
From a management standpoint, the expectancy theory 
works wonders. Once you get the feel for it, you’ll find you 
can motivate employees and improve performance by 
adjusting the dials on what they expect to get out of both 
their efforts and their rewards. 

To get the hang of Vroom’s theory, you’ll need to know his 
lingo. Keep in mind that a person is motivated to the degree 
that he or she believes that effort will lead to acceptable 
performance (expectancy), performance will be rewarded 
(instrumentality), and the value of the rewards is highly 
positive (valence). It’s up to leadership to discover what 
different individuals in the organization truly value—whether 
intrinsic or extrinsic—like salary increases, promotions, peer 
acceptance, or recognition by supervisors. 

VICTOR VROOM’S THEORY
Expectancy x Instrumentality x Valence = Motivation 

In Vroom’s formula, higher levels of motivation result when all 
three factors are high. The multiplier assumption implies that 
if any one of the three factors is zero, the overall motivation 
level is also zero. So if an employee doesn’t see value in a 
reward, for instance, their motivation is nil. 

BRAD SURKAMER’S
VIEW OF VROOM’S THEORY
 
p(E » P) x p(P » O) = Motivation

What’s the probability (p) that your effort (E) yields 
performance (P)? Multiply that by the probability (p) that your 
performance (P) yields the outcomes (O) you desire. The end 
result is your motivation. For example, if you perform at 95% 
effort, and only get your desired rewards for it 20% of the 
time, your motivation is about 19%. It’s a quick calculation to 
gauge an employee’s overall motivation level. 
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CLM thrives on collaborating with companies 
to find marketing and advertising strategies 
and solutions based on the topic above, and 
many others. For a quick online tour of our 
agency, or to contact us, visit 
www.clmnorthwest.com
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