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CordobaQ was established in August 2020.
All photos: CordobaQ 

CoMPanY sPotLight: CordobaQ

CordobaQ was founded by Jason Cordoba in August 2020 
with the objective of helping aviation businesses unlock the 
potential of their software and data. 

Despite entering the market at a turbulent time, CordobaQ has 
already seen a great response from the industry, which CEO Jason 
Cordoba attributes a lot to timing. “As we all know, the impact of 
COVID-19 on the industry has been huge. More than ever busi-
nesses need to streamline, save costs and ensure that employees 
are being utilised in the most productive and effective ways. Of 
course, this has always been true, but the global crisis has really 
polarised this. Strategies for survival are high on the agenda at 
most executive level meetings these days.” 

Cordoba continues, “I could clearly see how I could support these 
efforts from a software, automation and data perspective. Of 
course, it felt risky to launch the business during such a time of 
uncertainty and disruption, but I also knew it was the optimum 
time for businesses to maximise the benefits from harnessing their 
software capabilities.”

With hands on experience of both vendor and client-side opera-
tions, Cordoba’s professional background puts him in a unique 
position to deliver technical advisory services to the industry. He 
started his aviation career in 2004 with software vendor Compo-
nent Control, where he honed his technical software development 
skills. A notable achievement during his ten years with the compa-
ny was his development of the aviation industry’s first mobile app 
for aircraft parts, StockMarket.aero. Then in 2014 he joined aircraft 
spare parts provider, AJW Group, with the objective of helping the 
business derive the maximum benefits from their 
Quantum ERP software. 

Describing himself as a “straight-talking aviation 
business architect”, Cordoba says he wants to 
“demystify data and cut through the jargon that 
is just there to confuse people and justify high 
price tags.”

Cordoba goes on to say that companies are 
coming to him for two key reasons, firstly to 
better understand the data they hold through 
business reporting and analysis, and secondly 
for process improvements through streamlin-
ing and automation of high intensity man-
ual administration tasks. 

“Data intelligence is held in a database, be it transactional data, 
maintenance data, customer and supplier data and so on. But you 
need to get the data out of the database and visualise it on a dash-
board to be able to use it to make better business decisions and 
understand your competitive advantages” explains Cordoba. “One 
of the reasons I started CordobaQ is that I was increasingly frus-
trated to see how many companies get this wrong and I wanted to 
help change that.”

Cordoba explains that the same issues come up time and time 
again. “Businesses overestimate and over complicate projects 
because they don’t know exactly what they are trying to achieve 
and are often being led by an expensive third party company that 
doesn’t know the difference from a consumable to a rotable.” 

“‘Data warehouse’ has been a buzzword in many industries for the 
past 5-7 years. If your company didn’t have a data warehouse, then 
you were made to feel that you were missing out. But missing out 
on what exactly? To better understand the concept of a data ware-
house we can use the example of a Boeing jet.”

“A Boeing jet generates 10 terabytes of information per engine for 
every 30 minutes of flight. To the human eye this huge volume of 
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Strategies for survival are high 
on the agenda says Cordoba.

data is in a format that is unreadable. But 
a data warehouse solves that problem as it 
digests and stores this colossal amount of 
data, transforming it into something mean-
ingful. So how does this relate to an after-
market aviation company whose 20-year-old 
database is only about 20 gigabytes (just 0.02 
terabytes)? The simple answer is it doesn’t, 
you just don’t need a tool as sophisticated 
as this with such a vast capacity to under-
stand your data. You can pull data directly 
from your database onto an amazing dash-
board tool like Microsoft PowerBI (standard 
license fee is around $10 a month per user) 

and create great dashboards and re-
porting to better understand your 

business at a fraction of the price 
a data warehouse would cost. 

And that’s just the tip of the 
iceberg.”

“Another costly mistake is 
non-aviation people pull-
ing data. I’ve seen some 
beautiful, colourful dash-
boards created by non-
aviation people, but when 
you look at the data it is 
incorrect as the person 
working with the data 
doesn’t know the differ-
ence between an aircraft 
part number and a non-

aircraft part number. So, 
your most profitable part 

according to the ‘data scien-
tist’ turns out to be an ‘AOG 

charge’ or, the fair market value 
(FMV) analysis they make, includes unser-
viceable transactions in the calculations.”   

Cordoba’s hands-on experience also allows 
him to recognise gaps in internal processes 
and identify how software can streamline 
activities. “There is the saying ‘you don’t 
know what you don’t know’ and this is the 
case with many companies not understand-
ing the full breadth of their software’s ca-
pabilities. In the early days businesses often 
develop process flows that are time con-
suming but work ‘just fine’ on a small scale. 

But, as they expand, they outgrow these 
old processes. Managing consignments in 
Excel for example, is no longer feasible and 
takes up a lot of time. But, due to a lack of 
knowledge and training on their software 
system, they don’t know it can easily be au-
tomated.”

“A few simple changes in automating ad-
ministration process flows can free up a 
whole full time role, allowing employees to 
be redeployed in the business to positions 
that bring more value to the company and 
a more satisfying and rewarding job for the 
employee. The feedback and appreciation 
I’ve had from end-users has been phenom-
enal and hugely gratifying.”

CordobaQ is a ‘Quantum-ERP Value Added 
Partner’ which means that Cordoba is re-
quired to keep up to date on all product 
development, best practices, and general 
training around Quantum-ERP. He is also 
very active in the broader aviation commu-
nity, serving as a board member on vari-
ous committees as well as contributing to 
industry publications and speaking at avia-
tion conferences.

Looking to the future, Cordoba concludes 
“I am passionate about helping businesses 
improve and work better, cheaper and fast-
er. I want to establish a footprint with every 
company I collaborate with, being their 
voice to feedback to the data and software 
industry, and their link to the latest new 
technologies as they develop.”
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Cordoba started his
aviation career
at Component 
Control.


