
 

 

PCC Episode 003: Jon Loomer Interview 
 
 
Rebecca Livermore: Welcome everyone. I’m Rebecca Livermore from 
ProfessionalContentCreation.com and I’m thrilled to have you join me today.  
 
Today I’m super excited to welcome Jon Loomer to the show. Before we get started, let 
me tell you a little bit about Jon. Jon Loomer is a Facebook marketing coach who helps 
companies make a difference with Facebook marketing, through building trust, building 
their business and building their brand. 
 
Jon has used Facebook to promote businesses since he was with the NBA in 2007 and 
now practices what he preaches with his own business. He has quickly established 
himself as one of the authorities on Facebook marketing by regularly providing tips, 
tools and tutorials to keep you ahead of the competition. You can find him at 
JonLoomer.com or at Jon Loomer Digital on Facebook. 
 
Jon, it’s great to have you here today. Thanks so much for joining us. 
 
Jon Loomer: Thanks so much for having me, Rebecca. Good to finally meet you since 
we live in the same neck of the woods. 
 
Rebecca Livermore: Yeah, it’s kind of pretty bad that we can live – I don’t know what – 
half hour or so away from each other and … 
 
Jon Loomer: That’s bad, yeah. 
 
Rebecca Livermore: Yeah. And have to be having a conversation on Skype instead of 
in person but maybe someday we will have a chance to meet in person. That would be 
great. 
 
Jon Loomer: Absolutely. 
 
Rebecca Livermore: OK. Well the first thing I want to talk about is what led to your 
decision to make a living in social media. 
 
Jon Loomer: It’s a good question. Well I’ve always really wanted to do my own thing 
but I had never really been forced to do it. So I might experiment with something on the 
side. It didn’t do anything whatever but I never fully committed to it. But in late August of 
2011, I was laid off. So what happened then was I was – there’s something to be said 
for desperation. 
 
Rebecca Livermore: Right. 



 

 

 
Jon Loomer: Yeah. First of all I had the time. I’ve got three boys and my wife stays at 
home with them so she doesn’t bring in any income. So I’ve got the time. I’ve got the 
motivation. I mean you can’t have much more motivation than that. You got to get work 
and so in my experiences, it’s strange. I’m not classically trained in marketing and 
classically trained marketers probably can spot that in my work, I don’t know.  
 
Rebecca Livermore: That may be a good thing though, huh? 
 
Jon Loomer: Yeah, exactly. So I’m really self-learned, self-made, whatever in almost 
everything. I had a major in philosophy. 
 
Rebecca Livermore: So that’s not a great way to get a job with the philosophy degree. 
 
Jon Loomer: Yeah. But as a result, I was constantly trying to experiment with other 
things and it all started actually – this is really [inaudible] way to answer this but back in 
late 1999, I think – geez, it was a long time ago – I was in insurance. This was like my 
first job out of college or first real job and I knew I hate it. I just absolutely hated it but 
one thing I love is sports. So this actually got me involved. I was a writer. I wrote for a 
fancy sports website which ultimately led me on this path. 
 
First of all, I went out on my own and I had created my own website with the help of 
somebody because I had no idea what I was doing with websites. That led me to the 
NBA and all this. 
 
But all these things along the way that I started getting more and more involved and 
with the technical side of it but also like when I went to the NBA and [inaudible] but I had 
to wear every hat which is like marketing and community and social media.  
 
So on the road, I just got very comfortable that it was social media and that kind of goes 
back to my old fancy sports days because that is such an industry that to me is so 
important. 
 
So, whether it’s Facebook or Twitter or message boards or blogs, that’s all so important, 
just that industry. 
 
Rebecca Livermore: Yeah. 
 
Jon Loomer: That’s kind of what led me on that path. I mean I worked for American 
Cancer Society and was overseeing a lot of digital things there which included social 
media. So it was just kind of a natural fit once I went on my own. I wanted to start 
something like what I know about. It’s social media. 
 



