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Name: Scott Willmot 
 
Title: National Manager, Sales & Service 
 
Company: Aon Risk Services Australia Limited 
 
 
 
 
 

 
Scott Willmot resides in Sydney and is the National Manager, Sales & Service (Retail Risk Services) 
for Aon, a position Scott has held for two years.  The primary responsibility that Scott has in this 
role is to manage 30 branches and 600 staff throughout Australia, involving all lines of insurance. 
Prior to his current position, Scott was the National Manager of Aon’s financial risks area 
(covering Professional Indemnity and Directors’ & Officers Insurance). 
 
Scott has over 26 years experience in the Insurance Industry, the past 18 as an insurance broker.  
Over this time Scott has specialised in many areas of Professional Risk insurance such as 
Professional Indemnity and Directors’ & Officers.  
 
Over the years Scott was responsible for the placement and administration of the Professional 
Risks facilities for a number of Affinity Groups and large corporations.  He was the founding 
President of the Queensland Chapter of the Australian Professional Indemnity Group Inc. 
 
Insurance Broking Experience: 
2005 – Present: National Manager, Sales & Service, Retail Risk Services 
  Aon Risk Services Australia Limited 
  Management of Aon’s Retail Insurance Division. 
2004 – 2005:  National Manager, Professional & Consumer Services 
  Aon Risk Services Australia Limited 
  Management of Aon’s Retail Professional Risks Division. 
1996 – 2004: Divisional Director 
 Aon Professional Services 
 Provision of Professional Indemnity and Directors’ & Officers’ 

insurance to various Queensland clients. 
1995 – 1996: Manager, Professional Risks, Queensland 
 Minet Professional Services 
 Provision of Professional Indemnity and Directors’ & Officers’ 

insurance to various Western Australian clients. 
1989 – 1992: Account Manager, Queensland 
 Minet Professional Services 
 Provision of Professional Indemnity and Directors’ & Officers’ 

insurance to various Queensland clients. 
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Recommendations

• The current landscape creates a period of opportunity for 
securing premium savings, coverage improvements and 
service benefits for most buyers in 2007, but before 
embarking upon a single-minded cost cutting strategy, 
buyers should look further ahead
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Recommendations cont.

Buyers who have:
• Engaged insurers
• Explored with them their risk concerns
• Can demonstrate evidence of an agreed risk mitigation 

process
will be in a significantly more powerful position to negotiate
coverage aspects than buyers struggling to open
negotiations and collect and present data when restrictions 
are about to be imposed.
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Conclusion
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Conclusions

• In this profitable environment, carriers are seeking to 
preserve, and where possible, increase market share

• In most marketplaces the scene is set for further 
competition and buyers should generally expect to gain 
further cost savings for stable risk and like-for-like 
coverage placements

• However, carriers are increasing their vigilance on 
emerging and known risk issues and coverage restrictions 
are growing
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Any Questions


