
jetNEXUS Advances Global Appliance 
Deployment with MBX

jetNEXUS
TM

 is the performance-
to-price leader for load balancing, 
application delivery control and next 
generation traffic management solu-
tions. Enterprises that demand high 
availability and performance for their 
mission-critical applications choose 
jetNEXUS appliance-based solutions 
to improve application performance. 
Launched in 2004, the ALB-X (Acceler-
ating Load Balancer Extreme) and ETM 
(Enterprise Traffic Manager) network 
appliances accelerate the delivery of 

web applications and sites for some of 
the most successful organizations in 
the world. 

Well known in Western Europe and the 
United States, the company’s growing 
brand awareness has led to expan-
sion in new markets including Eastern 
Europe and the Middle East. In fact, 19 
percent of all gaming-related internet 
traffic and 15.4 percent of all travel 
related internet traffic in the United 
Kingdom is processed by jetNEXUS.
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> jetNEXUS ETM

Niels Jaeckel, jetNEXUS Chief Technol-
ogy Officer recalls, “The only clear way 
to create commercially manageable 
products without getting involved in a 
multitude of operating system vari-
ants was to deploy the solutions on 
an appliance.” At the time, the appli-
ance model was relatively unchartered 
waters.  Jaeckel knew designing for an 
appliance would solve the challenges of 
supporting multiple operating systems 
since an appliance is equipped to take 
advantage of open systems technology. 

Another consideration for jetNEXUS 
was how to make its appliances’ ap-
pearance unique to work as a promo-
tional tool for the company.  Jaeckel 
adds, “We wanted the appliances to 
visually parallel the superior products 
we were delivering, but we had no 
experience in building hardware.” 		
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THE CHALLENGE
Load balancing and traffic manage-
ment solutions are sophisticated and, 
as a result, generally expensive and 
complicated to implement. They reside 
in the network layer, which makes the 
execution challenging for even the most 
advanced data centers. They are also 
mission-critical and need high depend-
ability to keep enterprise data or web 
traffic from coming to a screeching halt. 

 jetNEXUS wanted a way to deploy its 
solutions to provide peak performance 
and reliability without the complexity. 
To be viable, each solution also needed 
a price point to establish jetNEXUS as 
a formidable competitor in its product 
niche. 

“MBX configured a robust pro-
totype system on the first pass 

and, by executing an efficient brand-
ing solution, shaved six months off 
our deployment date.”
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> Provides load balancing and next 	    	
   generation traffic management 
   solutions
> Products include Accelerating Load   	
   Balancer Extreme and Enterprise Traffic  	
   Manager

> Headquarters in the United Kingdom, 	       	
   expanding globally

> Deploy each application as a single 
   solution, without variants to manage 
   the multitude of operating systems
> Make the solution easy to deploy 
   and highly visible to the data center
> Gain marketshare from industry heavy   	
   weights by providing a price
    performance  advantage

> Focus on developing high-performance
   solutions and designating MBX to 
   configure the best way to deploy them 
   on a turnkey appliance

> Solutions launched on an appliance
   from inception
> Support and maintenance managed
   from a single point of contact
> Strong brand awareness and reputation
   as best-of-breed solutions
> MBX production services helps
   expedite global deployment of fully
   configured systems

THE SOLUTION
During a trip to the US, Jaeckel read a 
trade magazine article about an appli-
ance model that featured MBX Systems. 
At the time, MBX was a pioneer in the 
newly developing appliance market and 
several other systems integrators were 
starting to transition to this new prod-
uct niche. Among the manufacturers 
he contacted, only MBX put together 
a standard platform for jetNEXUS that 
required minimal alterations and offered 
appliance branding to befit the com-
pany’s image.



THE RESULT
Since the introduction of its appliances 
in 2004, jetNEXUS has experienced 
100 percent year-over-year growth.  Part 
of this growth is attributable to the 
company’s ability to deliver outstanding 
performance and value. In short order, 
jetNEXUS network appliances have 
elevated to best of breed and regularly 
replace more cumbersome and prob-
lematic systems.

Jaeckel says, “jetNEXUS appliances 
have been deployed to hundreds of 
customers and the number of systems 
returned for RMAs is literally in the 
single digits. What customers love most 
about our appliances is paying far less 
for a technologically superior product. 
MBX continues to serve as our research 
arm for the next generation our solu-
tions. We rely on MBX to recommend 
performance upgrades and, as a result, 
help us stay on top of the latest techno-
logical advances.

