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HOW DO YOU EXPRESS 
YOUR LOVE ON  

VALENTINE’S DAY? 

According to a survey conducted by American Express way back in 2013, 
nearly 6 million couples get engaged on February 14th.  I couldn’t find a more 
recent survey so we’ll just go with that number. By the way, The Villages 
Insurance offers event insurance for your wedding day and can help you out 
with your new home insurance  policy too. Just throwing that out there.

Remember earlier when I mentioned 
chocolate? Up in the first paragraph. Here’s 
a fun little tid bit about that heart-
shaped box of chocolate. It was first 
introduced in 1861 by Richard 
Cadbury, yes the same family that 
has the bunny commercial every 
Easter. They now sell more than 
36 million of those candy boxes 
every year; that is 58 million pounds of 
chocolate.  Bet the dentists love that!

So what does any of this have to do with 
insurance? Let’s break it down:

 It is clear that Americans love their pets, did you know you can include 
them in your Life Insurance policy? Do you have pet liability included on your 
home insurance policy? And all that jewelry! You’d be wise to get it appraised 
and insured before the ring is lost on the honeymoon!

 

27.6 
MILLION

17.1
MILLION

HERE ARE SOME INTERESTING WAYS PEOPLE SHOW THEIR 
AFFECTION ON THIS SPECIAL DAY; CAN YOU RELATE TO ANY?

HOUSEHOLDS 
GAVE  

VALENTINE’S 
PRESENTS  
TO THEIR  
PET DOGS

HOUSEHOLDS 
GAVE  

VALENTINE’S 
PRESENTS  
TO THEIR  
PET CATS

145 Million – The number of Valentine Cards exchanged every year according 
to Hallmark. Can you guess who receives the bulk of those Valentine’s Day 
cards? If you guessed teachers give yourself a heart-shaped box of chocolates, 
which by the way was voted Florida’s top Valentine Candy at CandyStore.
com. Who gets the rest of those cards? After teachers, most go to children, 
mothers, wives and pets.  Yes, pets. Our furry friends need love too! In fact, 
according to a survey by Finder, around 27.6 million American households 
gave Valentine’s Day presents to their pet dogs last year. Don’t worry, our feline 
friends weren’t left out, more than 17.1 million households picked up gifts for 
their cats.  Overall,  American households spent an estimated $751.3 million 
on gifts for their pets on Valentine’s Day in 2020.  

Now that we know how much we’re spending to show our pets how much 
we love them, how far will Americans stretch their wallets to express their love 
toward the humans in their lives? According to the National Retail Federation 
(NRF), $20.5 billion will be this year’s magic number. You read that correctly, 
Billion, with a capital B.  NRF goes on to report that 73% of consumers 
surveyed feel celebrating this year is even more important given the state of 
the pandemic. So what are we spending that money on? Jewelry. You knew 
that, right? Clothing, candy and flowers are also on the shopping lists of our 
Valentine Day cupids.
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Get started today by scheduling 
your complimentary consultation!

Through educational workshops 
and individual consultations we help our clients 

manage their financial risk and protect their assets; 
enabling them to achieve and maintain 

their retirement and lifestyle goals.

Go to www.TheVillagesInsurance.com 
to view current workshop dates and times.

The Villages Insurance Financial Services Group 

Our Financial Risk Consultants are skilled in all areas and products, 
including Life Insurance, Long Term Care, Annuities, and Preneed Planning.

If only we had a time machine to go back in time and tell our younger selves 
things we know now. Either because we’ve experienced them first hand or 
have watched loved ones learn the lessons for us. Well, we may not be able 
to time travel … yet … but we can share these nuggets of wisdom with our 
children and grandchildren. So whether you’re in the under 50 age group or 
know someone who could use this bit of advice, we hope it helps in keeping 
everyone’s retirement plans on track.
 
1. KNOW HOW MUCH MONEY YOU NEED TO HAVE SAVED
Once you’ve reached your 50s, you only have a decade or so left to save for 
retirement. So by this point, you should have a good idea about how much you 
need to save to retire comfortably.

If you don’t know how much to save, now is a good time to calculate 
that goal. Even if you do have a target in mind, it’s smart to recalculate your 
retirement number just to make sure your goals haven’t changed. You might 
discover you need to save more than you previously thought, and finding that 
out now is better than realizing it right before you retire.
 
