THE PHOENIX

The Complete System for Turning Business Failure Into Your Greatest Comeback

BY MATT HAYCOX

Serial entrepreneur who lost everything at 28 and rebuilt from bankruptcy to
funding over £1 billion in UK SMEs. This is the complete business turnaround play-
book.
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BEFORE YOU BEGIN

HOW TO USE THIS FRAMEWORK

If you're reading this, something has gone wrong. Maybe the business is bleeding cash. Maybe you've
lost a major client. Maybe the market has shifted and your model no longer works. Maybe you're staring

at a pile of debt and wondering how it all went so wrong.

The Phoenix Framework™ is not a motivational guide. It's an emergency operating procedure. It's the
systematic, step-by-step process for diagnosing what's broken, stopping the bleeding, restructuring

what remains, and rebuilding into something stronger.

I built this framework from personal experience. | lost everything at 28 — my house, my cars, my
reputation, my marriage. | was millions in debt with no way out. This framework is the distillation of
everything | learned during that period and everything I've learned helping hundreds of businesses

navigate crisis since then.

Speed matters more than perfection. In a crisis, a good

decision made quickly is worth more than a perfect decision
made too late.




THE REALITY

WHY BUSINESSES FAIL

Businesses don't fail overnight. They fail slowly, then suddenly. The warning signs are almost always

there — months or even years before the crisis hits. The problem is that most founders are too close to

see them, too proud to acknowledge them, or too busy to address them.

The Four Fatal Patterns

Pattern 1: Cash flow blindness. The business is profitable on paper but running out of cash. Revenue
is growing, but so are receivables, inventory, and overhead. By the time the founder notices, the runway

is measured in weeks, not months.

Pattern 2: Market denial. The market has changed — customer preferences, competitive landscape,
technology, requlation — but the business hasn't adapted. The founder keeps doing what used to work,

hoping the market will come back. It won't.

Pattern 3: Scaling too fast. The business grew faster than its infrastructure could support. Hiring
outpaced revenue. Fixed costs ballooned. Quality dropped. Customers left. The very growth that was

supposed to save the business is what killed it.

Pattern 4: Single point of failure. The business was dependent on one client, one product, one

channel, or one person. When that single point failed, everything collapsed.



THE FRAMEWORK

THE SIX PHASES: AN OVERVIEW

PHASE NAME CORE QUESTION DURATION
1 Triage How bad is it, really? 1-2 weeks
2 Stabilise How do I stop the bleeding? 2-4 weeks
3 Restructure What stays, what goes, and what changes? 4-8 weeks
4 Reposition What is this business going to be now? 4-12 weeks
5 Relaunch How do I take this to market? 8-16 weeks
6 Reinforce How do | make sure this never happens again? Ongoing



PHASE 1 OF 6

TRIAGE

"How bad is it, really?"

What This Phase Is About

Triage is about getting a brutally honest picture of where you stand. Not where you hope you stand. Not

where your accountant says you stand. Where you actually stand — right now, today.

This is the hardest phase emotionally, because it requires you to confront every problem you've been

avoiding. But it's also the most important, because you cannot fix what you don't understand.

The Triage Playbook

Step 1: Cash position audit.

How much cash do you have right now? Not revenue. Not receivables. Cash. In the bank. Available
today. Then calculate your weekly burn rate — every pound that leaves the business each week,
including payroll, rent, suppliers, loan repayments, everything. Divide cash by weekly burn. That's your

runway in weeks.

Step 2: Creditor mapping.

List every person and organisation you owe money to. Amount, terms, consequences of non-payment,
and your relationship with them. Categorise them: critical (will shut you down), important (will cause

serious problems), and manageable (can be negotiated).

Step 3: Revenue reality check.

What revenue is actually coming in? Not projected. Not pipeline. Contracted, confirmed, cash-in-the-

bank revenue for the next 30, 60, and 90 days. Be ruthless — if it's not signed, it doesn't count.



TRIAGE CHECKLIST

] po you know your exact cash position as of today?

] po you know your weekly burn rate?

Do you know your runway in weeks?

Have you mapped every creditor with amounts and terms?

Do you know your confirmed revenue for the next 90 days?

O 0O 0O O

Have you identified the single biggest threat to the business?



PHASE 2 OF 6

STABILISE

"How do | stop the bleeding?"

What This Phase Is About

You know how bad it is. Now you need to stop it getting worse. Stabilisation is about buying time —

extending your runway so you have the space to restructure and rebuild.

The Stabilisation Playbook

Step 1: Cut non-essential costs immediately.

Every expense that doesn't directly contribute to keeping the lights on or generating revenue gets cut.
Today. Not next week. Today. This includes subscriptions, marketing spend, non-essential staff, office

perks, and anything else that isn't critical to survival.

Step 2: Negotiate with creditors.

Contact every creditor proactively. Explain the situation honestly. Propose a payment plan. Most

creditors would rather get paid slowly than not at all. The worst thing you can do is go silent.

Step 3: Accelerate cash collection.

Chase every outstanding invoice. Offer discounts for immediate payment. Tighten payment terms for
new work. Consider invoice factoring if you have strong receivables. Every pound collected today is a

pound of runway.

