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Dear College of Marin Faculty:

The attached article explores how student use of office hours is problematically tied to whether they have a particular
guestion about course material—and how to shift that perspective to help students in myriad ways, just by being
available and framing that availability differently. | hope you enjoy it.

Please also see the attached information item from the College Bookstore—and be on the lookout for more specific
information from your area dean/director related to book orders for spring semester.

Thank you.
Jonathan
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No question? No problem.

It makes sense to go to a professor’s office hours only if and when you have a specific question about
the course. That’s a narrow view of the purpose of office hours, but it’s one that students have
expressed in surveys — and one that came up over and over again as | reported my recent story on the
unrealized potential of this designated time. (Read it here if you haven’t already.)

Why do so many students have the impression that they should attend office hours only if they’ve got a
qguestion? Here’s my hunch: Well-meaning, supportive professors mention their office hours at various
points throughout the course: If you have questions about fill-in-the-blank, come to my office hours. The
professors mean, “l am here to help! Come talk to me.” Students hear: “If you have a question.”

It’s a frustrating misunderstanding, because it contributes to the big problem my article focuses on:
Many students miss out on the support professors stand to provide.

That support can take many forms, with variables like discipline, class size, and professor personality
playing into the design of office hours. Some office hours are designed to give students practice on
course content — especially in content-heavy courses with a reputation for being difficult. But even
then, showing up without a question can pay off. Some students, professors told me, made a point of
attending what are essentially group practice sessions to hear other students’ questions — and to give
themselves more time on task with the material.

In other cases, professors have structured their office hours to provide very different kinds of support.
Here are a couple of examples:

Hailey Sheets has created a snack station stocked with foods like granola bars, crackers, cookies, gum,
fruit snacks, nuts, chocolate, hot cocoa, and popcorn in her office at Southwestern Michigan College,
where she is a professor of English and communications-department chairperson. Many students at
Southwestern, a rural community college, don’t eat before class, because they face food insecurity or
simply don’t have time for a break, she said. Sheets is happy to chat with students about class, or
anything else, when they come by for a snack, but she tells students they’re also welcome to pop in and
take a snack without speaking with her at all.

Sheets was tuned in to the problem of food insecurity among students because she is a faculty adviser
for the honor society Phi Theta Kappa, which helps run the campus food pantry as a community service.
She directs students to that resource, and also began bringing snacks — often leftover items from her
family’s Costco runs — to class on days when students were workshopping their writing. Then she
started inviting any students who wanted a snack to her office after class. It has grown from there —
because she’s a department chair, Sheets works with more students than the ones in her own classes.

Sheets’s snack station, she says, helps her build connections with students, many of whom come by
repeatedly. Her colleagues sometimes partake, too, allowing Sheets to connect with them as well.


https://www.chronicle.com/newsletter/teaching/2022-10-13
https://www.chronicle.com/article/the-missed-opportunity-of-office-hours

When students come to see Matt Bowers, program director and an associate professor of instruction in
sport management at the University of Texas at Austin, it’s not usually because they have questions
about his courses. Bowers, who lets students book 15-minute appointments and finds they are in high
demand, estimates that three-quarters of those appointments are used to talk about students’ career
aspirations and their lives more broadly.

How has he become a go-to instructor for such office-hour conversation — one that many professors
want to have but that many students don’t seem to know is a possibility? Some of it stems from context
and approach: Bowers, who teaches both majors and nonmajors in everything from intro to capstone
courses, thinks he’s doing something wrong if his classes are so difficult that students need office hours
to do well. And it makes sense that he’d be seen as a resource for career advice: Lots of students want
to work in sports in some capacity, and he also teaches a large leadership course called “Building
Winning Teams.”

While he has too many students to build a strong connection with each one, Bowers strives to present
himself in class in such a way that any student would feel comfortable setting up a 15-minute
appointment with him. So another reason he gets those questions may be as simple as his orientation to
students. When new acquaintances learn he’s a professor, Bowers says, they often make some kind of
dig at Gen Z. “And I'm like, ‘Are you kidding? They’re incredible. Yeah, they’ve got all these things that
they’re dealing with,”” which students didn’t face in decades past — especially because many of his
students are first-generation or students of color. “‘But to a person, they’re strong, they’re fascinating
— in many ways, they’re hurting.”” It stands to reason that when a professor sees talking with students
about their plans as an honor, more of them will want to do that.

Beckie Supiano writes about teaching, learning, and the human interactions that shape them.
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Bookstore Benefits

- The earlier we receive the adoption, the better purchasing options, selection, and pricing we can
offer our students.

- Price Match Guarantee*

- Commissions from sales are paid directly to the Campus to be used for worth while projects.

- Bookstore Scholarship possibilities for students generated by Bookstore sales.

- EOPS/ Veterans / COMPASS, etc. can only buy course materials through the Bookstore.

- The College of Marin and Bookstore are HEOA compliant (required course materials adopted).

- We employ the campus community at the Bookstore.

- Ease of student accessibility when troubles arise.

- Easy return process if a student drops a class or needs materials for a last minute add.

- The Bookstore guarantees textbook condition and the correct edition.

- The Bookstore can buy textbooks back from students that have been adopted.

These are just a few of the added benefits the Bookstore offers the college when you place your
adoptions through Follett Discover or the Bookstore directly. Our mission as well as yours, is to save our
students the most money possible. In the event you are approached by a publisher salesperson offering
a better price, we ask you contact us, so we may contact our publisher partners. We in turn will research
and request better pricing from the publisher. Our Price Matching Guarantee does have minimal
limitations. When matching prices, the textbook must ship from a reputable dealer. Many large internet
companies contract and ship from individuals, independent vendors, and 3™ party sources where quality
and editions are suspect. We at Follett stand behind our products and guarantee their condition and
correct edition.

What are your expectations of the Bookstore regarding carrying course materials?

- Do you expect to expect the bookstore to carry 30% or higher your class enrollment that has not
been previously been communicated to the Bookstore?

- Do you require non textbook course materials?

- Do you need special course material packages?

- Areyou interested in Access program information where we can save students more money,
have course materials delivered to your class, and setting students for success on day one?

If the answer is yes to any of these, or you have additional questions, please feel free to contact me
directly at m.raymond@follett.com or call 707-812-4566.

Warmest regards,
Mike Raymond

Market Leader — College of Marin Bookstore
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