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Starting point

Market Visibility & Awareness

• Low consumer awareness, only B2B marketing

• Still perceived as a "niche" or emerging technology.

• Often misunderstood or confused with lithium or 
hydrogen.

• Seemed to have a limited number of manufacturers.

Challenge: These benefits are complex and long-term. They require 
education and data-backed comparisons — harder to market quickly.

Value Proposition Messaging

• Clear long-duration storage benefits.

• Compelling total cost of ownership over 20–25 years.

• Safety, non-degradability, and recyclability are key 
strengths.

Vanadium Flow Batteries (VFBs) offer real technical advantages, but over the years 
has faced significant marketing and branding challenges when compared to more 
dominant energy storage technologies — particularly lithium-ion batteries. 



Situation

VFB Weakness: Not yet a 
household name. Most end-
users (including and 
especially utility buyers) are 
more familiar with lithium-
ion.

VFB Opportunity: With the 
rise of long-duration storage 
mandates (e.g., >4–8 hour 
systems), the VFB value 
story is becoming more and 
more relevant.

VFB Branding Gap: VFBs 
needed a stronger visual 
identity and simplified 
messaging to rival the sleek, 
high-tech perception of Li-
ion.

VFB Challenge: It needed 
and still needs more 
storytelling and end-user 
exposure — VFB projects 
are often hidden behind 
industrial fences.

Vanitec is helping bridging this by 
centralizing messaging, producing content 
and media, and advocacy.

To compete with lithium-ion's dominance, the 
vanadium industry must shift from technical 
excellence to audience-focused 
communication. That means simplification, 
storytelling, visual identity, and investment in 
brand-building.



Our approach

Marketing the VFB solution under the umbrella of Vanitec and in alignment with its 
goals involved a strategic approach that highlights the unique value proposition of 
vanadium and positions the technology as vital to the future of energy storage.

1. Defined Our Value 
Proposition with focus on 
sustainability

• Longer lifespan (20+ years 
without degradation)

• Scalability (energy and 
power independently 
scalable)

• Safety (non-flammable 
electrolytes)

• 100% depth of discharge 
without performance loss

• Sustainability (vanadium can 
be reused indefinitely)

2. Leveraged Vanitec’s 
Authority and Network

• Collaborate/publish white 
papers and case studies.

• Participate technical and 
promotional forums.

• Vanitec supports global trade 
shows, policy discussions, 
and renewable energy 
conferences like the IFBF.

3. Engage Policymakers and 
Regulators

• Vanitec works to promote 
vanadium in standards and 
regulations. 

• Submitting policy briefs on 
vanadium's strategic value.

• Promoting VFBs as key to 
national energy security and 
net-zero targets.

4. Partnerships and Pilots

• Partnerships with 
universities.

• Demonstrate viability by 
highlighting successful 
deployments from various 
other markets (e.g., China, 
Australia).



Our tactics

Content Marketing
• Published technical comparisons of VFB vs Li-ion.
• Created infographics about vanadium’s circular economy.
• Shared case studies and project outcomes.
• Highlight total cost of ownership (TCO) advantages over 20+ years.

Thought Leadership
• Host webinars and panel discussions featuring Vanitec experts.
• Submit articles to energy journals or sites like Greentech Media or PV 

Tech.
• Interview videos with leading topic experts.

Digital Marketing
• Hashtags and keywords like vanadium flow battery, #VFB, long-duration 

storage, etc.
• Create and post LinkedIn posts targeting energy professionals.
• Develop explainer videos showcasing how VFBs work.
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Our tactics

Terminology Shift: 
Vanitec transitioned from using the acronym "VRFB" (Vanadium Redox Flow 
Battery) to the more accessible term "Vanadium Flow Battery." This change 
was intended to simplify communication and improve recognition among 
broader audiences.

Design and Branding: 
We created an icon for the battery to be used in all promotional materials 
by Vanitec and its members to reflect a more contemporary and cohesive 
visual identity.

Communication Strategy: 
The branding emphasized the unique advantages of the VFB technology, 
such as long-duration storage capabilities, safety, and sustainability. The 
goal was to position VFBs as a viable and attractive option in the renewable 
energy sector.
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In 2024, Vanitec unveiled a 
visual identity for 
Vanadium Flow Batteries 
(VFBs) during its 14th 
Energy Storage Committee 
(ESC) webinar. This 
initiative aimed to launch 
the branding of VFBs and 
enhance their appeal in the 
competitive energy storage 
market. 



The VFB icon – we encourage all industry players to use it



Some examples of the tactics

1. Yunnan Province's Large-Scale VFB Projects
In February 2025, Vanitec highlighted two significant energy 
storage projects in Yongren County, Yunnan Province, China. 
With a combined investment of approximately USD $510 
million, these initiatives represent the largest VFB deployments 
in China, aiming to enhance renewable energy integration and 
grid stability.

2. Development of Global Standards for VFB 
Electrolyte
Vanitec is collaborating with stakeholders to establish 
unified global standards for vanadium electrolyte used in 
VFBs. This effort aims to ensure consistency in quality, 
improve performance, and facilitate the scalability of 
VFB technology worldwide.

4. Highlighting Major VFB 
Projects in China
Vanitec reported on the signing of 
three major VFB projects in China, 
totalling nearly 2 GWh of energy 
storage capacity. These projects 
involve collaborations between 
various energy companies and 
local governments, focusing on 
manufacturing high-end VFB 
equipment and constructing large-
scale energy storage stations.



Social Media Content



Social Media Design



Social Media Newsflashes



Interview video



Press Release Reputation: High-authority, 
industry-specific news outlet 
focused on energy storage.
Audience: Industry 
professionals, researchers, 
investors, and policymakers.
Monthly Traffic Estimate: 
~150,000 to 300,000 
visitors/month

Reputation: More niche and 
regional, focused on mining 
and industrial development 
Audience: Mining 
professionals, suppliers, 
regional investors, tech 
providers.
Monthly Traffic Estimate: 
~5,000 to 20,000 
visitors/month

The articles 
were also 
shared on 
LinkedIn



More social media



THANK YOU