2. THINK ABOUT HOW YOU’LL PAY FOR LONG-TERM CARE

Long-term care is one of the most costly retirement expenses you can face. 
The average stay in a nursing home costs nearly $7,000 per month 
for a semi-private room, according to the Department of Health and 
Human Services. Also, among those who require long-term care, the average 
person needs it for around three years. At a rate of $7,000 per month, that’s a 
total of around $250,000 in long-term care expenses.

In addition, Medicare typically doesn’t cover long-term care, so you’ll likely 
be on your own to foot this massive bill. And because around 7 in 10 seniors 
will need long-term care eventually, according to the Department of Health 
and Human Services, it’s wise to be prepared.

One way to help defray the costs of long-term care is to enroll in long-
term care insurance. Although you likely won’t need long-term care for several 
decades, signing up earlier in life will reduce your premiums. If you choose not 
to enroll in long-term care insurance, start thinking about how you’ll cover 
long-term care costs. You may opt to save in a health savings account (HSA), 
for example, or simply set aside more cash in your retirement fund specifically 
for this expense.
 
3. THINK ABOUT WHAT AGE YOU’LL BEGIN CLAIMING 
SOCIAL SECURITY BENEFITS
Nearly two-thirds (64%) of retirees say Social Security benefits 
are a major source of income, according to a survey from the Society of 
Actuaries. Because you’ll likely be depending on your monthly checks for at 
least a portion of your income in retirement, it’s important to choose wisely 
when deciding what age to begin claiming.

The earlier you file for benefits, the less you’ll receive each month. You 
can begin claiming as early as age 62, but that will result in a permanent 
benefit reduction of up to 30%. If you delay benefits until age 70, on 
the other hand, you could receive your full benefit amount plus up to 
24% extra each month. Claim at any age between 62 and 70, and your 
benefit amount will fall somewhere in between those two extremes.  
Credit: Katie Brockman | Motley Fool
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Check out the TVIP Blog page on our website for articles on HOME INSURANCE RATES, GOLF CAR SAFET Y, HURRICANE PREPARATION  and more.

I ’M  RENT ING  A  FURN ISHED  HOME ,  
WHY  WOULD  I  NEED  RENTERS  INSURANCE?

Renters Insurance provides important cover-
age for both you and your belongings. A stan-
dard renters policy can protect your possessions 
against loss or damage caused by named perils 
such as theft or fire. It may also pay for tempo-
rary living expenses if your rental is damaged. 

In your case, liability protection would be the 
biggest benefit. It will offer protection if you are 
found at fault for someone getting hurt while 
at the home you are renting. We highly recom-
mend discussing your options and the value this 
product offers with one of our Risk Consultants.

C O N C I E R G E  C O R N E R

If you would like to receive The 
Financial Services Group quarterly 
newsletter with tips and information 

similar to this article, subscribe here:

thevillagesinsurance.com/hometown-
connection-newsletter-subscribe/
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OUR TEAM 
CONTINUES 

TO GROW!
To better serve our clients 

and community we not only 
opened more positions within 

our departments, we also 
created new positions within 

the agency, which allowed 
even more opportunity for 

professional growth.
Look at all the wonderful 

new team members who have 
joined the agency in just the 
past couple months. If you’d 
like to see your name added 
to this list, visit the Career 
Opportunities page on our 

website and take the first step 
toward your new career!

         
          
         
 

Brownwood  n Colony Plaza n Lake Sumter Landing  n Mulberry Grove n Pinellas Plaza n Southern Trace n Spanish Springs

352-751-6622
Home. Auto. Life. Business. 

Having the right insurance agent doesn’t matter. 
Unt es.

Join us for our free
Monthly Workshops 
in lake sumter landing™ 
and Brownwood™.

These educational workshops touch on 
many popular topics that may be 
of interest to you, such as:
 n Annuities

 n Florida Insurance Essentials

 n Long Term Care

 n Workshop For Women

CAll toDAy to receive this month’s schedule

When was the last time 
you had your policies

reviewed by a professional?
Our Asset and Lifestyle Protection Team 
will provide you with a complimentary review 
of your current policy and plan documents.

Just grab the stack and bring them in!

September is

LIFE 
INSURANCE 
AWARENESS 

MONTH

“ You won’t be disappointed!”

Trusted. Hometown. Independent.
®



The Villages Insurance 
Commercial Risk  

Management Division has a team 
dedicated to helping  

Small and Emerging Businesses Small and Emerging Businesses 
with their insurance needs.  

