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The shadowing visit to Cadiz was organized on March 24-29, 2019.

Onday 1, and after the arrival of all students and staff from the participating institutions, an arrival
meeting was organized to distribute the per diem, the bus tickets, and the necessary material
(handbook, etc.).

On day 2, a welcome session was held during which an introduction to the University of Cadiz
took place and each participant made a presentation. During these presentations, students involved
in the SAP (Service for Psychological and Pedagogical Care) and ESN (Erasmus Students
Network) shared their experiences. The SAP is a service offered by the University of Cadiz to help
students better understand the hardships they are facing and develop and implement a real change
that allows them to fulfill their academic and personal potential. The ESN is a student organization
the goal of which is to support and develop student exchange on a local, national, and international
level.

Then, visits were held to students’ services offices, departments and offices of ESN. The
interaction with ESN students inspired the possibility of launching an ESN Office in Lebanon. The
idea will be developed further throughout the implementation of StEER-Leb.

Moreover, throughout these presentations, students explained their representation structures in
councils and senates along with their links with the central administration and their influence on
the university governance. They also explained how their clubs and associations function, what
the types of activities are, and what the assigned budget is.

Afterwards, an interactive debate took place, during which participants discussed three main

points:



1- Eligibility Criteria for Representatives: Should all students have the right to submit their
candidacy? Should only students with good academic performance i.e. high GPA
participate? What about students who are affiliated to political parties: are they eligible to
submit their candidacy or not?

2- Budget: Should the budget designated to students by the university be given on a yearly
basis or upon the implementation/proposal of every project?

3- Influence of students on university decisions: Should students give their opinions in

university decisions? Should they have the right to vote?

On day 3, a very thorough and detailed discussion was held in the different groups about
identifying new development methods, each according to their own experiences at their home
universities, in order to further enhance the conditions of student engagement in Lebanese
universities. The students were able to come up with new good practices and innovative
approaches to be implemented where relevant. The Good Practices Handbook will be disseminated

on our social media platforms soon.

Throughout this day, students also created videos on students’ representation in Spain and the
StEER-Leb project. They attended the activities of the cultural week (Semana de las Letras) held
at the School of Humanities (Facultad de Filosofia y Letras). The students also participated in a

cultural quiz which was organized by students for students.

On day 4, students underwent a workshop delivered by UNIMED about communication tools to
share the outcomes of the project and promote students’ activities and associations (annexed). Two
sessions were held in parallel for students and staff. While staff personnel had a management
meeting, students enjoyed practical exercises and a session on how to reach out to the right

audience.

Afterwards, a joint meeting between students and staff was held as a conclusion of the
communication workshops and a conclusion of the management meeting followed by a

presentation entitled “Let’s not Improvise Improvisation” delivered by UNIMED.

Students continued working on their videos about students’ representation in Spain and about the

StEER-Leb project. Among the articles discussed concerning student representation, we mention:



- “Student representation in Western Europe: introduction to the special issue” by Manja
Klemencic;

- “Student representation in university decision making: good reasons, a new lens?” by
Thierry M. Luescher-Mamashela;

- “Representation and student engagement in higher education: a reflection on the views
and experiences of course representatives” by Philip Carey; and

- “Student as Stakeholders in the Policy Context of the European Standards and Guidelines
for Quality Assurance in Higher Education Institutions” by Frauke Logermann and
Liudvika LeiSyte.

The last day was a wrap up through a closing session followed by a cultural visit of Cadiz organized

by University of Cadiz students.

In conclusion, this visit fostered different learning processes of exchanging perspectives and
experiences; it paved the way towards enhancing dialogue and promoting student empowerment
during the StEER-Leb project.






Annex of the Communication Workshop — delivered by UNIMED
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