 

 

Rebecca Livermore: Yeah. Was it difficult for you to make that transition from a regular 
job to all of a sudden you’re in a desperate situation and you’ve got to bring in money? I 
mean what was that like for you? 
 
Jon Loomer: That’s tricky because I’ve never started my own business. There’s so 
much I had no idea what I was doing. And so while I have comfort level with certain 
types of marketing, as you know, you’ve got to do it all though, right? 
 
Rebecca Livermore: Right. 
 
Jon Loomer: So blogging – I’ve done some blogging but it has never been my core 
business. Email marketing it’s always something that I worked with but I didn’t do much 
of that personally. And Facebook was really the main thing. I felt 100 percent 
comfortable doing it and everything else is like experimentation and figuring out what 
the heck I was doing. 
 
But in terms of true business, I’ve been in the business world for several years but 
actually making revenue out of my own products was just completely new. So there’s a 
lot of trial and error and a lot of reading and research and figuring out what others did. I 
mean sites like Copyblogger and ProBlogger have been immensely helpful for me. 
 
Rebecca Livermore: Yeah, definitely. Well in spite of your lack of experience, you 
really accomplished a lot in your first year of business. Tell me about some of those 
accomplishments and how you managed to do them so quickly. 
 
Jon Loomer: Well, a few accomplishments and then I’ve surpassed a million page 
views to my website. I’ve got 7000 something likes to my page, whatever that means, 
and I started creating my first products. So I started bringing in revenue there. I now 
have three sponsors to my website. So those are all landmarks. 
 
Really it’s just constant progression. Most of my progress in terms of monetizing my site 
has really been within the last two months or so and that’s really when I started creating 
my own products. That’s when the sponsors came about and that first year is really all 
about focusing on my content strategy and my vision there. 
 
So in terms of how I did it quickly – and you think again it’s quickly by perspective but I 
know most online businesses take a while and probably take longer than I have. But 
yeah, I think a lot of it has to do with time and focus and again that desperation factor 
where I had no other options. I had to make it work. 
 
Rebecca Livermore: Yeah, definitely, because a lot of people when they start a 
business, they have a job, a day job already. So they don’t have the desperation unless 
they’re desperate to get out of their job for whatever reason and they also don’t have 



 

 

that much time. So it sounds like you had those two things going for you. So while it was 
a difficult situation, it’s actually what probably helped make you successful. 
 
Jon Loomer: Absolutely. It was stressful but it’s a good kind of stress. It forces you to 
go outside of your comfort zone and do things you haven’t done before and find what 
works. 
 
Rebecca Livermore: Yeah. Well definitely. That’s great. OK. I noticed on your website 
that the tagline states “Social media that makes a difference”. First of all, I say I love 
that tagline because mine is “Media makes a difference.” So we both agree that social 
media and content and all that really makes a difference. However, not everybody has 
success with social media or content marketing. So I’m wondering from you what’s the 
difference between social media that makes a difference and social media that doesn’t 
accomplish much of anything. 
 
Jon Loomer: Well first of all, I have to give credit to my business coaches, basically my 
shrink/wife’s cousin and he has been there from the beginning to helping me through. I 
talk to him once a week and we talk through whatever struggles I’m dealing with and 
he’s an entrepreneur. So he really helps me think through and he just one day said so 
how is it that you’re going to – well, try and talk about differentiators. Like how is it that 
you can provide social media that makes a difference? Oh, I kind of like that. 
 
So my site, if you were to see my site a year ago or even eight, nine months ago, I 
mean it’s constantly changing. But one of the things I have realized along the way like 
all these lessons learned is you need to be clear from the beginning. Like when 
someone comes to your homepage, what you’re all about. 
 
