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New Town Toyota has been named Toyota Australia’s Largest Genuine 

Parts Dealer for 2011. 

It is the third consecutive year the MTA WA-member business has been 

recognised with the title, which is based on volume of parts turnover.

Based in East Victoria Park, New Town is also celebrating its 21st year 

as the largest retailer of Genuine Toyota Parts sold within Australia, and 

winning the Bronze Award in 2011 for Toyota Parts Excellence.

“This is certainly unique in WA and something we can hang our hat on,” 

Parts Manager Phillip King said.

“We are the largest Toyota Parts Dealer in Australia. People are quite 

surprised that title belongs to a WA dealership. It is something we are 

very proud of.”

He told Motor the consistent success of New Town’s parts department was 

built on excellence in customer service, an experienced and knowledgeable 

customer service team of 50 staff, and strong parts availability.

Customers can view and order parts online though an Electronic Parts 

Catalogue, and the dealership’s location, near Perth Airport and transport 

hubs, was an advantage for the business and its customers.

New Town Toyota also invested in maintaining its industry-leading position 

in 2011, building new state-of-the-art warehouse and logistics facilities.

“We offer the industry a service,” Phillip King said.

“We serve about 2000 customers in our workshop a month, and we 

maintain that with our mantra about service and with the strong policies 

in place.

“If someone needs our attention or help, if they are in the metropolitan 

area we can be there same day.

“One of our customers has said ‘that the best thing about our service is 

our delivery. You order your part, turn around and it’s there.’

“It’s a critical part of the business to get the correct part there on time, 

the fi rst time. Our policy is the loading dock gets cleared every evening. 

If a part is left on the bench we will drive down to the transport company 

to make sure the customer gets their parts the next day.”

Car Craft Group CEO Noelle Simons told Motor what set New Town apart 

was the quality of its service and follow-up.

New Town has been the group’s preferred supplier for Toyota Parts for 

25 years, winning the Car Craft Supplier of the Year award seven times.

“New Town is our only Toyota preferred supplier and their service is so good 

we’ve just renewed the contract for the next three years,” Noelle said.

“We just celebrated our 25th anniversary and New Town Toyota has 

been the preferred Toyota supplier to the Car Craft Group for 25 years.

“They have four deliveries a day. They have parts interpreters on hand. 

They have reps that can go out and quote on any of the large repairs that 

need some specifi c quotes. It’s pretty much a standard service that is 

across the industry, but New Town just excel in their parts managers that 

they’ve had on board. Phillip King, who is the parts manager, works very 

hard to create relationships with our members and it’s good business for 

both Car Craft and New Town.

“It’s about creating relationships and providing an excellent service.”

 Joe Zito Q&A, page 20

A WA vehicle dealership has outperformed national competition to be named Australia’s largest Toyota 

parts dealership for the third consecutive year.

WA dealer stands apart against national competition

New Town Dealer Principal Joe Zito and Parts Manager Phillip King 

with the national award
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Q
A

with Joe Zito, Toyota 
Dealer Principal and 
50-year industry veteran

You must be passionate and professional, understand the 

motor industry and the daily challenges it brings, and ensure 

you have a highly skilled and motivated team to retain 

customers and develop new business opportunities.

Q
A

Q
A

AQ&

So you had your start in the tyre 
industry. When did your move into 
car sales come?
Through that appointment at Firestone I met 

and serviced many of the local car dealers 

and one of the successful dealers – Zoren 

Davidivich – convinced me that I should 

consider going into the car industry. I made 

that decision and had my fi rst start at Bunbury 

Toyota as General Manager with the owner 

Charlie La Mancusa, who’s now deceased. 

He also at the time owned Busselton Toyota. 

I was responsible for the management of 

Bunbury Toyota for about 12 months and then 

I was headhunted by David Golding (pictured 

right), who owned Premier Motors. He was the 

original guy that was involved with Toyota and 

Stan Perron many years ago, which is probably 

not that well known. 

A lot of automotive businesses are 
family concerns. Why did you take 
the step to go outside?
I guess I saw the opportunity to grow outside 

the family. I probably felt that if I stayed I 

wasn’t going to have the opportunity to do 

something that I wanted to do. I knew within 

that I had a lot of ability and I had to go and 

develop that.

I joined Goodyear Tyres in Bunbury for 12 

months and following that I was headhunted 

by Firestone Australia, who gave me the 

opportunity to become a trainee store manager, 

which was about a 6 month training course 

including both theory and practical work. After 

completing that I became a relieving store 

manager and I was given the position to go 

into any of the branches in the State where 

there were senior people, branch managers, on 

holidays or positions to be replaced. At that 

time I was in a four year relationship and chose 

to marry and Firestone gave me the opportunity 

to become a Branch Manager, rather than 

a Relieving Manager, and I was appointed 

Manager down at the Albany Firestone branch.

What is your earliest memory of 
motor vehicles and the automotive 
industry?
I was fortunate to be a son of a businessman 

who owned a service station and at the age of 6 

after school it was all part of the family to work 

in the business and assist wherever possible. 

It was near Donnybrook in a town called Kirup, 

and in those early days I would be expected to 

look after customers that particularly wanted 

fuel for instance, using a mechanically-

operated bowser that required hand pumping.

