
 

Why we want what we want

An unbelieved truth is often more dangerous than a lie. The lie, in this case, is the idea that I want things entirely on my
own, uninfluenced by others, that I'm the sovereign king of deciding what is wantable and what is not. The truth is that
my desires are derivative, mediated by others and that I'm part of an ecology of desire that is bigger than I can fully
understand. By embracing the lie of my independent desires, I deceive only myself. But by rejecting the truth, I deny the
consequences that my desires have for other people and theirs for me. - Luke Burgis
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Luke Burgis’s Wanting: The Power of Mimetic Desire in Everyday Life should be required reading for every marketer - or
indeed every entrepreneur. After all, if we’re in business, we’re in the business of selling something, that is, persuading
someone to want whatever it is that we are offering.

I’ll have what she’s having

Wanting is about why we want what we want. In the book, Burgis simplifies and explains René Girard’s theory of mimesis to
make it practically accessible as a tool, to better understand the desires of others - and our selves. In essence, the theory
of mimesis shows us that what we really want is not simply what other people have, we really want what other people want.
In other words, the desires that drive us are a kind of recursive loop or infinite hall of mirrors, we want what other people
want, and they want what we want - this endless cycle of envy drives our personal lives, the whims of fashions and fame,
and even the course of history at large.
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Upward or downward spirals?

Understanding this deceivingly simple profound truth can help you make better decisions about your personal life and your
business. As Luke explains in the book, mimetic loops can be incredibly destructive when we allow our lives and our offices
to be overrun with envious, endless competition and rivalry.

However, as Luke also explains, when we are more conscious about our propensity for envy and mimicry, we can make
better choices to either remove ourselves from destructive rivalrous relationships or to replace poor mimetic models with
better-chosen ones that drive us to become the best, rather than the worst versions of ourselves.

If envy appears to make the world go around, best we understand how to better direct our basest desires to higher ground.

ABOUT BRONWYN WILLIAMS

Futurist, economist and trend analyst. Partner at Flux Trends.
#PulpNonFiction: Local books worth reading and gifting this holiday - 20 Dec 2021
#PulpNonFiction: In search of utopia - 13 Dec 2021
#PulpNonFiction: Free Britney and other true conspiracies - 6 Dec 2021
#PulpNonFiction: On the contrary - 29 Nov 2021
#PulpNonFiction: The tail of Pan narrans - 22 Nov 2021

View my profile and articles...

 
For more, visit: https://www.bizcommunity.com

https://www.bizcommunity.com/Article/196/867/223546.html
https://www.bizcommunity.com/Article/196/867/223313.html
https://www.bizcommunity.com/Article/196/867/223016.html
https://www.bizcommunity.com/Article/196/867/222660.html
https://www.bizcommunity.com/Article/196/867/222414.html
https://www.bizcommunity.com/Profile/BronwynWilliams

	Why we want what we want
	I’ll have what she’s having
	Upward or downward spirals?
	ABOUT BRONWYN WILLIAMS