So that’s kind of the origin of that social media means that makes a difference. But in 
terms of the company, those who are making a difference with social media and like the 
difference between the two, I mean there’s a misconception that there’s get rich quick 
schemes or all you need is a Facebook page and start throwing out your marketing 
messages, your PR messages and people are going to click on your links and buy stuff 
from you. 
 
So for me, it all comes down to value. So, social media that makes a difference is two 
things first of all. It’s from two different perspectives. You’re making a difference for the 
user so you’re providing value to them that makes a difference in their life in some way. 
 
Now whatever it is whether you’re educating them, providing them information they 
didn’t know about before that makes their life easier, providing them discounts, 
whatever. But it can’t be all about promoting yourself. 
 
Rebecca Livermore: Right. 



 

 

 
Jon Loomer: Ultimately it makes a difference for your business, for multiple reasons. It 
can indirectly lead to revenue and you can build your brand advocates. It can be great 
for customer service. So it makes a difference from both sides. 
 
Rebecca Livermore: Right, definitely. OK. So you’ve obviously decided to focus on 
Facebook. With all of the different social media platforms out there, why Facebook? 
 
Jon Loomer: I mean there’s obvious answers and it’s like everybody is there but again 
I’ve been on Facebook since 2007 and I can’t say that about Twitter. I can’t say that 
about obviously Google+ and on down the road.  
 
So this is kind of a long story but I remember when a kid who worked at the NBA, fresh 
out of college walked into my office and said, “You need to do something with the 
Facebook,” and I had no idea what he was talking about. I tried to wrap my brain around 
it. I wasn’t sold. I didn’t get it and I can’t take any credit for the fact that the NBA ended 
up working with Facebook, but we did and so this was back in 2007, my first exposure 
to it. So it’s to show how long ago that was. I was one of the first admins of the first NBA 
group on Facebook. This was before pages. 
 
Rebecca Livermore: Wow. 
 
Jon Loomer: I’m still an admin of the original test group. 
 
Rebecca Livermore: Is anybody in there or are you just the only one in there? 
 
Jon Loomer: No, I see it every once in a while. I never actually dive in to see what’s 
there. I should  [inaudible] and it was so long ago that you can create your own 
applications. You had to partner with Facebook’s Create Applications. 
 
So we actually partnered with them to create like a bracket challenge app that was 
based off of their bracket app that they did because it was just college kids and they do 
like [inaudible].  
 
So anyway, that was my first exposure and that was over five years ago now. So it’s not 
only that I’ve used it for business purposes for that long but I’ve used it so much. I fell in 
love with it like within months after that. It wasn’t immediate because for obvious 
reasons, like until your friends are there. 
 
Rebecca Livermore: Right. 
 
Jon Loomer: It’s just like any other social network or whatever. But once my friends 
were there, I was like this is awesome. 



 

 

 
Rebecca Livermore: Right. 
 
Jon Loomer: Everybody was there and I was like reconnecting with people I haven’t 
heard from in forever and having conversations with people I never would have been 
having conversations with. So there’s that certain love affair I have with Facebook pretty 
close to the beginning but because of that, because I’ve been on it since 2007, I’m 
extremely comfortable with it and I think I have a comfort level with it that most people 
don’t have. It just kind of makes it a natural step for me. 
 
I’ve been on Twitter since 2009, how comfortable I am with it. I know I could do better 
with it and I know there’s certain things I should be doing that I’m not and et cetera, et 
cetera. It’s just understanding like where you could be most efficient. 
 
Rebecca Livermore: Right. 
 
Jon Loomer: So yeah, I was very comfortable with Facebook. Even when Facebook 
makes all these changes, I feel like I was the one kind of defending Facebook which is 
it’s the only place.  
 
Rebecca Livermore: Yeah, definitely. Well that kind of brings me up to my next 
question which it seems like there are a lot of people who have this love-hate 
relationship with Facebook and say with the changes or different things that happened. 
But you obviously love it. But if you could change one thing about Facebook, what 
would that be? 
 