STABILISATION CHECKLIST

[] Have you cut all non-essential expenses?
Have you contacted all major creditors with payment proposals?
Have you collected all outstanding receivables possible?

Have you extended your runway by at least 4 weeks?

O 0O 0O O

Have you communicated honestly with your team?




PHASE 3 OF 6

RESTRUCTURE

"What stays, what goes, and what changes?"

What This Phase Is About

You've bought time. Now you need to use it wisely. Restructuring is about making the hard decisions
about what the business keeps, what it cuts, and what it changes. This is where you reshape the

business into something that can survive and eventually thrive.

The Restructuring Playbook

Step 1: Evaluate every product, service, and client.

Which products are profitable? Which clients are worth keeping? Which services drain more resources

than they generate? Be ruthless. Cut everything that isn't contributing to the core business.

Step 2: Right-size the team.

This is the hardest part. But if the business can't support the current headcount, delaying the decision
only makes it worse. Make the cuts once, make them deep enough, and treat the people affected with

dignity and respect.

Step 3: Renegotiate fixed costs.

Rent, contracts, supplier agreements — everything is negotiable when the alternative is losing a
customer entirely. Landlords would rather reduce rent than have an empty unit. Suppliers would rather

extend terms than lose an account.



PHASE 4 OF 6

REPOSITION

"What is this business going to be now?"

What This Phase Is About

The business has been stabilised and restructured. Now you need to decide what it's going to be going
forward. Repositioning is about finding the new value proposition — the thing that will make customers

choose you in the market as it exists today, not as it existed before the crisis.

The Repositioning Playbook

Step 1: Identify your unfair advantage.

What can you do better, faster, or cheaper than anyone else? What relationships, expertise, or assets

survived the crisis? Your new positioning should be built on genuine strengths, not aspirations.

Step 2: Define your ideal customer.

Who needs what you offer most? Who will pay the most for it? Who is easiest to reach? Focus ruthlessly

on the customers who represent the highest value with the lowest acquisition cost.

Step 3: Craft a compelling narrative.

Your comeback story is an asset. Customers, partners, and investors respect resilience. Don't hide from

what happened — own it, explain what you learned, and show how it made the business stronger.
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PHASE 5 OF 6

RELAUNCH

"How do | take this to market?"

What This Phase Is About

You've restructured the business and repositioned the offering. Now it's time to go back to market with
confidence. The relaunch isn't about a big announcement — it's about systematically rebuilding

revenue through focused, disciplined execution.

The Relaunch Playbhook

Step 1: Start with your warmest prospects.

Existing customers, past customers, warm referrals — these are your fastest path to revenue. Reach out

personally. Explain what's changed. Offer them something valuable.

Step 2: Build proof points quickly.

Case studies, testimonials, and results from your first post-crisis customers are worth their weight in

gold. They prove that the new model works and give confidence to future customers.

Step 3: Scale what works, cut what doesn't.

Test multiple channels and approaches, but be ruthless about cutting what isn't working. You don't

have the luxury of patience. Double down on what generates results.
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PHASE 6 OF 6

REINFORCE

"How do | make sure this never happens again?"

What This Phase Is About

The crisis is over. The business is growing again. But the job isn't done. Reinforcement is about building

the systems, habits, and safeguards that prevent the same crisis from happening again.

The Reinforcement Playbook

Step 1: Build financial early warning systems.

Cash flow forecasting, margin tracking, customer concentration monitoring — build dashboards that

flag problems before they become crises. Review them weekly without exception.

Step 2: Diversify everything.

Revenue streams, customer base, supplier relationships, team capabilities — never again be dependent
on a single point of failure. The rule of thumb: no single client should represent more than 20% of reven-

ue.

Step 3: Build a cash reserve.

Three to six months of operating expenses in cash. Non-negotiable. This is your insurance policy against

the next crisis — and there will be a next crisis.
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THE COMPLETE PICTURE

PUTTING IT ALL TOGETHER

The Phoenix Framework™ is not a one-time exercise. It's a mindset. The businesses that survive and

thrive are the ones that treat crisis as an opportunity to rebuild stronger, not just to survive.

Every phase matters. Skip triage and you'll make decisions based on incomplete information. Skip
stabilisation and you'll run out of time. Skip restructuring and you'll rebuild on a broken foundation.
Skip repositioning and you'll go back to market with the same offering that failed. Skip reinforcement

and you'll be back in crisis within two years.

The phoenix doesn't just survive the fire — it uses the fire to

hecome something greater. Your crisis is not the end of your
story. It's the beginning of a hetter one.




THE PHOENIX MANIFESTO

Face the truth. Denial is the enemy of recovery.

Speed beats perfection. A good decision now beats a perfect decision next month.

Cash is oxygen. Protect it above all else during crisis.

Cut once, cut deep. Half-measures prolong the pain without solving the problem.

Your comeback story is an asset. Own it.

Build for resilience, not just growth. The strongest businesses are the ones that have survived the fire.

Never again. Build the systems that prevent the next crisis before it arrives.
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