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ABSTRACT
In view of literatures about Internal Marketing and Job satisfaction, We discover the rela -ted influences to quality of services.
However, the good attitude of service may not devel -op its function without good quality of service. The Internal Marketing is an
effort to sa -tisfy employee through all kinds of hard work and providing the customer a perfect service -. Then, Promoting the
satisfaction of customers. This research had discussed the triangle -relationship of Internal Marketing, job satisfaction and work
quality. -This study collects empirical data form certain troop of R.O.C.A.F. For seeking the exter -nal consistence of trustworthiness
of the questionnaire so adopting the measure of the cum -ulative test for research. Further, acquiring the trustworthiness through the
measure of r -etest. In accordance of the previous test result, it collects the data of employee’'s inter -nal sale, work's satisfaction,
work's quality of troop of R.O.C. A.F by sampling. The tota -I effective questionnaire are 322, and analysing it through the package
software "SPSS 10. -0". -This study shows the scores of the unit of the™ services to others "which is highest among - all the question
designed by institute. So, this study can verify the employee who accept - the test had truly replied the questionnaire from their
thoughts and assuring the trustwo -rthiness of the source questionnaire. In view of the individual test result, the unit of t -he
"encouraging of maturity" shows the score is the lowest among all the question. So. It -can be a reference to manager level for
proving the measure of manage. This study discover - the close relationship of the "internal sale", "work's satisfaction" and the
"work's qual -ity".
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