Jon Loomer: Well yeah, first of all I love all the changes because it’s a sign of 
progress. I had to laugh when people freak out about wanting the old Facebook. If you 
saw what Facebook looked like three years ago or whatever when you were probably 
complaining about it the first time, you would not want that Facebook. 
 
But anyway, the main thing for me is really transparency, which they’re doing a little bit 
better with. Like they’ve been coming out more about what EdgeRank is all about and I 
thought it was funny that they did a presentation. To prove their point, they gave an 
example around Star Wars characters. 
 
I felt completely out of character for Facebook that they’re being this forthcoming and 
they’re being kind of light-hearted about stuff. So I thought that was interesting. It 
actually sort of had a pulse lately. 
 
So kind of together, trying to [inaudible] communication. I find it ridiculous that my 
business is Facebook. I’m a huge advocate of Facebook. I’m constantly telling the 



 

 

people to do this and that with Facebook. Spend your money on Facebook but I can’t 
get anyone to talk to there.  
 
Rebecca Livermore: Right, exactly. Yeah. 
 
Jon Loomer: It’s ridiculous. When something is going down, I want to have somebody 
inside to explain it to me and what’s going on and … 
 
Rebecca Livermore: Yeah, I think that’s a huge thing with a lot of companies is that 
there is no one. You can’t just pick up the phone and call customer service and get an 
answer to something or get help with something. You kind of have to muddle through 
and figure it out and that’s definitely a frustrating thing. 
 
Jon Loomer: I understand capabilities. 
 
Rebecca Livermore: Right. 
 
Jon Loomer: Right. So I get it. It sounds like they are putting together some sort of 
premium package around it. 
 
Rebecca Livermore: Wow. That would be great. 
 
Jon Loomer: Yeah. Did you see that survey that was going around within the last 
month? Yes, they’re kind of gauging what people will pay for this greater level of various 
features and tools and what not. But one of those being hey, you can reach us anytime 
with the online chat and I’m like, “Yes!” 
 
Rebecca Livermore: Yeah, that would be great. That makes a lot of sense too because 
with the number of people on Facebook, if just anybody who wanted to could contact 
them, could call them, I mean it would just be insane. So, it makes a lot of sense that 
you kind of narrow the number of people who even have that opportunity and those 
people are paying the way basically. So that sounds like a great idea and I hope they 
end up implementing that. 
 
Jon Loomer: Absolutely. I agree because it’s numbers thrown around like $25, $50 a 
month. It sounds worthwhile to me. It’s not just the customer service. There are some 
other things they are offering in there too. But yeah, that would be great. I would love it. 
 
Rebecca Livermore: I think especially for someone like you, that your primary focus is 
Facebook. That makes a lot of sense maybe compared to a lot of business owners who 
don’t do that much with Facebook. 
 
Jon Loomer: Absolutely. 



 

 

 
Rebecca Livermore: Yeah. OK. Well, with blogs and all the different social media 
platforms that are out there, a whole lot of people struggle with overwhelm.  
 
Jon Loomer: Yeah. 
 
Rebecca Livermore: How do you advice people to make steady progress online 
without becoming overwhelmed? 
 
Jon Loomer: It’s really easy to be overwhelmed. I’m not going to say there’s a super 
pill to not being overwhelmed because I look at my to-do list right now and it’s ridiculous 
and there’s items on that list that I feel like have been on there for weeks and I can’t get 
rid of them. But really it’s a matter of first of all having a vision and having small 
celebrations, celebrations of success, small goals that are reachable in building up 
those. 
 
For example, I’ve got my whiteboard. It has been there since January 30th. My global 
rank, local rank and number of backlinks I had in Alexa. 
 
Rebecca Livermore: OK. 
 
Jon Loomer: Kind of the reason I had that there is just there’s a way of always 
reminding me of what my progress is because otherwise it’s really slow and it’s hard to 
even notice what progress you’re making. But to be able to constantly have these 
reachable goals and visible goals that you write down. I want to do X, to be constantly 
working towards something. I think that’s the main thing I would suggest, just being 
focused. 
 
