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Wendel Patterson
W. D. PATTERSON CO. FOUNDER RELFECTS ON 40 YEARS AS MANUFACTURERS’ REP

V E T E R A N    P R O F I L E

 Awaiting a prearranged ride from the 
St. Louis, MO airport to the GEAPS Ex-
change in February, another opportunity 
arose for Wendel Patterson.

“A truck with a Minnesota license 
drove by and a guy called me by name 
and asked if I wanted a ride downtown,” 
Patterson said. “He said he was picking 
up his wife and saw me standing there, 
and would love to give me a ride to the 
Exchange.”

Jeff Roumph, who bought the W. D. 
Patterson Company from Patterson in 
2010, would not be surprised. “Wendel 
can’t get through an airport without 
somebody yelling at him,” Roumph said. 

“Somebody will recognize 
him or hear his laugh and 
come find him. People will tell 
you we know when Wendel 
is here – you can hear him.”

Patterson, a long-time 
GEAPS member and the 
association’s Corbett Award 
winner in 1998, now enjoys 
the freedom that comes after 
selling the manufacturer’s 
representative business he 
founded in 1970. But some things don’t 
change, such as his long list of friends 
that draw people to him in airports, his 
outgoing personality, and principled 

ways. Patterson attracts oth-
ers like a magnet.

Early Work Experience
Patterson, who grew up 

on a farm in Purdin, MO, 
set up his business success 
with three semesters at 
the University of Missouri 
(1954-1956) and then work 
experience that included 
a USAID project on rice 

feasibility in Guyana, South America 
(1968). He also was manager of project 
engineering for Hunter Wagner in Kan-
sas City, MO, where he was involved in 
design/build projects for industrial pet 
food plants, feed mills, plastic plants, 
chemical plants, storage silos, and power 

plants. He then worked 10 years (1956-
1966) in the engineering department at 
Midwest Conveyor Company, based in 
Kansas City, KS. “I got a lot of experi-
ence there I wouldn’t have gotten in 
college,” he said.

After working for 10 years with 
Midwest, he promised himself that by 
age 35 he would decide whether to stay 
on the corporate side, or go on his own. 
On Dec. 7, 1970, he went on his own 
and never looked back. 

Taking a Leap
Based in Kansas City, MO, Patter-

son started his company at age 34 on 
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a shoestring budget, developing a loyal 
customer base that came to trust his prod-
ucts, service, and pricing throughout the 
four-state territory of Iowa, Missouri, 
Kansas, and Nebraska.

“Selling is not selling,” Patterson 
says. “It’s relationship building, based on 
honesty, integrity and reliability with the 
customer. Nothing replaces face-to-face 
selling. There’s nothing like calling on 
customers to add the personal touch to it.”

In the company’s early days, Patterson 
kept expenses down while driving through 
his territory by doing things like eating 
from the cooler in the back of his car. One 
time, he was enjoying his peanut butter 
and jelly sandwich sitting on a levee by 
the Mississippi River when he saw a car 
coming his way, checking out the guy with 
the sandwich. “The guy at the company I 
had a 1:30 appointment with found me 
eating my lunch on the levee.”

Occasionally, Patterson slept in his 

car then freshened up in the morning 
at a nearby filling station. That’s what it 
took to control expenses and put in the 
foundation for what became a thriving 
business representing over a half-dozen 
manufacturers.

To help generate cash-flow in the 
early days, Patterson sometimes would 
design for the customer the way to use 
the equipment he was selling. He also 
understood how the equipment worked, 
which he knew was an advantage, hav-
ing observed factory reps who lacked 
intimate knowledge of their equipment 
in his former role as a project engineer 
with Hunter Wagner (1966-1970).

Being on the road much of the time, 
Patterson sought to use his time efficiently. 
He found some clients arrived as early as 7 
a.m. If he could start the day before 8, then 
find a client who stayed late and would 
provide an afternoon time slot that might 
go until 5:30, he could fill the workday 

with appointments. He typed quotes on a 
portable typewriter and completed other 
paperwork at night, mailing line sheets 
from the road the next day.

At one stop in Kansas, Patterson found 
a potential client who initially lacked inter-
est. In this case, persistence paid dividends. 
“I would leave him my line sheet. I would 
call on him a month later and he would 
act like he had never seen me.”

After about five times of brush-offs, 
Patterson found he had a customer who 
purchased a lot of equipment.. Persis-
tence paid off.

The relationships for Patterson be-
came strong enough that some customers 
allowed Patterson to write their purchase 
orders. “I had several relationships where 
customers knew you were going to per-
form and your price was fair. They knew 
they were going to get a square deal and 
would let you write the purchase order.”

Working With Wonderful People
“I represented wonderful manu-

facturers including ROTEX, Carman 
Industries, Monitor Technologies, 
Thayer Scale, Imperial Industries, CPM 
Roskamp Champion, and others. It’s 
just such a blessing to know so many 
people with wonderful principals … I 
was afforded the opportunity to have 
satisfying work with wonderful people.”

In the early 1990s, he developed a 
relationship with Roumph, who while 
working at ConAgra’s corn processing 
plant in Atchison, KS was a customer. 
Patterson opened a door for Roumph 
to join the company, which he did in 
1998, with the plan that Roumph would 
eventually own it. 

“We did it all with a handshake,” 
Roumph said.

On Dec. 7, 2010, Patterson turned 
the keys over to Roumph to carry-on. 
“It’s Wendel’s business,” Roumph said. 
“He’s welcome here any time. I work 
hard every day to make him proud of 
the way we’re carrying on the business.”

Patterson still resides in the Kansas 
City area but spends winters in Florida 
with his two Cavalier King Charles 
Spaniels. His second wife, Verna, died in 
2014 after a 26-year marriage. Patterson 
has two sons, Gregory and Jeffrey; four 
step-children, Rick, Mike, Beth, and 
Wendy; and 15 grandchildren, of which 
eight are great grandchildren. 

Carl Walworth, contributing writer
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