Hi <<Stakeholder/Purchasing Individual/Executive>>,
I’ve been exploring Esri’s Enterprise Agreement options and wanted to share my findings. <<If current Esri customer: Our software renewal date of X/X/XXX is approaching quickly, so I want to make sure we get this on your radar.>>
Today, we’re licensed under Esri’s annual <<maintenance and/or subscription>> products, which costs <<$x>> per year. Given our plans to <<onboard new staff, scale our GIS practice, take on new project #1>>, entering an Enterprise Agreement could be a good fit for <<organization name>>. There are a few reasons I feel this way.
First and foremost, an Enterprise Agreement is built to scale—allowing us to allocate more licenses, apps, extensions, and add-on products without taking on an additional or unplanned expense. It even offers enough elasticity to provide our <<collaborating divisions or clients>> with licenses to view dashboards and use our organization’s apps. 
That scalability is achieved through a more centralized model for GIS administration. <<Administrator’s name>> would be able to manage <<company name or list of departments/agencies>>’s licensing through My Esri. This makes it easy to generate product licenses, download installation media, request technical support, review training history, manage our ArcGIS portfolio, and much more.
What I think is most important, though, is that this purchasing model would lock in our price for a multi-year agreement, helping us simplify budget planning. We’ve seen inflation impact the cost of other software we use at <<other company or organization name that implemented a price increase>> and this licensing model offers us the opportunity to proactively optimize our spend. It’ll also reduce the internal time spent building out tedious purchase justifications every year.
Based on the above, would you like me to start a conversation with <<Account Manager or Esri’s Sales team>> to understand more about terms and pricing?
Thank you,
<<Your name>>