I mean I stay in a routine that I do not get out of but even during this past Thanksgiving 
week, I almost made excuses on a couple of days not to write but I still wrote Monday 
through Friday even though no one was reading it because that’s kind of the case 
during the holiday week. But that’s my goal. Like through the rest of 2012, I’m going to 
stick to the strict schedule of Monday through Friday posting plus a Sunday podcast and 
very, very rare will I ever break out of that. 
 
Rebecca Livermore: Wow. So that’s just a key that you would recommend to other 
people is to do whatever it is to do it consistently. 
 
Jon Loomer: Absolutely, yeah. It doesn’t have to be Monday through Friday. It’s 
understanding what you can do, what’s going to lead to your goals and not making 
excuses because the minute you make excuses and say I don’t have to do it, then that’s 
always there and you open the floodgates to do that again and you kind of lose your 
routine and lose your focus and lose your way. 



 

 

 
Rebecca Livermore: Yeah, definitely. It sounds like also that you keeping track of the 
progress that you’ve made, like having that written down where you were basically a 
year ago compared to today is just a very motivating thing for you as well. 
 
Jon Loomer: Yeah, it is and there is a point where it’s obsession and I have tried to 
break out of that. But first of all, I still look at my traffic way too often and I have it open 
all the time. I used to though everyday fill out the spreadsheet or what my daily page 
views were, how many Facebook fans I had, what my Alexa rank was, all these different 
things, like six or seven, Twitter followers, everything. This is ridiculous. It’s like it’s 
stupid. 
 
It doesn’t matter from day to day what it is. So I’ve at least jotted down two words once 
a week so every Monday morning I would do that. So yeah, I think you should be 
tracking that kind of stuff so you can realize the successes. But there can become a 
point where it’s obsession where then it looks like it’s so slow, like nothing is happening 
and you don’t even realize your progression. 
 
Rebecca Livermore: Right. Well with Facebook Insights, it’s a little overwhelming 
because there’s a lot of information in there. What are the primary things that you would 
advice people to pay attention to in Insights? 
 
Jon Loomer: Well, first of all, definitely use those exports on the page and post a little 
export because there’s so much information that’s in there that’s not available on the 
regular old web-based Insights. I get really frustrated when I read all these reports. Like 
EdgeRank changed, reaches down. I swear 99.99 percent of all the complaints are, “My 
reach is down. My reach is down. What am I going to do? I’m so angry at Facebook.” 
But I have very rarely seen anybody said, “Not only is my reach down. My engagement 
is down. People are clicking on fewer links. This, that, I’m making less money.” All these 
things don’t matter, right? 
 
Rebecca Livermore: Right. 
 
Jon Loomer: Because everyone is looking at reach and reach talks about a lot. Reach 
can be an imaginary number. Facebook could tell me I reached 10 times more people 
today and it wouldn’t matter. But I swear some people would be like, “Yes, finally with 
this breakthrough. They fixed it. I raised 10 times more people. Everything is fine.” The 
world is OK and meanwhile, their engagement and everything is the same. But they’re 
happy now, right? 
 
My sense for what’s happening on my page is my engagement has always continued to 
trend upward. My reach has dropped a little bit but just focus on stuff that matters.  
 



 

 

How many people are commenting on your stuff? How many people are clicking? So 
engagement numbers. Most people don’t know this but like the reach numbers and all 
those numbers you see right now, that’s everybody. That’s everyone who engages with 
your content. Within the exports, you can also get it drilled down to actual fan-only 
engagement, fan-only reach as well. 
 
Rebecca Livermore: Well, that’s good to know. I’m going to have to definitely check 
that out when we get off this call. OK. Now when it comes to content marketing to build 
your business, if you had to do it all over again, if you had to start from the beginning, 
what would you do differently than you’ve done and why? 
 
