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R D

Ruthie is  100% the best agent we’ve met—and we

vetted a lot.  She is incredibly

resourceful and creative.  She communicated

thoughtfully and proactively throughout

our selling process and was highly responsive to

my many texts and questions! She

advocates for her client,  does extensive research

to keep her saw sharp, and stays

ready to make things happen! If  I  could, I  would

clone her and or take her with us for

every future purchase and sale!  Thank you,

Ruthie!!

-Kaitlin Desselle
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R u t h i e  L y o n s ,  o w n e r  o f  T h e  L y o n s  C o l l e c t i v e ,  i s  o n e  o f  K n o x v i l l e ,
T e n n e s s e e ’ s  t o p - p r o d u c i n g  r e a l  e s t a t e  a g e n t s — a n d  s h e  b r i n g s  b o t h

r e s u l t s  a n d  p e r s o n a l i t y  t o  t h e  t a b l e .  W i t h  e i g h t  y e a r s  i n  t h e
i n d u s t r y ,  R u t h i e  i s  k n o w n  f o r  m a k i n g  t h e  b u y i n g  a n d  s e l l i n g  p r o c e s s

s e a m l e s s ,  s t r a t e g i c ,  a n d  e v e n  a  l i t t l e  f u n .
S h e  e a r n e d  h e r  A s s o c i a t e  o f  A r t s  d e g r e e  f r o m  P e l l i s s i p p i  S t a t e

C o m m u n i t y  C o l l e g e  a n d  h e r  B a c h e l o r  o f  B u s i n e s s  A d m i n i s t r a t i o n
f r o m  K i n g  U n i v e r s i t y ,  p a i r i n g  s t r o n g  b u s i n e s s  k n o w l e d g e  w i t h  r e a l -

w o r l d  e x p e r t i s e .
B e f o r e  r e a l  e s t a t e ,  R u t h i e  m a d e  h e r  m a r k  i n  t h e  c o r p o r a t e  w o r l d  a s
a  D i r e c t o r  o f  S a l e s  a n d  M a r k e t i n g  f o r  m a j o r  h o s p i t a l i t y  b r a n d s  l i k e

H i l t o n ,  M a r r i o t t ,  a n d  I H G .  T h a t  b a c k g r o u n d  m e a n s  s h e  k n o w s  e x a c t l y
h o w  t o  m a r k e t  a  h o m e ,  n e g o t i a t e  l i k e  a  p r o ,  a n d  d e l i v e r  f i v e - s t a r

s e r v i c e  e v e r y  s t e p  o f  t h e  w a y .
W h e n  s h e ’ s  n o t  c l o s i n g  d e a l s ,  R u t h i e  i s  b u s y  c h a n n e l i n g  h e r

e n t r e p r e n e u r i a l  s p i r i t  i n t o  h e r  p a j a m a  l i n e ,  S l e e p  T h r i l l z z z —
b e c a u s e  s h e  b e l i e v e s  y o u  s h o u l d  c h a s e  y o u r  d r e a m s  a n d  b e

c o m f o r t a b l e  d o i n g  i t .
D r i v e n ,  d y n a m i c ,  a n d  d e d i c a t e d  t o  h e r  c l i e n t s ,  R u t h i e  L y o n s  i s

r e d e f i n i n g  w h a t  i t  m e a n s  t o  w o r k  w i t h  a  r e a l  e s t a t e  p r o f e s s i o n a l  i n
K n o x v i l l e .

M e e t  Y o u r  A g e n t  



So, you want that dream home? We know exactly how to get

you there.  Here are the typical  steps involved in 

buying a home.

T H E  S T E P S

You'll want to get this process started asap, as
getting pre-approved for financing is essential. 

GET PRE-APPROVED

Choose an agent whose personality meshes with your
own and whose experience can work in your favour!

CHOOSE AN AGENT

We'll take note of your requirements and start
searching for properties that fit the bill! 

