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Kyle Freeman, a member of the firm's Board of Directors, concentrates his practice in the
Corporate/Commercial/Transactional area. Within his practice he has led negotiations for the drafting of:
energy related agreements, primarily oil and gas midstream transactions for both oil and gas producers
and midstream clients; multi-million dollar software licensing, development, services and hosting
agreements; multi-million dollar asset and equity acquisitions; and numerous commercial leases and
related real property agreements.

Kyle's extensive midstream contracts experience includes the negotiation and drafting of the following:

Natural gas gathering and processing agreements

NAESB agreements and special provisions

Purchase and sale agreements for crude oil, natural gas, natural gas liquids (NGLs) and condensate

Crude oil transportation and gathering agreements

Storage agreements

Exchange agreements

Pipeline connection agreements

Easement and right-of-way agreements for pipelines and related facilities

Surface site leases

In addition, Kyle has worked on midstream contracts related to production and midstream assets in
numerous areas throughout the United States, including:

Anadarko Basin (STACK and SCOOP) in Oklahoma

Permian and Delaware Basins in Texas and New Mexico
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Eagle Ford Shale in Texas

Bakken Formation in North Dakota

Powder River Basin in Wyoming

Piceance Basin in Colorado

Fayetteville Shale in Arkansas

Marcellus Shale and Utica Shale in West Virginia, Pennsylvania and Ohio

Further, Kyle has vast experience negotiating and drafting software and information technology (IT)
related contracts, including:

Traditional on-premises software license, maintenance and support agreements

Software as a service (SaaS) agreements

Subscription agreements

Software hosting agreements

Service level agreements

Master services agreements and related statements of work

Further, Kyle has a breadth of experience with software and IT agreements ranging from multi-million
dollar projects for large corporate clients to projects costing thousands of dollars for smaller sized
companies. He has negotiated these contracts for various sized vendors, including Fortune 500 companies,
throughout the United States, Canada and Europe. 
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