Jon Loomer: A lot. I’ve learned more in those 14 months or whatever than I learned 
about marketing and content marketing a lot of the time. But I look back on like when I 
started. I just cringe. First of all, it seems ridiculous that I did not immediately start 
investing in the important things, right? I started a blog, started a website but I used a 
free theme. 
 
Rebecca Livermore: Oh, yeah. 
 
Jon Loomer: Right? Because I was cutting corners thinking that I need to save money. 
I know a better situation especially now than I was the day I was laid off. In reality I had 
more in the bank then. But I’m investing now way more than I used to then and I wish 
that would have been from the beginning, whether it’s investing in a theme, your email 
newsletter which is going to be the next thing, Facebook and Facebook advertising.  
 
Logo, I created my own logo which was awful back then. I love my logo now. All the 
design on my Facebook page, I got help from a designer for the buttons, for the tab, 
icons. I worked with a photographer to do all my photos and I mean these are things I 
was not doing in the beginning. It took me way too long to figure it out that those things 
are important. But the other item was the email list. I did not start until four, five months 
in and I can’t believe I waited as long as I did. 
 
Rebecca Livermore: I hear that from a lot of people and I think people feel that way 
because like you said, you’re not making money at the beginning. 
 
Jon Loomer: Yeah. 
 
Rebecca Livermore: So it’s hard to think of spending money. 
 
Jon Loomer: Right. 
 
Rebecca Livermore: But at the same time, you’ve got to do it. When you have a 
business, you have to spend money or it’s never going to go anywhere. 



 

 

 
Jon Loomer: Absolutely. I mean it’s a pretty direct correlation of when things took off 
for me. Each time I start investing one way or the other. 
 
Rebecca Livermore: Right. I think one of the best things that people can invest in as 
well is coaching. Do you do any coaching for Facebook? 
 
Jon Loomer: I do, I do. So there are a couple of ways you can work with me. Again I 
just created products in the last couple of months. It’s where we review the Facebook 
pages. So it’s a Facebook page review where this is actually not even so much 
coaching. It’s like you submit your Facebook page to me. You complete a questionnaire 
and depending on the level of review you want. I will put together a whole video where I 
step through everything that I know. It’s in my recommendations and I provide the recap 
of my recommendations along with some helpful links that allow you to implement. 
 
From there, I upsell that to one-on-one coaching. If you wanted some one-on-one, you 
can do one at a time or you could purchase three. They used to do everything free 
again, right? Free consultation, maybe that would lead to something. I ended up wasting 
way too much of my time doing that. 
 
Rebecca Livermore: Yeah. 
 
Jon Loomer: So now yeah, I do one-on-one coaching where it’s for a specific purpose 
too. So when I’m coaching, it’s like, “OK. So before we get into this call, what are the 
things that you want to accomplish? What are your obstacles and what have you been 
doing in the last week or month or what not?” Then we can start diving in to your 
Facebook page and looking at things that you can tweak with your strategy going 
forward. 
 
Rebecca Livermore: Yeah, most definitely. I recently had a call with a coach and it was 
so funny because she was basically reviewing my blog and she had me fill out a 
questionnaire and all of that kind of sounds similar to what you do. So she’s looking at 
what I say my goals are and what I’m doing and she’s kind of like, “OK, well this is nice. 
But how are you making money with this?” 
 
Since I’ve talked with her, it’s like I have this clarity because I knew there was a 
disconnect but I didn’t really know how to reconcile it and just having somebody else 
look at it and say, “OK, this that you’re doing is really great but this little tweak here will 
make all the difference in the world with you actually making money through your blog 
or through your Facebook page or whatever it is.” 
 
Jon Loomer: Absolutely. All the changes that I have made on my website came about 
due to constructive criticism. 



 

 

 
Rebecca Livermore: Right. 
 