HUNT FOR HOMES

Your new neighbourhood is just as important as your
home. Look at schools, recreation and shopping.

RESEARCH NEIGHBOURHOODS



We'll draw up an offer and negotiate on your behalf. 

MAKE AN OFFER

This will address any hidden issues in the house.

INSPECTION

Arrange a closing date and sign the paperwork!

CLOSE THE SALE

You did it! Welcome to your new home! 

MOVE IN!



Works best when:

Property prices are flat or declining

if you want greater certainty about

how much you have to spend on

your next home 

If you’re moving locations and

buying in a different and slower

market

If you can negotiate a long

settlement or know that you’ll be

able to find something that suits

your requirements.

Works best when

There is a lot of competition in the

market and property prices are

rising

You’re confident there will be a

high level of demand for your

existing property

You can negotiate or make it

conditional on selling your own

home

You’re prepared to accept an offer

that lets you move on or pay

bridging finance.

Each situation is unique, and several factors need to be looked at to

determine which option is right for you.  Here are some things to

consider with each.

B U Y  O R  S E L L  F I R S T

B U Y  F I R S T S E L L  F I R S T



Getting a pre-approval is  one of the best things you can do to

simplify the process and give yourself  more confidence in your

buying power.  Here's what you can expect from the process.

P R E - A P P R O V A L

ONE

K n o w i n g  y o u r  c r e d i t  s c o r e  w i l l  h e l p
l e n d e r s  d e c i d e  i f  y o u ’ r e  a  g o o d

c a n d i d a t e  f o r  a  l o a n .  T h e  h i g h e r
y o u r  c r e d i t  t h e  b e t t e r .  

YOUR CREDIT SCORE

TWO

L e n d e r s  w a n t  t o  m a k e  s u r e  y o u  c a n
r e g u l a r l y  m a k e  m o r t g a g e  p a y m e n t s ,

w i t h  n o  m a j o r  g a p s  i n  i n c o m e .

YOUR EMPLOYMENT HISTORY

L e n d e r s  w a n t  t o  k n o w  y o u r  d e b t -
t o - i n c o m e  r a t i o  t o  k n o w  i f  y o u  c a n
m a k e  e a c h  l o a n  p a y m e n t  w i t h  t h e

i n c o m e  y o u  e a r n .  

THREE

YOUR ASSETS AND DEBTS



Are you interested in single-

family, condo or townhome?

Do some research of what

types of homes offer what

that will help narrow down

your search area. 

What kind of home do you want?

C H O O S I N G  A  H O M E

WHAT KIND OF HOME 
DO YOU WANT?

Do you need a car to get to

work? Are you going to be

taking transit? Do a test run

before committing to a

certain area. 

CONSIDER YOUR 
COMMUTE

Older neighbourhoods are

great for their charm and

character, but often older

homes require more repairs,

newer developments have

modern finishes and less

repairs needed. 

OLD HOUSE OR
 NEW HOUSE

What would you like to see in

your new community? Is it

more coffee shops? Events?

Closer to the water?

Whatever it is write it down

and choose areas that have

those features. 

COMMUNITY 

How important is it to you to

be walking distance to things

like schools, shopping and

groceries? Think of what you

want or need to be close to.

WALKSCORE

Everyone has wants but have

you considered the things

you don't want? If you hate

noise you might want to

steer clear of the college area

for example. 

MUST NOT HAVE



ACCEPT REJECT COUNTER

The Seller may
reject your offer.

We wil l  ask
questions to

discover why and if
there is anything

we can do to make
the offer more

appealing.

U N D E R S T A N D I N G  O F F E R S

Once we draft and present the offer a few things could happen,

here's a breakdown of the offer process and what you can expect.  

Your offer is
accepted!

Time to celebrate,
now we wil l  move

ahead with any
conditions laid out

in the offer l ike
home inspection.

