me is when we get an email from a client that says someone did a great job for 
them, they were wonderful to work with and they helped their business. The industry accolades certainly help and we use 
them in our marketing efforts, but the recognition that is really valuable is when the client calls up or sends us an email to 
tell us they had a great day today and we really helped their business. At the end of the day, retaining customers and 
making them happy is the most important thing to us.

CEOCFO: What do you look for in your people over and above technical skills?
Mr. Jenner: In our business, we need people with both technical and people skills. All of our engineers are client facing 
and it is only a sub set of the talented technical people who are also good with people skills. In our business, they have to 
be both. Hiring, training and retaining this specialized talent is an area where we invest extensively. It is vitally important to 
our business that we are able to be a place that will attract people and retain people like this. Technical talent with people 
skills; those folks want an environment where they are rewarded for their work. They want an environment where it is 
possible to be successful. They want an environment where there is always an opportunity to learn and be successful with 
the clients they support. We have a couple of areas we invest in. Our top three areas include a focus on recruiting, 
training and retaining talent. 

CEOCFO: How do you spend your time as CEO?
Mr. Jenner: I spend a lot of time with employees and customers. Probably a good chunk of my time. 25-30% of my time 
with employees, just walking around, talking to engineers and listening to them. Another 25-30% of time is spent with 
clients, either in the presale process, or meeting with key clients to make sure that we are addressing their needs. A third 
of my time is setting strategy for the business, making sure that our priorities are aligned with our strategy and that our 
people have what they need in order to execute on that strategy.

CEOCFO: Why choose NexusTek?
Mr. Jenner: Better than anyone else in the market, NexusTek can help you and your business ensure that your 
technology meets your needs - that we understand the requirements for your business and tailor the technology to deliver 
consistent, high performance at a great price.