Opening a business?

CALL TERI PAULSEN 
TODAY

352.519.1642

OUR CORE PURPOSE 
We are dedicating our lives to building a retirement community  

where people‘s dreams can come true.

OUR CORE VALUES 
We are a big company with a small company feel and family values. We 
believe the following values are critical to our success. We strive to pro-
mote these values and demonstrate our commitment to them with our 

words and actions daily.

HOSPITALITY 
“The taste of the roast is determined by the handshake of the host.”  

We believe in creating an atmosphere in every arena which is:  Of high 
quality, friendly, warm, comfortable, clean, honest, welcoming, and like 

home. We feel the importance and the responsibility of  this presentation.

STEWARDSHIP 
We believe each associate acts as a steward of the resources of  

The Villages. Stewardship includes prudent decision-making and 
accountability. We each embrace the full measure of both freedom and 
responsibility in the execution of our position. We choose to treat The 

Villages and all its  
resources as “ours” to nourish and protect.

INNOVATION AND CREATIVITY 
We provide opportunities for learning and newness. Residents, associates,  
and all helpers are encouraged to grow and change. We embrace personal  

and professional progress. We believe in corporate innovation,  
risk taking, and “out of the box” thinking.

HARD WORK 
We are committed to excellence in all that we do. Our work ethic reflects 
a personal pride in our work and pride in our community. We believe in 
exceeding everyone’s expectations with our effort and our results. We 

enjoy the good feeling derived from completing a job well done.

T H E  V I L L AG E S C O R E  I D E O L O G Y

         
          
         
 

Brownwood™ n Colony Plaza n Lake Sumter Landing™ n Mulberry Grove n Pinellas Plaza n Southern Trace n Spanish Springs™

352-751-6622
Home. Auto. Life. Business. 

Having the right insurance agent doesn’t matter. 
Until it does.

Join us for our free
Monthly Workshops 
in lake sumter landing™ 
and Brownwood™.

These educational workshops touch on 
many popular topics that may be 
of interest to you, such as:
 n Annuities

 n Florida Insurance Essentials

 n Long Term Care

 n Workshop For Women

CAll toDAy to receive this month’s schedule

When was the last time 
you had your policies

reviewed by a professional?
Our Asset and Lifestyle Protection Team 
will provide you with a complimentary review 
of your current policy and plan documents.

Just grab the stack and bring them in!

September is

LIFE 
INSURANCE 
AWARENESS 

MONTH

“ You won’t be disappointed!”

www.TheVillagesInsurance.com

TVIP Vital Signs
PHONE CALLS RECEIVED
POLICY CHANGES MADE
CLAIMS HANDLED
EMERGENCY RESPONSE TEAM CALLS

JAN.
11,782
6,748
1,020

25

2021
11,782
6,748
1,020

25

CommerCial risk management team

I S  THERE  A  SPEC IF IC  INSURANCE  POL ICY  
DES IGNED  FOR  SMALL  BUS INESSES?

Many new business owners opt for what’s known as a Business Owners 
Policy (BOP). This policy includes coverage designed specifically for small 

businesses. A BOP typically covers three major items:

PROPERTY  DAMAGE .  
Similar to a homeowner’s policy, this covers damage to your building 

(owned or leased), equipment, furnishings, fixtures, displays and inventory.

BUS INESS  INTERRUPT ION .   
If a covered loss strikes your store or warehouse, forcing you to stop 

operating for a period of time, your revenue stream is protected from lost 
business income. You can also choose optional protection that covers you in 

case a major supplier is affected.

L IAB I L I TY  INSURANCE  FOR  YOUR  BUS INESS .   
Covers damages paid in judgments or settlements, and legal defense 

costs, if you are sued or held liable for accidental bodily injury or property 
damage arising from a covered cause of loss.

Our support team is a vital part of our agency and we sure do 
appreciate their hard work! Just look at these numbers, WOW!

Commercial Risk Management

“Sincere thanks for all 
of your help with our 
insurance questions. 
Your expertise and 

professionalism were  
so appreciated” 
~Happy Client

SEE WHAT YOUR FRIENDS AND 
NEIGHBORS ARE SAYING ABOUT THE 
VILLAGES INSURANCE TEAM…

P E G G Y  B O U G H T O N
CLIENT REL ATIONS 

ANALYST
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