“Appliances built by MBX literally pass 
the seven-foot drop test. There is so 
much care and consistency in the build 
process. Everything is buttoned up the 
right way. For example, the cable leads 
will not interfere with the airflow and 
cause overheating. Collectively over the 
four years of our appliance program, the 
failure rate is infinitesimal, even consid-
ering the typical jostling in transit.”

As jetNEXUS continues to expand into 
new markets, the company will take 
advantage of more MBX engineering 
and production services to standard-
ize its platforms for direct shipping 
from MBX warehouses. MBX carries 
jetNEXUS stock in both the US and The 
Netherlands, allowing for expedited de-
livery in North America and Europe. This 
resource is a commercial and financial 
boon since it reduces jetNEXUS’ storage 
space requirements and the time and 
cost to deploy its solution. It also simpli-
fies the logistics for handling jetNEXUS’ 
growing demand as its momentum 
grows in new markets.

“Appliances built by MBX literally 
pass the seven-foot drop test. 

There is so much care and consis-
tency in the build process. Everything 
is buttoned up the right way.”
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According to Jaeckel, “MBX won 
the business by out-performing the 
competition. Other vendors seemed 
disinterested in our initial volume 
projections, built low-quality proto-
types, or proposed a branded solution 
at a much higher price point. MBX 
addressed our issues and proved they 
could satisfy our platform and branding 
requirements. They configured a robust 
prototype system on the first pass and, 
by executing an efficient branding solu-
tion, shaved six months off our deploy-
ment date.” 

In fact, jetNEXUS’ branding has 
emerged as a key marketing differentia-
tor for the products. Compared to the 
predominant black box and simple logo 
on the bezel, jetNEXUS’ sapphire blue 
powdercoated appliance includes a 
glowing LCD panel on the faceplate – a 
feature that helps it stand out in the 
rack.

Jaeckel contends, “Our appliances are 
really a unique sales tool for our solu-
tions. Often an engineer or even a non-
technical person passes through cus-
tomer’s data centers and the jetNEXUS 
system draws their eye – it is easy to 
spot and their interest is piqued. Once 
they find out what the appliance does 
for the network, it’s on their radar.”	                                                         

Flexibility and ease of use are also 
compelling arguments for implement-
ing the jetNEXUS appliance, even 
for the most advanced data centers. 
Jaeckel says, “Despite the buzz around 
software as a service (SaaS) and virtual-
ization there is still a strong preference 
for the reliability of an appliance, even 
for our heavyweight customers. It

MBX VISION 

Our vision is to be the most  
respected system producer to the 
OEM appliance market. We create 
systems of unparalleled quality 
that support and surpass OEM 
demands, and we want to support 
these products with incomparable 
service in order to increase  
customer loyalty. 

MBX Systems 
1101 Brown Street 
Wauconda, IL 60084 

> Sales   800.560.1195 
> Tech Support  888.440.1617

www.mbx.com
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detaches the customer from the 
responsibilities of support and main-
tenance. If anything goes wrong – 
whether it’s the code, hardware, or 
other maintenance issues – we’re the 
single point of contact for support. This 
is a very important commercial proposi-
tion beyond the financial ROI benefits 
for large corporations.”

Traditional load balancing or traffic man-
agement solutions won’t deal with net-
work complexity in a flexible way. The 
reality is that the jetNEXUS appliances’ 
simple plug-and-play profile supports 
the company’s Ready to Run

TM
 value 

proposition. After a pre-dialog with the 
customer, the jetNEXUS system ships 
preconfigured to the environment and 
ready to drop straight into the network. 
The system works right out of the box 
and the installer doesn’t need an IT 
or engineering background to make it 
operational.

Jaeckel explains, “Many of our custom-
ers are business people, not technical 
people. They may have started out as a 
retail shop and, because of the Inter-
net, evolved into an online business. 
They could never manage a traditional 
ecommerce implementation without 
the aid or expense of a technical crew. 
In comparison, jetNEXUS’ solutions 
can go live in hours and will start ac-
celerating the website by a factor of 80 
percent or more. Telephone support is 
the extent of external assistance they 
might need.” 

“Despite the buzz around SaaS 
and virtualization there is still a 

strong preference for the reliability 
of an appliance.”