The Seller may
come back with

their own offer. In
this case, we wil l
review the terms

with you and
continue to

negotiate until  
we reach an
agreement. 

OFFER PRESENTED 

Ruthie walked us through the entire offer and
negotiated so well,  we felt  completely taken care of. . .

and we got the house!

-MARY & TOM SMITH
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Price
The price of the home
 
Deposit
Will be applied against the purchase
of the house when the sale closes. 
 
Terms
Terms include the total price offered
and the financing details. 
 
Conditions
Conditions are items that must be
completed or fulfilled prior to the
closing (such as a home inspection,
obtaining financing, or selling your
existing house). 
 
Inclusions and exclusions
Items included or excluded. These
items can be anything from
appliances to decorative items, such
as window coverings or mirrors.
 
Closing day
The closing day is generally the day
the title of the property is legally
transferred and the transaction of
funds finalized.



C L O S I N G  C O S T S  

We count ourselves as lucky that Ruthie

landed in our lives. . .we would have been

lost without her guidance and savvy

know-how.

D E P O S I T  

P R O P E R T Y  A P P R A I S A L  

H O M E  I N S P E C T I O N

BEFORE CLOSING

L A N D  T R A N S F E R  T A X  

P R O P E R T Y  T A X  

M O R T G A G E  I N S U R A N C E  

ON CLOSING

AFTER CLOSING

M O V I N G  E X P E N S E S

U T I L I T Y  C O N N E C T I O N S

R E N O V A T I O N S  

R E P A I R S  +  M A I N T E N A N C E  



F A Q ' S  

There are some rare exceptions, but generally, buyer agents do
charge a fee, and the fee is paid by the seller. So as a buyer, you

will  almost never pay any commission fee.

HOW MUCH DO I NEED TO PAY YOU?

It's in your best interest to have representation the Seller Agent is
working in the best interest of the seller which means you need

someone on your side to make sure you get the best possible deal.

WHY DO I NEED A BUYER AGENT?

Finding the right home can take weeks to months depending on
your timeline and needs. Once we find a home you l ike, the offer

can be accepted within days and the closing is typically 1-3
months, which means you could be moved into your new home in

a few short months. 

HOW LONG DOES THE PROCESS TAKE?



Sta r t  downs i z ing  and
donat ing  o ld  and
unwanted  i t ems  

S ta r t  r e sea r ch ing
mov ing  cos t s  and
compan ies  

Co l l e c t  s choo l  r e co rds
and  t rans fe r

Orde r  pack ing
supp l i e s  

Change  your  address
and  send  mov ing
not i f i ca t i ons  to
f r i ends  and  fami l y  

F ind  l oca l  hea l thca re
p rov ide r s  and
shopp ing  necess i t i e s

Buy  any  new
app l i ances  o r  make
p lans  fo r  what  to  buy

Contac t  u t i l i t i e s  

F ina l i ze  mov ing
a r rangements  

P l an  payments  and
expenses  fo r  mov ing  

De f ros t  your  f r i dge  

C l ean  as  you  cont inue
to  pack  

Pack  th ings  you  w i l l
need  r i ght  away
separa te l y  

Do  a  f ina l
wa lk th rough

Keep  a l l  r e ce ip t s  

P re-c l ean ,  sea l  any
w indows  o r  doorways

Check  fo r  damages  in
your  new home that
w i l l  need  to  be  f i xed  

Unpack  room by  room

T W O  M O N T H S  B E F O R E  

M O V I N G  C H E C K L I S T

2 - 3  D A Y S  B E F O R E

O N E  M O N T H  B E F O R E

T W O  W E E K S  B E F O R E

M O V I N G  D A Y



 
O  8 6 5 . 5 8 8 . 3 2 3 2 |  C  8 6 5 . 3 8 4 . 2 6 9 6  

R U T H I E @ R U T H I E L Y O N S . C O M

w w w K n o x t e n n h o m e s e a r c h . c o m
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