Jon Loomer: Whether they’re readers or just people who like I said can’t give me an 
honest opinion and sometimes it wasn’t what I wanted to hear. You’re right. I need to do 
this and that. So I’ve been through three different designs in my site but so many 
changes I’ve made as a result of that. But you’re right that you need another set of eyes 
because what’s funny is that doing these reviews, a lot of times, we’re like, “Oh crap, I’m 
not really doing that myself,” when I’m making these recommendations. So it has forced 
me to kind of go back and try to look at my stuff a little bit differently as well. 
 
Like for example the About section, a whole page. It’s indexed by Google. It’s all the 
details that you fill in about your company and everything on the Facebook page. 
 
Rebecca Livermore: Right. 
 
Jon Loomer: I wasn’t doing a nearly good enough job completing that. Last time I filled 
it out was probably back in November, December last year. It was because I had been 
doing some of these reviews. Like I better go back and do it. So I finally did but again, it 
just helps to always have another perspective, somebody else looking at stuff. 
 
Rebecca Livermore: Yeah. I think an advantage of hiring a coach versus just talking to 
a friend – I mean friends are great and sometimes they can give you great feedback but 
sometimes they don’t want to hurt your feelings or whatever. So I think a coach that you 
hire or someone to do a review of your Facebook page or your blog or whatever, I mean 
they’re being paid to basically give you constructive criticism. 
 
Jon Loomer: Absolutely. 
 
Rebecca Livermore: So they’re far more likely to really level with you and say, “You 
know what? What you’re doing here is really not working.” 
 
Jon Loomer: Exactly. 
 
Rebecca Livermore: Versus a friend might say, “Oh yeah, I love your blog,” or “I love 
your Facebook page,” and it could be they don’t know or it could just be that they have a 
relationship with you that they don’t want to offend you or whatever. 
 
Jon Loomer: Absolutely. When I do some of these reviews, there are definitely various 
levels. Some of them are awesome already. I’m like, “Man, I can learn some of the 
things you do.” But at the same time, it’s not of any value to them if I just go through and 
tell them how great they are. 
 



 

 

Rebecca Livermore: Right. 
 
Jon Loomer: So I will intentionally be as harsh as I possibly can to point out the areas 
where they can improve because I know that’s why they hired me in the first place. 
 
Rebecca Livermore: Exactly. Well Jon, you’ve given us a ton of great ideas and 
information already but I want to give you an opportunity just to leave us with any words 
of wisdom that maybe I haven’t brought up yet, and then also just an opportunity to plug 
your business and tell us a little more about how people can work with you. 
 
Jon Loomer: Sure. I find myself repeating over and over and over two things. Worry 
about what’s within your control and provide value. So I see a lot of people are always 
freaking out about changes Facebook makes and this and that. Just worry about what 
you can control and let everything else slip away. I mean the more you focus on for 
example your website or your own content, your own business, the less all the other 
changes really matter. 
 
Rebecca Livermore: Right. 
 
Jon Loomer: The other is if you focus on providing value, a lot of these changes that 
Facebook makes won’t negatively impact you. I compare the changes to Facebook to a 
lot of changes Google has made over the years. If you go about content creation in the 
wrong way to gain the system, you were significantly harmed whenever Google made 
changes.  
 
But if you were always focusing on making good content – I’m not going to get all into 
SEO right now. I’ve never been an SEO guy but I get a ton of Google referrals because 
I only focus on writing content, writing good stuff. So just focus on what you can control 
and don’t worry about algorithms and all that stuff. 
 
But yes, if you need help, come to JonLoomer.com. Like I said, I update five days a 
week. I’m always writing, staying on top of what’s happening, trying to make sense of it 
for everybody. If you need a coach, if you need a second set of eyes, I am there and 
you can purchase those items just from the homepage of my website.  
 
Rebecca Livermore: Great. Thanks so much Jon. It has been great having you today. 
 
Jon Loomer: Thanks so much Rebecca.  
 
 
 


