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Abbott: PharmaVitae Profile

Description: Introduction

This analysis examines the historical and forecast performance for Abbott in the ethical pharmaceutical

sector. The profile encompasses global company strategy, portfolio and pipeline analysis and assessment of

financial performance, with 1-6 year sales forecasts for key drugs. An interactive forecasting and analysis tool

provides continually updated quantitative and qualitative information.

 

Reasons to Purchase

Benchmark Abbott's performance against key rivals in the ethical pharmaceutical sector

See how the return of the rights to Boehringer Ingelheim's products, Mobic Micardis and Flomax, will affect the

company's sales outlook

Evaluate the consequences of Abbott's recent acquisition of the cardiovascular specialist Kos

Pharmaceuticals
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