It may have also been checking tyres and as 

time progressed I worked in the workshop 

alongside my Dad, who was very strict and a 

disciplinarian in what he expected, which I 

guess was a man’s job from a young person.

This I did for a number of years until I left school, 

which was at the age of about 15, and I stayed in 

the family business until I was about 20.

I left the family business and took on a role as 

a tyre representative for Goodyear Tyres Auto 

Service based in Bunbury, with responsibility 

to provide a service to the customers in the 

South West.
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Q
A Joe Zito has been in the automotive industry 

in WA for nearly half a century. He believes 

there are many challenges facing vehicle 

dealers, including the increased role of 

electronic media in purchasing, consumer 

trends towards small cars and the high 

Australian dollar.

Joe told Motor it is critical that the Government 

continues to support a local vehicle 

manufacturing sector. However he believes 

that rather than providing fi nancial support 

to manufacturers, the Government should 

provide a stimulus to encourage consumers to 

buy Australian-made motor vehicles.

“In 2011, one million new vehicles were sold 

in the Australian market. Of these vehicles, 

only 142,000 were locally manufactured, 

representing only 14% of the Australian market 

excluding export vehicles,” Joe Zito said.

“Every Australian should be concerned, 

interested and understand the advantages 

and disadvantages of manufacturing new 

motor vehicles in Australia versus importation 

of new motor vehicles.

“In economic terms Australia would benefi t 

Home-grown industry must 
be encouraged
With barely one in seven vehicles on Australian roads locally-

produced, Joe Zito believes it is critical that more effort is put into 

securing the Australian vehicle manufacturing industry to help 

create a strong economy and guarantee supply.

from major employment opportunities and 

less reliance on importing new vehicles. That 

in itself would support a strong Australian 

currency and attract foreign investment to 

support the development of major projects 

in Australia.

“You only have to think about recent history 

when the tsunami hit Japan and there 

were major fl oods in Thailand. Both of 

these countries are a major supplier of new 

vehicles and spare parts into Australia.

“In fact in 2011, Japan and Thailand 

were the country of origin for nearly half of 

vehicles sold in the Australian market. More 

than 12 months later, there still remains 

a shortage of new vehicles and parts from 

affected countries supplying Australia.

“Rather than the government supporting 

manufacturers fi nancially, one option I think 

it makes sense to consider is to introduce 

a stimulus – using the funds normally 

given to the manufacturer – for businesses 

in Australia to enjoy fringe benefi ts tax 

exemptions for the fi rst two years on every 

Australian-made new vehicle purchased.”
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the customers’ needs are a new vehicle, used 

vehicle, fi nance, insurance, parts, accessories 

or service. 

You’re 68 now. What does the future 
hold for you?
While I remain healthy, passionate and as 

energetic as I am, then I plan to continue 

doing what I enjoy doing.  

today is very much a long term investment. 

That used to be a lot more diffi cult but with 

the advances in technology and increase in 

electronic media, it’s now much easier to 

keep in touch and ensure our clients’ needs 

are being taken care of. It’s now also much 

easier and more convenient for people to relate 

to each other, for both the customer and the 

supplier.

So to be successful in a modern car 
industry, what do you need to do?
You must be passionate and professional, 

understand the motor industry and the 

daily challenges it brings, and ensure you 

have a highly skilled and motivated team to 

retain customers and develop new business 

opportunities. You need to have the ability to 

provide a one stop service regardless of whether 

Premier Motors was an importer and distributor 

of cars and they had the Fiat and Lancia 

brands, and they had Triumph, Rambler, 

Daihatsu, Skoda, Ferrari and Aston Martin. 

That was in 1968 and after three years I left 

and opened up a used car yard, called Highway 

Autos Cannington, with a guy by the name of 

David Cribb, who is now retired. Kevin James 

Holden bought that particular business and 

immediately after that David Golding lured 

me back to Premier Motors and I stayed there 

until 1982. I had a year out of the industry 

and I sat on a bulldozer and developed a farm 

property that I had down south, and then I was 

contacted by Hugh Black of Toyota WA to see 

if I was interested in a position at Kalamunda 

Toyota as General Manager and a partner with 

Lance Tegg.

In 1987 I bought Lance out. Five years later, 

I bought New Town Toyota, which was trading 

as Rogers Toyota. Rogers Toyota was owned 

by John Hughes, before that it was owned by 

‘Naughty Don’.

We had run out of space at Kalamunda and 

there was an opportunity to increase our 

business, so we did that by buying Rogers 

Toyota and renaming and redeveloping it into 

New Town Toyota.

And obviously you’ve run both 
businesses since. You’ve won many 
awards, including the Time Magazine 
Quality Dealer’s Award in 1992. What 
has been the main reason for your 
success Joe?
I am very passionate about the industry and 

committed to delivering quality products 

and services - whether it be motor vehicles, 

repairing or delivering parts - to ensure that our 

customers keep coming back.

We currently manage more than 55,000 

customers on our database, consisting of large 

corporations, small to medium enterprises, 

rural customers and private customers all 

throughout WA.

You’ve been in  the industry for about 
50 years. How have you seen the 
industry change over that time?
I think the most important thing is to care for 

and attend to your customers needs, which 

will ensure that they are happy and completely 

satisfi ed. This has always been our philosophy. 

However today, with increased competition, 

this is even more important. The customer 
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