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In every business there is always the
question of whether someone will
work out in the position they were

hired for.  Someone may want to be a
waitress, but they find the harried pace
too demanding.  Another wants to sell
real estate, but finds the instable
income intolerable.   Someone else

wants to play professional
baseball, but just does-

n’t have the neces-
sary talent.   All
are square pegs in
round holes.

The fact is, if
people and jobs

we re as simple as
matching square pegs

to square holes and
round pegs to round holes,

then hiring would be a snap.
Un f o rt u n a t e l y, it’s not that easy.

In our industry, a lot of people like
to work with art.  They have an interest
in it.  They go to school for it.  Perhaps
they are artists themselves.  All these
things are helpful in an art-related field
such as picture framing.  They do not,
however, qualify or predetermine some-
one to be an excellent employee in the
picture framing business.

I’ve observed something that I call
“The Tilt-A-Whirl Effect”.  To those of
you not familiar, the tilt-a-whirl is a
ride you see at a carnival or amusement

park.  Four or five people squeeze into
a cup-shaped car and, as the car rotates
and tilts, it spins at various speeds until
the ride is over.  Hence, the name tilt-
a-whirl. 

What I’ve noticed is that when the
ride is over, you see two different kinds
of people.  Some are smiling and exhil-
arated from being spun wildly, and
others are sick to their stomachs.  Same
ride, different people.

I find the same thing true in work-
ing at a picture framing shop.  On a
busy Sa t u rd a y, when yo u’re stre t c h e d
b e t ween taking care of new customers,
a n s wering the phone, and handing cus-
tomers their finished orders, it can be a
ve ry stressful day.  Some people will go
t h rough that kind of day and say,
“What a great day! It went by fast.”
Other people in that situation will look
as though they’re having a nervo u s
b re a k d own.  Same job, different people.

This also applies to other jobs in
p i c t u re framing that don’t invo l ve the
customer – even mat cutting.  So m e
find cutting a good mat and hinging
valuable art w o rk to be a rew a rding expe-
rience.  Others find it fru s t r a t i n g .

After you get done with your inter-
views, hiring process, training, manag-
ing, and “coaching”, there are some
people that will simple be ill-suited for
the position.  It could be because they
lack the skills. It could be their person-
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ality.  It could be a hundred other factors. 
It takes a skilled manager, one who thinks intellec-

tually, not emotionally, to know the difference between
an employee who’s not working out and never will, and
someone that needs more time.

While I think this is true of all businesses, it’s even
more so in art and framing.  Some people get into the
business because they like art, and they soon find out, to
their horror, that it’s a lot like a job! 

Putting all your energy and efforts into these

“square peg” employees is worse than putting no effort
into the “round peg” ones.  You are not doing a good
thing by keeping an employee in a position that they do
not fit in.  Simply telling an employee, “This job is not
for everyone”, can take a lot of pressure off that person
and can frequently result in an amicable solution (i.e.
you don’t have to fire them).

So remember, the next time you have an employee
and you say to yourself, “Is the problem him or is it
me?”, stop and think.

Maybe it’s neither.
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It takes a skilled manager 

to know the difference between an employee

who’s not working out 

and someone that needs more time.


